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100th Anniversary 
Of New York Dept. 
Celebration Jan. 21 


Testimonial Banquet at Waldorf- 
Astoria for 2,000 to Draw Top 
Leaders from Insurance 


CO-CHAIRMEN APPOINTED 


Black, Home; Ecker, Metropolitan 
Life; Herd, America Fore; Josephs, 
New York Life, Named 


The 100th anniversary of the founding 
of the New York Insurance Department 
will be celebrated by a state-wide ob- 
servance of Insurance Day, January 21, 
with a testimonial banquet in the eve- 
ning at the Waldorf-Astoria in New 
York City, it was announced by a Cen- 
tennial Committee formed to honor the 
department on this occasion. 

This centennial celebration will be un- 
dertaken by the entire insurance busi- 
ness in the state, fire, casualty, surety, 
marine, health and life insurance. Co- 
chairmen of the centennial committee, 
which represents all branches of the 
business are: Kenneth E. Black, presi- 
dent, Home Insurance Co.; Frederic W. 
Ecker, chairman of the board of the 
Metropolitan Life; J. Victor Herd, chair- 
man of the board and president of the 
America Fore Loyalty Group; Devereux 
C. Josephs, director and former chair- 
man of the board of the New York Life. 


Guest List of 2,000 


The official salute to the New York 
Insurance Department, one of the first 
created and one of the most important, 
will be made at the banquet. It is ex- 
pected that the guest list of 2,000 will 
be largely made up of top company ex- 
ecutives, with representation invited 
from all of the nearly 600 companies 
doing business in New York State. 

Thomas Thacher, Superintendent of 
Insurance of New York State, will be 
the honor guest and accept the all-in- 
dustry toast to the Department’s century 
of service in the public interest. A bound 
history of the Department will be put on 
all schoo] and public library shelves by 
the committee. Every possible means 
will be utilized to carry to the 15,000,000 
tesidents of the state the story of the 
New York Insurance Department. 

The various committees set up to plan 
and direct the celebration include many 
leading executives of the business. The 
steering committee is made up of Ronald 
winford, vice president, New York 
Life; Joseph Murphy, secretary and 
counsel, America Fore Loyalty Group; 
M. B. Hicks, secretary, Home Insurance 
Co. ; and Charles G. Dougherty, vice 
President, Metropolitan Life. 

(Continued on Page 34) 
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Your Local... 









Mass. Indemnity General Agent! 


INSURANCE 
COMPANY 


Take advantage of his services. He will be more than willing to help 
you in many ways. 

Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 
knowledge and experience. 

Why not call him now, while you are thinking about it? 
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Davidson Sommers Is 
Equitable Society’s 
V. P.- General Counsel 


Now Vice President of World Bank, 
He Will Join Society on 
February 1, 1960 


TWO GENERAL SOLICITORS 


Warner Mendel and Leo Fitzgerald 
Advanced; Sommers Harvard 
Graduate, Law School ’30 


Sommers 





of Washington, 
D. C., now serving as vice president of 
the International Bank for Reconstruc- 
tion and Development, commonly re- 
ferred to as the World Bank, was this 
week elected senior vice president and 
general counsel of Equitable Life Assur- 
ance Society, it was announced by James 
F. Oates, Jr., the Society’s president fol- 
lowing a meeting of directors on Thurs- 
day. Mr. Sommers will formally join 
the Society on February 1, 1960. 


Davidson 


Name Two General Solicitors 


Mr. Oates also announced that War- 
ner H. Mendel and Leo D. Fitzgerald 
have been named vice presidents and 
general solicitors, effective Feb. 1. Mr. 
Mende! is vice president and counsel- 
investments of The Equitable and Mr. 
Fitzgerald is vice president and counsel- 
insurance. 


Davidson Sommers Background 


A native of St. Paul, (Mr. Sommers 
was graduated from Harvard University 
and received his law degree from Har- 
vard Law School in 1930. For the next 
seven years, he practiced law in New 
York City with the firm of Parker and 
Garrison (later Parker, Finley and Ben- 
jamin). In 1938 he became assistant cor- 
poration counsel of the City of New 
York and in the following year returned 
to general law practice as a member of 
the New York firm of Parker and 
Duryee. 

During World War II, Mr. Sommers 
was an officer in the United States Army 
Air ‘Forces. serving first with the AAF 
Technical Service Command and _ later 
as assistant executive to the Assistant 
Secretary of War in Washington, with 
the rank of lieutenant colonel. In 1945 
he became special assistant to the Sec- 
retary of War. 

He joined the Legal Department of 
World Bank in 1946 and became_ the 
bank’s general counsel in 1949. From 
1956 to 1958, he was general counsel of 
the International Finance Corporation, 
a World Bank affiliate, in addition to 
his duties with the Bank. Mr. Sommers 
is president and director of the Eugene 
and Agnes E. Meyer ‘Foundation. 

Careers of Mendel and Fitzgerald 

Mr. Mendel received his law degree 
from Columbia Law School in 1930 and 
served on the University’s law faculty 
as research assistant for three years. In 
1933 he joined Equitable as a member 
of the president’s staff to handle-legal 
questions on corporation finance. He 


(Continued on Page 8) 
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Attending conventions is a rewarding experience for the John 
Hancock representative who qualifies. At gatherings of company 
leaders he has a chance to meet and share experiences with John 


Hancock people from all over. 


In some of the finest vacation resorts in the country he can relax 
and exchange ideas with the company’s top salesmen. During these 
stimulating convention programs, he discovers fresh approaches to 





successful life underwriting. 


This is one of the many opportunities the John Hancock man has to 
give his career—and morale—a boost. And it’s one of the many 
reasons why he’s glad to be selling John Hancock. 
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White Sulphur Springs, W. Va.—The 
Aith annual meeting of the Society of 
“Actuaries was held here at the Green- 
brier, scene of the first annual meeting. 
The meeting was the largest ever held 
outside New York City, with almost 700 
members and guests in attendance. Each 
of the sessions generated an unusual 
amount of interest, heightened by the 
character of the material under discus- 
sion in a series of simultaneous sessions. 

The opening session of the meeting 
was presided over by Pearce Shepherd, 
vice president and actuary of The Pru- 
dential, the outgoing president of the 
Society, who described the growth of the 
Society since its first meeting. An en- 
graved silver tray was presented to Mr. 
Shepherd in recognition of his numerous 
and valuable services to the Society by 
Richard C. Guest, Massachusetts Mu- 
tual, a past president of the Society. 


Officers Elected 


The Society elected as its president 
for the next year James E. Hoskins, the 
-recently retired second vice president 
and actuary, The Travelers. Newly 
elected vice presidents were Dennis N. 
Warters, president, Bankers Life, and 
Morton’ D. Miller, second vice president 
and actuary, Equitable Society. Thomas 
E. Gill, actuary, London Life, and Wil- 
mer A, Jenkins, executive vice president, 
Teachers Insurance, continue to serve 
as vice presidents. D. G. Scott, Con- 
tinental Assurance, and A. T. Bunyan, 
Phoenix Mutual, were reelected secre- 
tary-treasurer and editor, respectively. 

Six members were elected to the board 
of governors for a three-year term: N. 
D. Campbell, Crown Life; K. R. Mac- 
Gregor, Canadian Dept, of Insurance; 
es). Myers, Social Security Administra- 
tion; Arthur Pedoe, Prudential of Eng- 
land; BE. Shepherd, LIAA; and A. C. 
Webster, MONY. E. A. Green, John 
Hancock, was elected for a term of two 
years. 

New Fellows and Associates of the 
Society were introduced, as were several 
other distinguished guests, including a 
number of life insurance company medi- 
cal directors who were interested pri- 
marily in the panel discussion of the 
new build and blood pressure studv. 

It was announced that Volume II of 
the build and blood pressure study would 
be released in 1960 and that details of a 
recent study with respect to major medi- 
cal insurance should be released shortlv. 


Changes In Examinations 


Plans for major changes in the or- 
ganization of ‘the examination conducted 
by the Society of Actuaries were ap- 
proved by the Society’s board of gov- 
ernors. The examinations, given to the 
actuarial trainees employed by insurance 
companies, independent actuaries, and 
government agencies lead to the profes- 
sional designation of Fellow of the So- 
ciety of Actuaries. 

In announcing the changes, Pearce 
Shepherd, president of the Society, said 
that the syllabus and examinations will 
continue to emphasize studies of a wide 
tange of technical and general insurance 
subjects. Students under the new sylla- 
bus will first gain a basic.understanding 
of all forms of insurance involving life 
contingencies, and then specialize in one 
o% two fields for further study. The 
elected specializations may be in in- 
dividual life and accident and sickness 
insurance or in pension plans, employe 
enefit programs and social insurance. 

The new syllabus is expected to com- 
Mence with the 1963 examinations. In 
‘ie meantime, essentially the present 
Program will continue in effect, accord- 





Keen Discussion Marks White Sulphur Springs Gathering of 
_ Distinguished Actuaries, Largest Ever Held Outside New 
' York; Officers Elected; Changes in Examinations 


ing to Mr. Shepherd. However, the So- 
ciety’s preliminary mathematical exam- 
inations will be given twice a year in- 
stead of only once starting in 1960. 
“These changes will take place with- 
out any loss of credit of status on the 
part of actuarial students who have 
begun their studies under the current 
program,” said the Society’s president. 


Reports on Developments 


Considerable new material for the 
course of study will be developed by the 
Society of Actuaries’ education. and ex- 
amination committee. The board, after 
long and intensive study by several com- 
mittees, decided upon the changes in 
line with the Society’s program to at- 
tract a greater number of qualified 
young men and women to the actuarial 
profession. 

In a related development, it was an- 
nounced that a special aptitude test 
would be developed for use by ‘high 
schools, colleges, and interested actuaries 
to help in pointing qualified students 
toward an actuarial career. 

R. C. Guest, Massachusetts Mutual, re- 
ported that the committee formed to 
publish monetary values based upon the 
1958 CSO Tables had encountered a num- 
ber of problems, particularly with re- 
spect to details involved in the 3-year 
setback for females, but that the tables 
are expected to be available in April or 
May, 1960. 

G. W. Young, Connecticut General, 
reported that only 19 states remain in 
which approval is required of the 1958 
CSO Table and allied legislation and 
that legislatures will meet in 1960 in 11 
of these states. He believed that there 
would be a number of companies using 
the new table by 1961, with somewhat 
less haste being indicated by the larger 
companies, particularly because of the 
greater number of states in which they 
are normally represented. 


Variable Annuity Developments 


Meyer Melnikoff, Prudential, reviewed 
developments in the variable annuity 
field since its inauguration in 1952. He 
described its authorization in 1958 by 
the Wisconsin legislature for state and 
local governmental employes as well as 


the release of final regulations by the 
New Jersey Insurance Department. He 


stated that the way was now clear for 
further progress in New Jersey and in 
‘Connecticut where a 1959 law permits 
separation of assets in connection with 
pension plans. 

M. A. Laird, National of Vermont, re- 
viewed recent developments in connec- 
tion with the New York regulations for 
minimum deposit contracts. 

Hugh McLeod, Sun Life of Canada, 
described the Canadian legislation per- 
mitting certain tax deductibility for reg- 
istered retirement savings plans for self- 
employed individuals. 

. C. Bronson, The Wyatt Co., de- 
scribed briefly the current status of Wel- 
fare Disclosure Acts in the six states 
which have adopted such legislation, as 
well as the Federal Act. 

Of the seven formal papers presented 
at the meeting, five were technical papers 
which drew brief discussions from J. H. 
Miller, Springfield—Moonarch Cos.; J. P. 
Stanley, The Wyatt Co.; D. C. Borton, 
Geo. B. Buck; H. D. Morgan, Johnson 
& Higgins; S. M. Holcombe, Connecticut 
General; H. M. Sarason, Consulting 
Actuary; W. R. Williamson, Research 
Actuary; R. F. Dorman, Connecticut 
General; A. C. Cragoe, Equitable of 
Iowa; B. A. Winter, Prudential; H. B. 


Staley,. Farm Bureau;..C. F. B. Richard-_« 


_ Associates, 


Discussions at Society of Actuaries Meeting —-——_ 


son, MONY; R. E. Edwards, Baltimore 
Life; A. L. Mayerson, University of 
Michigan; and J. B. Maclean. Included 
among these was a new table of acci- 
dental death rates which was prepared 
by Norman Brodie, Equitable Society, 
and W. J. November, Equitable, from 
the mortality experience of 17 large 
companies between 1951 and 1956. The 
new table was supported as suitable for 
a new valuation standard. 

Of more general interest were papers 
by D. .N. Warters, Bankers Life Co., and 
W. M. Rae, Bankers, on “The Risks in 
Equity Investment for Pension Funds ;” 
and R. M. Peterson, Equitable Society, 
on “Misconceptions and Missing Per- 
ceptions of our Society Security Sy stem 
(Actuarial Anesthesia).” 


Equity Investment for Pension Funds 


A spirited discussion was engendered 
by the paper prepared by Dennis N. 
Warters and William M. Rae. C. M. 
Siegel, consulting actuary, agreed that 
“it would be unwise to invest a pension 
fund to the extent of 100% in common 
stocks” but felt that the dangers pointed 
out by the authors were mitigated by a 
number of factors and that their argu- 
ments did not maintain the same weight 
where investments were only partially in 
common stocks. F. L. Griffin, Jr., the 
Wyatt Co., felt that a pension. fund using 
only bonds and other fixed-income se- 
curities will mean higher costs for the 
pension program. W. A. Jenkins, Teach- 
ers, agreed that operational problems can 
arise with equity investments but stated 
that with minor exceptions a well-designed 
variable annuity fund does not lead to 
such problems. C. J. Woods, William 
Mercer Ltd., emphasized the risks in- 
volved in not investing a portion in 
equities since they provide participation 
in the fruits of industrial growth. G. N. 
Calvert, Alexander & Alexander, stated 
that cash needs for 10 or 15 years should 
be carefully measured and equities used 
to the iragi extent consistent with 
those needs. F. J. McDiarmid, Lincoln 
National, stressed the basic purpose of 
providing a standard of living for pen- 
sioners and compared the relative suc- 
cess of equities toward that end as com- 
pared with fixed dollar investments over 
the last 20 years and yet the agreed with 

many of the opinions expressed by the 
authors. J. L. Clare, University of Mani- 
toba, urged the purchase of as many 
equities as may be prudent within the 


framework of considerations set forth 
by the authors. J. K. Dyer, Towers, 
Perrin. Forster & Crosby, felt that it w as 


the obligation of the actuary to explain 
the nature and incidence of the obliga- 
tions which the fund is intended to meet. 
H. M. Sarason, consulting actuary, an- 
alyzed inflation historically both in the 
United States and in various countries 
on the continent. S. H. Cooper, Ex- 
celsior Life, stated that history shows 
that the market value of common stocks 
can fall a long way and remain de- 
pressed for a considerable period with- 
out any fall in the cost of living. 

Mr. Peterson’s paper also drew ex- 
tensive comments from the audience. 
H. L. Feay, E. P. Higgins & Co., felt 
it inevitable that the Social Security 
system be criticized and urged world 
leadership in proving that our economic 
society can properly meet the needs of 
the people. W. R. Williamson, research 
actuary, pointed out that the Social Se- 
curity system includes more than old age 
welfare and that these other areas also 
need attention. A. M. Niessen, Railroad 
Retirement Board, presented facts and 
figures about the railroad retirement 
system and stressed the importance of 
disseminating actuarial information. J. L. 
Clare, University of Manitoba, ques- 
tioned the establishment of age 65 as the 
normal retirement age from standpoint 
of cost. J. A’ Attwood, E. S. Hewitt & 
used the author’s concern 
over the lack of understanding of fi- 
nancing: the Social] .Secyrity system. to 


Actuaries Elect Officers 





Pearce: Shepherd (l.) outgoing pres- 


ident of Society of Actuaries, congrat- 
ulates Jemes E. Hoskins (r.) elected 
president at the Society’s annual meeting 
held last week at the: Greenbrier, White 
Sulphur Springs, W. Va. Mr. Shepherd 
is vice president and actuary of The 
Prudential. Mr. Hoskins retired this 


year as 2nd vice president and actuary, 


The Travelers. 


Dennis N. Warters, president, Bankers 
Life Co., Des Moines, and Morton D. 
Miller, 2nd vice president and associate 


were elected 
David G. 


actuary, Equitable Society, 
vice presidents of the Society. 


Scott, Ist vice president and actuary, 
Continental Assurance was _ re-elected 
secretary-treasurer and Alden T. Bun- 


yan, secretary and associate actuary, 





Phoenix Mutual Life was re-elected 
editor. 
call for a re-examination of the image 


Messrs. R. 
Myers, 


of the work of the actuary. 
A. Hohaus, Metropolitan; R. J. 
Social Security Administration; John 
Hanson, The Wyatt Co.; S. M. Hol- 
combe, Connecticut General; C. M. 
Siegel, Consulting Actuary; G. E. Im- 
merwahr, Monumental; and G. N. Cal- 
vert also participated in the stimulating 
discussion. 


Electronics 
C. G. Groeschell, Northwestern Mu- 
tual, served as chairman of a discussion 


on electronic data processing develop- 
ments. 


Discussing the role which the actuary 


should play in this development the 
Messrs. Groeschell; R. H. Tallman, 
Northwestern Mutual; J. B. McDonald, 


C. Davidson, Confedera- 
tion Life; B. L. Daly, Penn Mutual; C. 
N. Peacor, Massachusetts Mutual; J. S. 
Hill, Minnesota Mutual; W. L. Rugland, 
Aid Association for Lutherans; and J. J. 
Finelli, Metropolitan Life, agreed that 
the actuary must play a vital part in 
each company *s electronic data process- 
ing system but it was emphasized that 
it does not follow that the actuary must 
head the entire planning operation for 
the system. The computer is basically 
another tool and the logical choice to 
head the planning for each company will 
depend on the manner in which the com- 
pany uses this new tool. It was emphia- 
sized by several of the speakers that it 
was highly desirable to use the non- 
actuarial staff in applications such as 
programming which can be handled com- 
petently by others with less technical 
training. 

Speaking about valuation techniques to 
be used with electronic equipment, V. E. 
Henningsen, Northwestern Mutual, de- 


Crown Life; J. 


(Continued on Page 18) 
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Acacia in Field Management Meeting 


President Kacy Sets Managers Objective to Double Field 
Force in Five Years; Vice Presidents Shaffer, Langhenry, 
Crippen and Schmuck Heard; Other Features 


Acacia Mutual Life of Washington, 
D. C. has completed a 3-day national 
management meeting at its home office. 
Nearly 100 branch and unit managers 
representing the company’s 61 branch 
offices from coast to coast joined with 
top management men from Acacia’s 
home office in extensive management 
seminars. In his opening address, 
Acacia’s President Howard W. Kacy, 
outlined the company’s long-range ob- 
jectives. He called on the managers to 
double the number of field representa- 
tives in the next five years—a figure 
which, he said, would be needed to meet 
the insurance needs of the country’s 
rapidly increasing population. 


Shaffer and Langhenry Heard 


Agency Vice President Harry J. Shaf- 
fer reviewed Acacia’s results for the past 
five years in various areas of manage- 
ment responsibility and pointed out their 
significance in the development of long- 
range planning. 

Second Vice President Burt Lang- 
henry discussed the company’s new 
Guaranteed Insurability Agreement and 
presented a number of sales promotion 
pieces including a new Juvenile Brief 
designed to sell $10,000 of permanent 
life insurance in conjunction with GIA. 

The afternoon of the first day the 
managers heard Charles Kocher, direc- 
tor of agency research, who presented 
a new formula for analyzing branches 
from the viewpoint of the long-range 
program. They also heard Stan Newton, 
assistant agency vice president, discuss 
the management training program. The 
subject of centralized premium collec- 
tions was covered by Second Vice Pres- 
ident Dan Hurson and Charles Bettis, 
director of agency administration. R. 
Kelly Sheridan, manager of the Rhode 
Island branch office brought the first 
day’s meeting to a close with an inspira- 
tional and challenging address which had 
as its theme “What It Means To Me 
and My Branch To Be a Member of the 
Field Advisory Committee.” 

A guest speaker, Charles Gaines, direc- 
tor of the Institute of Insurance Market- 
ing of Southern Methodist University, 
opened the second day with a talk on 
the basic values of life insurance. Theme 
of his address was “You'll Never Be 

- Poor With Life Insurance” and it high- 
lighted the importance of life insurance 
as a guaranteed investment. 

Joseph A. Barbeau, manager of the 
District of Columbia branch, discussed 
audio-visual selling. In his presentation 
he previewed the company’s new audio- 
visual film strip entitled, “Family Secur- 
ity. 

The balance of the day was devoted 
to round table discussions on the recruit- 
ing and training of new manpower. Also 
covered were “Morale” and “Organizing 
the Manager’s Time.” 


Crippen and Schmuck Speakers 


On the third day the managers heard 
Acacia’s Vice President and Actuary 
Lloyd Crippen, discuss developments 
under the Minimum Outlay Plan. They 
also heard William Simpson, associate 
actuary, speak briefly about the new 1958 
CSO Mortality Table. He pointed out 
the marked improvement which has 
taken place in mortality rates and life 
expectancies since the 1941 CSO Mor- 
tality Table was introduced. He also out- 
lined the possible effects that a change 
to the new 1958 Table would have on 
the company’s premium rates, non-for- 
feiture values and dividends. 

Edward J. Schmuck, vice president 
and general manager, speaking in his 
Capacity as vice chairman of the com- 





Hessler Studio 
HOWARD W. KACY 


pany’s insurance development committee, 
made a report on the latest developments 
under “Operation Spotlight,” Acacia’s 


continuous research and review program. 


Ted McHenry, director of advanced 
underwriting, then discussed the use of 
Acacia’s “Plan-A-Graph” and presented 
a new “Spot Programming” form which 
met with enthusiastic reception from all 
present. 

Mr. Shaffer brought the meeting to a 
close with a challenging and inspiring 
presentation in which he reviewed the 
3-day program and the company’s ob- 
jectives for the balance of 1959. 

The management meeting concluded 
with a banquet where each member of 
the field advisory committees was pre- 
sented with a wall plaque in recognition 
of his contribution to Acacia’s growth 
and progress. The highlight of the eve- 
ning was the unscheduled appearance on 
the program of Clarence Fritz, veteran 
manager of the Newark branch office, 
who on behalf of Acacia’s field force 
pledged to President Kacy the attain- 
ment of $2 billion of business in force 
by December 31, 1961. 


Guardian Life Drive 
Sets Company Record 


HONORING CHAIRMAN McLAIN 





Volume Leader Spaulder, Warshall and 
Schnur, New York; Sixty Agencies 
Exceed Quota 





In a month-long campaign honoring 
Board Chairman James A McLain, the 
field force of Guardian Life set new 
submitted records with better than 
$46,000,000 of Ordinary life insurance 
and $200,000 of Accident and Health 
premiums. 

Life insurance submissions were 33% 
above the quota for the campaign, and 
12% better than the previous record, set 
in October, 1958. The A&H results were 
more than 25% above quota, and an in- 
crease of 29 over the submissions in last 
year’s McLain campaign. 

In this campaign, the first held during 
Guardian’s Centennial year, a total of 60 
agencies topped quota in life volume, 
led by the Sneed Agency, Los Angeles, 
with 329.8%; the O’Neill Agency, Rich- 
mond, with 261.6%; and the Norton 
Agency, Worcester, with 251.1%. The 
leading agencies in actual life were the 
Spaulder, Marshall and Schnur Agency, 
New York; the Green Agency, Atlanta; 
and the Samons-Press Agency, New 


York. 
Leaders in A and H 


In Accident and Health, 58 agencies 
went over their quotas. The top three 
were the Grogan Agency, New York, 
with 370.3%; the Hargreaves Agency, 
San Diego, with 323.3%; and the Ber- 
linsky Agency, Providence, with 311.3%. 
Leader in actual premiums regardless of 
quota was again Spaulder, Warshall and 
Schnur, with the Houseman Agency in 
Los Angeles second and Samons-Press 
third. 

The individual leaders in life volume 
in the campaign were Sidney Baer, dis- 
trict manager in Philadelphia; M. J. 
Loftus of Los Angeles Speed; and E. I. 
Taylor of Wheeling; Mr. Taylor was the 
leader in life applications, with Manager 
A. P. Elebash, CLU of Montgomery in 
second place, and Manager T. S. Muir, 
CLU of Cincinnati and Melvin Weiss of 
Omaha tied for third. 

The top men in A&H premiums were 
N. H. Weisenfeld of New York S-W-S; 
J. N. Ludwin of Los Angeles Houseman; 
and J. P. Lovely, Jr. of San Jose; Mr. 
Weisenfeld and Maury Kusinitz, CLU, 
district manager in Fall River tied for 
first place in A&H applications, and 
Mr. Lovely and C. J. Weldon of St. 
Louis were also tied for the runner-up 
honors. 





NEW 


tion. 


FRANK McCAFFREY 





woro{fun INSURANCE COMPANY 
pocren, msssaenuestre 


Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S IMPROVEMENTS 


Insurance of Insurability Option Benefit. Guar- 
antees the availability of additional insurance 
protection in the future without medical examina- 


Call us for Sil Sn formation 


ABE EISEN, C.L.U. 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


LARRY CAMPS 

















INSURANCE EXECUTIVE 
and 
CONSULTANT AVAILABLE 


15 years' experience in Sales- 
Management, Promotion, Direct; 
Office Management-Accounting, 
Public Relations, Market Re- 
search, Claims Adjusting, Con- 
sulting Work. Life and A. & H. 
Individual and Group. Under age 
40. Location Florida. 


WRITE BOX 2745 


THE EASTERN UNDERWRITER 
93 Nassau St., New York 38, N. Y. 











Appointed by Travelers 





FRANCIS J. CALLERY 


Francis J. Callery has been appointed 
assistant secretary in the life department, 
it has been announced by President J. 
Doyle DeWitt of The Travelers, follow- 
ing a meeting of the board of directors. 

Following graduation from Hartford 
Public High School, Mr. Callery joined 
The Travelers in 1920 in the life under- 
writing department. In 1926 he was pro- 
moted to assistant underwriter and chief 
underwriter in 1945. 





Wood, Diman Associate 


Controllers of Hancock 


Appointment of two new associate 
controllers has been announced by John 
Hancock Mutual Life. : 

E. Leroy Wood becomes associate 
controller in charge of agency account- 
ing, and William A. Diman becomes 
associate controller in charge of gen- 
eral acounting. 

A veteran of 25 years with the com- 
pany, Mr. Wood served as an agent for 


ten years, and joined the home office 


staff following military service in World 
War II. He was appointed assistant 
controller in 1958. 

Certified Public Accountant, Mr. 
Diman joined the company as an eX 
pense analyst, and was later appointed 
director of Research & Expense Analysis, 
and in 1956, assistant controller. 





‘OCCIDENTAL BROKERAGE MGR. 


Thomas H. Wilford has been 4) F 


pointed brokerage manager in Occident 

Life of California’s new Norfolk, Va 
branch office. Mr. Wilford has been as- 
sociated with Occidental in Norfolk since 
1956. He entered the life insurance bus!- 
ness originally in Newark in 1947 with 
Sun Life. 
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Mrs. Chas. G. Taylor, Jr. 
Dies in Richmond, Va. 


HAD BEEN ILL TWO WEEKS 





Widow of Metropolitan Life’s President, 
Possessed Marked Literary Ability; 
Popular at Conventions 





Mrs. Katherine J. Christian Taylor, 77, 
widow of Charles G. Taylor, Jr., who 
was president of Metropolitan Life, died 
on Friday of last week at her Richmond, 
Va. home in the Chesterfield Apartments. 
Funeral services were in St. James 
Episcopal Church. She left two children 
—Donald Quee Taylor, associate general 
counsel, Jefferson Standard Life, and 
Mrs. Allan D. Adams, whose ee 
is a lieutenant commander in the U. 
Navy Four grandchildren also eine 

A descendant of one of the old fam- 
ilies of Virginia Kate Christian met Mr. 
Taylor when the latter, who was born in 
Petersburg, Va., was starting his career 
in Richmond with Mutual Of New York 
and then with Virginia State Insurance 
Department as an assistant to Colonel 
Joseph Button, the Insurance Commis- 
sioner. It proved an unusually happy mar- 
riage as they were one of the most de- 
voted couples in the insurance business. 
Fond of travel Mrs. Taylor chronicled 
on those trips her observations in dair- 
ies, many of her discerning and acute 
observations having literary quality. For 
years the Taylors lived in Upper Mont- 
clair, N. J., and then moved into an 
apartment at Park Avenue and Fifty- 
eighth Street. They bought a home in 
Charlottsville, Va., expecting to live there 
after retirement. On an early visit to 
the Charlottsville estate Mr. Taylor got 
on a farm tractor over which he lost 
control, was run over, sustaining injuries 
which eventually resulted in his death. 

When Mr. Taylor was a vice president 
of Metropolitan Life, she frequently ac- 
companied her husband at conventions, 
and was a popular figure there. 





Committee to Assemble 
Data on AAUTI Members 


A special committee to assemble pro- 
fessional data on members of the Amer- 
ican Association of University Teachers 
of Insurance has been formed. Plans 
of the committee are either to publish 
a dossier on each member in a forth- 
coming issue of The Journal of Insur- 
ance, published by the association, or to 
publish it separately. Date for assembly 
of the data ready for publication is late 
December. 

The committee, under the chairmanship 
of -Jack C. Keir, American College of 
Life Underwriters, has sent all members 
an information form to be filled out and 
returned to the committee. Other mem- 
bers of the committee are Oscar R. 
Goodman, University of California at 
Berkeley ; Harold C. Krogh, University 
of Kansas; and Jonas E. Mittelman, San 
Francisco State College. 





WLRT Chairmen 


Arlene Weitzel, CLU, 1960 chairman 
of the Women Leaders Round Table has 
announced additional committee appoint- 
ments for the ensuing year: 

By-laws and legislation—Norma Was- 
son Bard, CLU, Phoenix Mutual Man- 
hattan Beach, Cal., chairman; Educa- 
tion—Ethel B. Karene, CEU, Union Cen- 
tral Life, New York. 

The past education committee, co- 
chairmanned by Florence McConnell, 
John Hancock, Galesburg, Ill. and B. B. 
MacFarlane, Pan American Life, New 

tleans, is continuing extensive laison 
work with Purdue and SMU. 

Previously announced by Mrs. Weitzel 
as committee chairman were: Member- 
ship—Hazel B. Shafer, CLU, Equitable 
Life Assurance Society, Roanoke; Pro- 
g8ram—Helen F. Millett, Penn Mutual 
Life, St. Paul; Publicity-——Marion I. Gil- 
More, John Hancock, Albany, 


Hedwig Eichenberg Heads 
NALU Women’s Committee 


Hedwig L. Eichenberg, special agent 
for Kansas City Life in Kansas City, 
Mo., is the new chairman of the commit- 
tee of women underwriters of NALU. 
Miss Eichenberg was named to her post 
for 1959-1960 by NALU President Wil- 
liam S. Hendley, Jr. 

Miss Eichenberg’s outstanding 13-year 
career with Kansas City Life is paral- 
leled by similar noteworthy contribu- 
tions to NALU and to her community. 


She was national membership chairman 
for women life underwriters in 1958-59, 
is a member of the Women Leaders 
Round Table, and has served on several 
national committees of NALU. Locally, 
She is active in chamber of commerce 
affairs and in the Business and Profes- 
sional Women’s organization. 

Miss Eichenberg is a graduate of the 
University of Texas and received her 
M.A. from Columbia University. Prior 


to entering the life insurance business 
she was a high school teacher, a BN 
sonnel director, a leader in USO-YMCA 
work, and had service with both federal 
and state governments. 





N. Y. CLU Chapter Meeting 


Paul S. Mills, CLU, managing director 
of American Society of Chartered Life 
Underwriters will discuss the Society’s 
new blueprint for CLU growth at the 
November 25 luncheon meeting of the 
New York CLU Chapter. The luncheon 
meeting will commence at noon at the 
New York University Club, 123 West 
43rd Street. 

Questions and opinions on the Society’s 
program have been requested by Mr. 
Mills as part of his presentation. 


fore most ite insurance companies 


One night in 1867—seven years after The GUARDIAN 
was founded — Russian Minister Baron de Stoeckel 
dropped in on Secretary of State Seward. He came to say 
that Czar Alexander II would sell Alaska for $7,200,000. 


Seward stopped playing whist and offered to close 


the deal forthwith. 


“But your department is closed,” 


“Before midnight,” 


in the department ready for business.” 
dawn Seward had bought 4,000 miles of Pacific coastline 


the Russian said. 


replied Seward, you will find me 
Before the next 





Today the United States extends from Maine to 
California, ranges north to the far reaches of Alaska and 
stretches across the Pacific to Hawaii. The GUARDIAN has 
kept pace with the nation’s inexorable forward surge. It 


is among the 1% of all life insurance companies licensed 


in all 50 States and the District of Columbia. 


Now starting our hundredth year of service to the 


American people, we are offering the most attractive poli- 


cies in our history. One of these is the JUNIOR GUARDIAN, 


and 375 million acres for less than two cents an acre. 


When The GUARDIAN began business on July 16, 
1860, there were 33 States in the Union. By the end of 
that year the company had representatives in seven of 


those States. 


an outstanding gift for a child or a grandchild. It is called 
“the jumping juvenile” because it jumps five times in face 
value at age 21 without a penny’s increase in premium. 


Your children deserve the start in life that JUNIOR 


GUARDIAN will give them. Have a talk with your local 
GUARDIAN representative or your broker and find out how 
your family can benefit from GUARDIAN’s century of ex- 


perience in serving American families. 


The GUARDIAN Life Insurance Company OF AMERICA 


50 UNION SQUARE, N.Y. 3, N.Y. 





Our Centennial Year 


One of a series of ads in TIME, NEWSWEEK, SATURDAY EVENING POST, and the 
NEW YORK TIMES SUNDAY MAGAZINE, marking GUARDIAN’S Centennial in 1960, 
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Julian Schweizer 


Your clients are entitled to the finest 
in life insurance protection, at low cost, 
CUSTOM-TAILORED to fit their needs. 
Whether it’s term or permanent—indi- 
vidual or group—let us tell you about 
CANADA LIFE’S wide range of plans. 
The rates are low and they’re easy-to- 
sell. Why not give me a ring today? 
JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


~ CANADA LIFE 


Clssurance Company 











Revise Narrative of 
Social Security Slide 


MADE AVAILABLE BY THE NALU 





Will be Used Intensively as Part 
of NALU’s Social Security Informa- 
tion-Education Program 





An updated version of its provocative 
slide-narrative dealing with the serious 
dangers inherent in continual, costly 
expansion of Social Security is now 
being made available by The National 
Association of Life Underwriters. 

The slide-narrative will be distributed 
to state and local life underwriter asso- 
ciations, individual association members, 
and to life insurance organizations. 
Order blanks can be obtained from 
NALU’s Washington, D. C. _ head- 
quarters. 

Produced under the auspices. of 
NALU’s committee on Social Security, 
the slide-narrative, “Can We _ Have 
Sound Social Security?” comes in a kit 
containing a blueprint for showings, a 
25-minute script and 58 color slides. A 
taped version of the script is also avail- 
able at slight extra cost. 

The slide-narrative will be used in- 
tensively during the coming year as part 
of NALU’s continuing Social Security 
information-education program, says Al- 
bert C. Adams, John Hancock, Phila- 
delphia, chairman of the association’s 
Social Security committee. 

“We are preparing to stave off thie 
threat of such typical election-year 
OASI proposals as the Forand Bill,” 
says Mr. Adams. 


Most Effective Tool 


“We know that our slide-narrative has 
been a most effective tool in reaching 
the public because we have put 500 


copies of the original to work throughout 
the country. Therefore, we believe that 
the revised edition will prove to have 
similar popularity with life underwriters 
and the public. 

“This slide-narrative does not attempt 
to impugn the Social Security system or 
the people’s faith in it,” says Mr..Adams. 
“Tt aims to inform all Americans. as_ to 
the true facts about Social Security. 

“If this is done, we believe that a 
sincere, non-partisan effort to oppose 
unsound OAST liberalizations will re- 
sult—and, in the long run, the Social 
Security program w ill be sound because 
it will be kept safe.” 

As in the original version . produced 
in 1957, the revised NALU slide-narra- 
tive points up the.fact that unless Amer- 
icans exercise restraint there is a serious 
question as to the future soundness of 
Social Security ... and plenty of valid 
reasons to worry about the direction it 
is taking. 

As part of its Social Security infor- 
mation- education program, NALU pro- 
poses in “Can We Have Sound Social 
Security?” that Social Security be kept 
sound by confining it to the basic bene- 
fits now being provided—keeping in mind 
the goal of the program, which is to 
provide only a basic floor of protection 
on which the individual can build real 
security for himself. 


Do-It-Yourself Program 


NALU then advocates this “do-it-your- 
self”? program to make sure that this 
original concept of Social Security is 
not further violated: 

1. Each citizen should master the facts 
about Social Security what it is 
and does. 

2. Social Security should be made a 
topic of friendly conversation wherever 
possible. 

3. Civic organizations and social and 
fraternal groups should have a real in- 








LIFE 

A & H OPENINGS 

$20,000 — $7,500 
East—Group Actuary $20,000 
East—A&H Secretary 12,000 
S. West—Life Agency Dir. 12,000 
M. West—Life-A&H Reg. Mgr. 10,000 
East—Life Training Dir. 10,000 
East—Group Pension Supv. 8,000 
East—Group Representative 7,500 


These listings are representative of 
A & H—Life—Fire—Casualty positions 
available in all sections of the country. 
Confidential handling of all inquiries. 
Write for "HOW WE OPERATE'—no 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














terest in keeping Social Security within 
reasonable bounds. 

4. Citizens should constantly urge sen- 
ators and representatives to insist on 
equitable, effective safeguards against 
unrealistic and costly additions that 
might ultimately cause the destruction 
of Social Security. 

As individuals and as a nation, we 
sana place our principal reliance on 
personal thrift and not use Social Secur- 
ity as a substitute for individual enter- 
prise. 


Passes $200 Million Mark 


Mutual Trust Life, Chicago recently 
announced that its admitted assets have 
passed the $200 million mark. This is an 
increase of over $6 million in a nine 
month period. 











Some of Those Snapped at LLAMA’s Montreal Meeting 





Bottom row from left: First group—J. C. Higdon, president Business Men’s Ass ne R. E. Irish, president Union Mutual; and Frank B. Maher, vice president 


John Hancock. Second group—Sayre MacLeod, vice president Prudential of America; R 
Third group—C. F 


elected president of LIAMA; H. H. Conley, second vice president New York Life. 


Cummings, president Minnesota Mutual. 
Top row from left: First group—H. H. Kraft, vice president and director of agencies Ohio State Life; 


istration Columbus Mutual Life; John A. Miller, consultant LIAMA; and Frank i. 
vice president and managing director Crown Life; and Glen J. Spahn, second vice president Metropolitan Life. Third group—John S. Bickley, professor of insurance Uni- 


versity of Texas; Mrs. Dudley Dowell; 


Dudley Dowell, executive vice president New York Life. 





cana 2g vice president in charge of marketing, New York Life and newly 
. B. Richardson, associate actuary Mutual Of New York; and H. J. 


Ben F. Hadley, vice president and director of agency admin- 
Barnes, first vice president Columbus Mutual Life. Second group—A. F. Williams, 
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Named Vice President by 
Republic National Life 


T. K. WILLIAMS 


T. K. Williams has been named vice 
spresident and coordinator of home office 
‘services of Republic National Life of 
‘Dallas, according to Rex Beasley, vice 
president in charge of home office opera- 
‘tions. Mr. Williams was born in Sulphur 
‘Springs, Texas and attended public 
‘schools there and in Dallas. He later 
attended East Texas State College and 
Dallas College of Southern Methodist 
University. 

Before joining Repubic National Life 

he was assistant treasurer of Southern 
Old Line Life which in 1941 was merged 
swith Republic National Life. Mr. Wil- 
liams has been in policyowner service, 
‘policy loans and general accounting, 
‘premium accounting, planning, and in 
1957 he became assistant secretary in 
“charge of home office services. 
In addition to his home office duties 
“Mr. Williams is vice chairman of the 
associate section of the Texas Life Con- 
‘vention and a member of the National 
Office Managers Association. 

As vice president and coordinator of 
home office services he will coordinate all 
‘matters involving the various home office 
‘divisions and will continue to be directly 
‘responsible for accounting, building 
‘maintenance, files and supply, library, 
policy benefits, policy issue, policyowners’ 
service, policy title, print shop and tab- 
ulating. 





“Meet Mr. Lincoln” to Be on 


Television February 11 
Lincoln National Life again will bring 
to television the award-winning “Meet 
Mr. Lincoln” drama in response to re- 
quests from all parts of the country. 
It will be presented over the NBC net- 
work at 9 pm. (EST) on February 
ll, the eve of Lincoln’s Birthday. 
“Meet Mr. Lincoln” was hailed by 
critics and educators as one of the most 
unusual and interesting documentaries 
ever seen on television when it was pre- 
sented last February. Its sponsorship by 
Lincoln Life resulted in a flood of con- 
gratulatory letters and complimentary 
reviews, 
_A vast array of honors and awards 
Hollowed the original showing. Included 
Were the Robert E. Sherwood Award 
anda TV Emmy; and also the film was 
selected as the only U. S. network tele- 
vision exhibit at the Prix Italia Awards 
at Sorrento, Italy. 

Meet Mr. Lincoln” is a portrayal of 
Abraham Lincoln as his contemporaries 
‘aw him. Its creators employed a wealth 
ot Americana never before tapped for 
television. They also used a novel cam- 
‘fa animation technique that gave move- 
ment and flow to century-old still photo- 
graphs, prints,. posters and drawings. 

Nits first showing, “Meet ‘Mr. Lin- 
toln” drew a Neilsen Rating of 30.7. 
Tepresenting an estimated audience of 35 
million people. 

















Provident Mutual Has Made 
Interest and Rate Changes 


Provident Mutual announced that the 
interest rate on accumulated dividends 
and settlement ‘options’ has been _ in- 
creased for 1960 from 3.25% to 3.5%. The 
1959 dividend scale will be continued 
in 1960. 

The premiums for new life insurance 
policies issued to females have been re- 
duced, although non-forfeiture values 
and dividends will remain the same as 


for males. Premium rates for women also 


benefit, of course, from the Quantity 


Discount plan which has been in effect 
since 1958. 

The rates for the Disability Premium 
Waiver provision on new insurance for 
women are now the same as for men. 
Heretofore, they have been 1% times the 
rates for men. The Disability Premium 
Waiver provision is now available on 
Retirement Life Income contracts 
tirement annuities). 


(re- 


New York Women Meet 


The League of Life Insurance Women 
opened their November meeting with a 
tea at the home of the president, Vera 
Sundelson, Equitable Society. George J. 
Gero demonstrated his color and sound 
filmstrip. 

On December 12-the League will hold 
its meeting and tea at the Women’s City 
Club, of New York City, 277 Park Ave- 
insurance field 


nue. All women in the 


are invited to attend. 





WILLIAM M. FUREY, C.L.U., joined Berkshire Life on gr 
Supervisor in 1953. In 1958, he was appointed General Agent, becoming the fifth mem 






...as vitality in Life Insurance selling. The Agent who can 
increase the one in order to balance the decrease of the 
other doesn’t have to worry about his future.” 


“We've both seen my own drive wane, Bill; yet, here at 


Berkshire I still feel important.” 


oe 


aduating from Yale University. He became an Agent in Pittsburgh in 1949, and 
ber of his family to direct the Pittsburgh agency. 





erience 


you can count on his maturity as an asset.” 


“I agree. After all, Berkshire’s 108-year reputation for 
soundness and service to policyowners makes it a mature 
company. Out of this experience come the ingredients 


which have contributed so much to our progress, and make 
it a recognized fact that today Berkshire presents the 


“You are important! After all, it’s the experience of tried 
and proven Agents, applied to today’s sales problems, that 
contributes most to our company’s progress. The point of 


our Continuous Training Program is to keep you abreast 
of these problems so that you can maintain your personal 


production, and at the same time contribute to the success 
of younger, less experienced men. This is why Berkshire 


gives special recognition to experience like yours.” 


“So long as a man can see his experience being used, I think 





Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President ° 
PITTSFIELD, MASS. » A MUTUAL COMPANY + 1851 11 


greatest potential for per- 
sonal growth in the industry.” 


ERKSHIRE 
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§. D. Parker Chairman 
of Springfield Life 

F. S. VANDERBROUK PRESIDENT 

Newest Member of the Springfield- 


Monarch Companies; Chairman is 
Chief Executive Officer 








S. Dwight Parker, president of Spring- 
field Fire and Marine, has been elected 
chairman of the board of the newly- 
formed Springfield Life; and Frank S. 


Vanderbrouk, president of Monarch Life, 
has been elected president of this new- 
est member of the Springfield-Monarch 
Co’s., Springfield, Mass. 


The bylaws pro- 


S. DWIGHT PARKER 


vide that the chairman of the board 
shall be the chief executive officer of the 
company and that the president shall be 
the chief operating officer. 

It is expected that, after ae able 
provisions have been made in the bylaws 
of Springfield Fire and Marine and Mon- 


FRANK S. VANDERBROUK 


arch Life at the 1960 annual meetings 
of these companies, Mr. Parker and Mr. 
Vanderbrouk will be elected to these 
same positions, chairman of the board 
and president, respectively, in all Spring- 
field-Monarch companies. 


S. Dwight Parker 


Mr. Parker joined the Springfield Fire 
and Marine in 1925, immediately after 
his graduation from ‘Ohio State Univer- 
sity. He has served as special agent, 
superintendent of the New York City 
branch office, assistant secretary, secre- 
tary, vice president at New York, vice 
president at the home office, director, 








ACQUIRE SPRINGFIELD LIFE 


Incorporated as Wholly-Owned Sub- 
sidiary of Springfield-Monarch In- 
surance Companies 
Springfield Life of Brattleboro, Vt., 
has been incorporated as a wholl y- 
owned subsidiary of Springfield-Monarch 
Insurance Cos, Springfield, Mass. An- 
nouncement was made following the 
authorization by stockholders of Spring- 
field Fire and Marine and a public hear- 
ing held by the Insurance Commissioner 

of Vermont. 

Springfield Life will initially write 
nonparticipating life insurance and will 
be among the first companies to use the 
new Commissioners Table of Mortality 
which reflects an increase in longevity. 

Springfield Life is currently applying 
for admission in other states, and it is 
expected that eventually the company 
will be authorized to write business in 
every state. 

At the first meeting of the stockhold- 
ers held recently, the following men 
were elected directors of the new com- 
pany: Herbert P. Almgren, Springfield 
Fire and Marine vice president; Grant 
Buckley, Springfield Fire and Marine 
vice president ; Howard G. Bush, Spring- 
field Fire and Marine vice president; 
H. Philip Chapman, Jr., Springfield- 
Monarch investment vice president; 
Clyde B. Gordon, Monarch Life assist- 
ant vice president and assistant secre- 
tary; Gurdon W. Gordon, Jr., Monarch 
Life secretary; H. Maitland Graham, 
Springfield-Monarch vice president and 
treasurer; Wilfred G. Howland, Spring- 
field Fire and Marine vice president; 
John H. Miller, Monarch Life vice pres- 
ident and senior actuary; Richard H. 
Morse, Monarch Life vice president; S. 
Dwight Parker, Springfield Fire and 
Marine president; Raymond C. Swan- 
son, Monarch Life vice president; Frank 
>. "Vanderbrouk, Monarch Life pres- 
ident; Roy E. Wessendorf, Springfield 
Fire and Marine vice president—all of 
whom are directors of Monarch Life— 
and James L. Oakes and Robert T. Gan- 
nett, of the law firm of Gannett and 
Oakes of Brattleboro, incorporators of 
the new company. .Also James S. Bulk- 
ley, Monarch Life general council. 





and as president since 1955. 

Closely identified with numerous or- 
ganizations in the fire and casualty in- 
surance industry, Mr. Parker is a direc- 
tor of Afia Finance Corporation; a trus- 
tee and member of the local Companies 
Committee of the American Foreign In- 
surance Association; director of the Gen- 
eral Adjustment Bureau, Inc.; member 
of the executive committee, Committee 
on Fire Prevention and Engineering 
Standards, and special committee of chief 
executives of the National Board of Fire 
Underwriters; and a director of the Na- 
tional Board of Fire Underwriters Build- 
ing Corp. 

In the Springfield, Mass., area, he is 
a director of Springfield Fire and Ma- 
rine, Monarch Life, New England Insur- 
ance Co. and The Third National Bank 
and Trust Co.; a trustee of Springfield 
Institution for Savings, Berkeley Divin- 
ity School (New Haven, Conn.), and 
Springfield Hospital. 


Frank S. Vanderbrouk 


Mr. Vanderbrouk was graduated from 
Wesleyan University and Yale Law 
School, and was a Naval Intelligence 


Equitable Changes 


(Continued from Page 1) 


became vice president and counsel-in- 
vestments in 1955 

Mr. Fitzgerald joined Equitable in 
1917. Following active service with the 
U. S. Army in France during World 





DAVIDSON SOMMERS 


War I, he studied law while an employe 
of the Society and was graduated from 
Fordham Law School in 1924. He was 
appointed vice president and counsel- 
insurance in 1955. 


George M. Selser Dies 


George M. Selser, vice president and 
secretary, United States Life, died this 
week in St. (Mary’s Hospital, Orange, 
N. J., after a short illness. Mr. Selser, 
who was 59, was named executive vice 
president in 1936 and three years later 
he became secretary and a director. 


J. F. Allen Executive V. P. 


J. Findlay ‘Allen, former senior vice 
president has been made executive vice 
president of Home Life of New York. 











officer during World War II. He joined 
Monarch in 1938 and served as a director 
and executive vice president before his 
election to the presidency in 1951. 

Mr. Vanderbrouk has served the insur- 
ance industry by holding, among other 
offices, the presidency of the Health and 
Accident Underwriters Conference and 
the first chairmanship of the public re- 
lations committee of the Health Insur- 
ance Association of America. He is a 
member of the executive committee of 
the Insurance Economics Society of 
America and a member of the Accident 
and Health Committee of the American 
Life Convention. In addition, he is 
serving the Springfield (Mass.) Com- 
munity as director of Springfield Fire 
and Marine, Monarch Life, New Eng- 
land Insurance Co. Valley Bank and 
Trust Company and Texon, Inc. He is a 
trustee of Wesson Memorial Hospital, 
and a member of the board of directors 
of Future Springfield, Inc. 








CHAMP EDWARDS, General Agent 
Manhattan Life Insurance Company 


Takes Pleasure in Announcing 
The Appointment of 


Mr. MILTON M. WEINSTEIN 


As Brokerage Supervisor 


CHAMP EDWARDS AGENCY Murray Hill 2-7330 











—— 


GENERAL AGENCY OPENING 
in 
PHILADELPHIA TERRITORY 


Outstanding Opportunity for Qualified 
General Agent, who is a competent 
production man, recruiter and trainer. 
With one of America's top Eastern 
Companies—Ordinary, Group, Pension 
lines — career agent's contracts. Blue 
Ribbon Assignment. For complete de- 
tails write or phone 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 


in confidence, 
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Named by Colonial Life 
To Post in Huntington) 





DONALD L. LUCAS 


Appointment of Donald L. Lucas a q 
resident superintendent in Huntington} 
W. Va., for Colonial Life of Americ} 
was announced by W. Thomas Fiquet,) 
vice president, Ordinary agencies. Mrp 
Lucas will maintain an office at Chubb 
& Son’s Huntington office and his tert 
tory will include the state of West Vir} 
ginia and Kentucky. He will work pri-/ 
marily with Federal Insurance agents) 
and brokers which company is managel |; 
by Chubb & Son. Ee 

A native of Charleston, W. Va, hel 
was educated in schools there. He was} 
associated with the Conlon Baking Co,/ 
before entering the life insurance bus: 
ness. In 1950, he enlisted in the Ail 
Force where he served four years. Upot)) 
returning to civilian life, he became 4) 
special agent with the Prudential’s Ord: 
nary office in Charleston. He is a grat 
ate of that company’s three-year field 4 
school and completed his LUTC studies | 


While with the Prudential, he qualified) 
for two company business conferences }) 

In February 1959, he was apointed ‘f 
general agent for Atlantic Life. Whiltf 
with the Atlantic Life, he completed tha 
company’s basic training course and alsop 
the LIAMA supervisory study course, 





FRANKLIN DISTRICT MANAGER | 
H. Stanley MacClary, Charlotte, N. C, 
has been named: district manager 
Franklin Life, Springfield, Ill. He fort 
erly was with Acacia Life. 
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MOTIVATING MERCHANDISING ary 


in the hands of a skilled underwriter 
MAKES THE SELLING JOB EASIER! 


Ours is a sales promotion-minded Company. 
The merchandising display on this page is 
indicative of how we support the man in the 
Field. Available — at no expense to the Union 
Central agent or the broker — are thoroughly 
researched, carefully tested prospecting pro- 
cedures and sales presentations for every 
conceivable selling situation that may arise. 
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THE UNION CENTRAL LIFE INSURANCE COMPANY, Cincinnati 


Security for the American Family since 1867 
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Jervis, Safford, Browne, Williams, Named by Travelers 


promoted to assistant manager. In 1947, 
he was named manager there and in 
1949 he went into the home office as as- 


Four personnel changes in the life, 
accident and health agency department 
have been announced by Vice President 





ROBERT B. SAFFORD 


sistant superintendent of agencies. He is 
a graduate of the University of Cincin- 
nati. 


RICHARD D. JERVIS 


Perry T. Carter of The Travelers. 
Richard D. Jervis, CLU, has been 
named superintendent of agencies; Rob- 





D. WINSTON WILLIAMS 
Mr. Safford joined The Travelers in 


. BROWNE 


PAUL K 


ert B. Safford, director of training, and 
Paul K. Browne, superintendent of spe- 
cial services has been placed in charge 


1934 and served as an assistant office 
manager in the Bridegport and Roch- 
} of the special services division. ester ‘branch offices. During World War 
Mr. Jervis had been serving as director II, he served with the Navy and was 

of training and special service, life, ac- separated from active duty as a lieuten- 

cident and health agency department, ant commander in 1946. He returned to 

since 1957. He joined The Travelers in Bridgeport following his military service 

1938 as a field supervisor in the Cincin- where he became a field supervisor, 

nati office and three years later was Group supervisor, and assistant manager. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 









Expansion program provides openings for 
qualified General Agents in selected areas 


ne cipasietb i, 


Loyat Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 














Sun Life of America Names 
Contini and Obuchowski 


The appointment of two general agents 
has been announced by Bertram A. 
Frank, vice president and director of 
general agencies, Sun Life of America, 
Baltimore. John B. Contini has been 
named at Pleasantville, N. J., F. J. 
Obuchowski at Stamford, Conn. 

Mr. Contini, engaged in all phases of 
the life insurance business since 1932, 
was associated with Colonial Life for 
22 years. More recently he served as 
general agent for Lafayette Life. 

Mr. Obuchowski was associated with 
Phoenix Mutual for seven years. 





William K. Tyler, Joins 
Union Mutual Legal Dep’t. 


William K. Tyler, a native of Fort 
Madison, Iowa, has joined Union Mu- 
tual’s legal department as attorney, ac- 
cording to an announcement by Robert 
W. Smith, Jr., assistant general counsel. 

Mr. Tyler i is a graduate of the Univer- 
sity of Denver where he earned both his 
Bachelor of Science and his Law degree. 
He is a member of the Colorado Bar 
and served two years in the Navy. Prior 
to his association with Union Mutual 
he was employed as an agent of Connec- 
ticut General Life. 





Qualified Life 
Personnel Available for 
Immediate Assignment 


"B'—CLU, CPCU — experi- 
enced all lines. Ideal for multi- 
line company management spot. 


"C''—Energetic CLU, personal 
producer, ready for supervisor or 
assistant agency manager spot. 
Prefers Philadelphia. 


"D" — Mortgage loan repre- 
sentative, age 33, nine years of 
diversified mortgage loan and 
real estate investment experience. 


Prefers Philadelphia. 


For complete details in confidence, 
write or phone— 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bldg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 


“From TRAINEE to EXECUTIVE" 











In 1950, he joined the home office staff 
of the life, accident and health agency 
department and later that year was ap- 
pointed assistant superintendent of sales 
research and promotion. In 1955, he was 
promoted to superintendent of training. 
A graduate of The Loomis School, 
Windsor, Conn., he received his B.S. de- 
gree from Washington and Lee Univer- 
sity. 

Mr. Browne has been associated with 
The Travelers since 1929 when he joined 
the company as a Statistician at the 
Dallas office. In 1946, he was transferred 
to the life, accident and health agency 
department as assistant manager of the 
Dallas office. In 1951, he became a mem- 
ber of the life, accident and health 
agency home office staff as assistant 
superintendent of sales research and pro- 
motion. In 1955, he was appointed super- 
intendent of special services. Mr. 
Browne attended Wesleyan University 
in Middletown, Conn. 

The company also announced that D. 
Winston Williams has been appointed 
assistant superintendent of general agen- 
cies in the life, accident and health 
agency department. 

Mr. Williams, a graduate of Randolph- 
Macon College in Ashland, Va., joined 
the company in 1950 as a field supervisor 
in the life, accident and health agency 
department. He went to the Norfolk, 
Va. office in 1954 where he became as- 
sistant manager and two years later was 
named manager at the Miami office. In 
1958, he was appointed assistant super- 
intendent of agencies at the home office. 


Sun of America Appoints 


Bunin Assistant Actuary 
George Kenigson, vice president and 
actuary for Sun Life of America, an- 
nounces the appointment of David T. 
Bunin as an assistant sta for the 
company. 

Mr. Bunin is a 1950 aidbiiahe from 
the University of Delaware, 
was a member of Pi Mu Epsilon, an 
honorary mathematical society. 

Following his service with the Navy, 
Mr. Bunin joined New York Life and 
later joined the Maryland Insurance De- 
partment as assistant actuary. Prior to 


joining Sun Life, Mr. Bunin served as 
assistant actuary for Baltimore Life. 


He is a member of the Middle Atlantic [ 


Actuarial Club and an associate of the 
Society of Actuaries. 

Originally from Wilmington, 
Bunin now resides in Baltimore. 





FRANKLIN GENERAL AGENT 

‘Charles F. Hannagan, of Groveland, 
Mass., has been named a general agent 
for Franklin Life. He has opened offices | 
in Haverhill. 

Prior to joining the Franklin, Mr. 
Hannagan was assistant district manager 
for John Hancock. 





























MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Specialists in Quality Disability Insurance 


vvv 


THE CHEAPEST POLICY? 


When you buy for price, you can never be sure. Our aim is to provide 
protection that is capable of doing the job for which it was purchased. 


LOYAL ATKINSON 


Thomas E. Atkinson, Associate General Agent 
60 East 42nd Street 


Genral Agent 


New York 17, N. Y. 
MU 7-5212 : 
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Manhattan Life Names 
Werner General Agent 








RICHARD E. WERNER 


Appointment of Richard E. Werner as 
general agent of Manhattan Life with 
ofices at 140 West 57th Street, New 
' York, formerly the Peyser Agency, has 
' been announced by the company’s home 
> office. 

Mr. Werner will have as assistant to 
the general agent Martin Rosenberg, 
who had served as office manager of the 
140 West 57th Street Agency since the 
death of Percy A. Peyser, general agent 
for 19 years. 

Mr. Werner has a broad background 
in the life insurance business, starting 
in 1950 with the Arthur V. Youngman 
Agency, New York, of Mutual Benefit 
Life, In 1952 he led the agency in paid- 
_ for lives. For 275 consecutive weeks, Mr. 
Werner achieved the distinction of 
‘securing at least an application a week. 
In 1954 he became a supervisor for the 
Youngman Agency. 

A year later, Mr. Werner joined the 
Russell B. Knapp Agency, New York, of 
Mutual Benefit, serving as a supervisor 
until he accepted the Manhattan Life 
appointment. 

: He has completed parts A and C 
‘towards his CLU, and is graduate of 
Upsala College. 

A veteran of World War II, Mr. 
Werner served in the Army Air Corps 
‘for four years, much of it in the China- 
Burma-India Theatre of Operations. 





Conn. General Lowers 


Group Pension Rates 
Connecticut General Life has an- 
‘nounced lower rates on its Group pen- 
sion contracts. According to C. Manton 

ddy, vice president in charge of Group 
operations, recent changes in Federal 
tax laws and improved interest earnings 
have made it possible to lower the rate 
basis for the new Group annuity and 
deposit administration contracts. The 
new rates represent a 5% to 8% reduc- 
ston over those previously used. 

| 4s part of the rate reduction Connec- 
Fticut General is raising its guaranteed 
“interest rate under its new pension con- 
stracts to 314%. In addition, Connecticut 
eneral also announced an increase in 
the interest on the credit given to policy- 
llders when persons under their pen- 
/Sion plans terminate employment before 
Tetirement. 























/HERMELING MADE GEN’L AGT. 
Arnold F. Hermeling was recently ap- 
Pointed general agent in Belleville, Ill., 
sor Mutual Trust, Chicago. Mr. Her- 
meling has been an agent for General 
€rican Life for the past five years. 
tive in civic affairs, he is a member 
- Past president of both the Optimist 
ub and Junior Chamber of Commerce. 









Midland Mutual Appoints 
Two New General Agents 


Midland Mutual Life has announced 
the appointment of two new general 
agents, Dale E. Miller, CLU, who will be 
located at Indianapolis, and Henry G. 
Rotell, CLU, who will head an agency 
operation at St. Paul. 

Mr. Miller, whose territory will em- 
brace 29 counties in central Indiana, has 
been with Midland Mutual since early 
in 1956 as assistant director of agencies 
at the homie office in Columbus. A grad- 


uate of Northwestern University, he has 
24 years’ life insurance experience, in 
sales, field management and home office 
work. 

James R. Mayfield, whose agency has 
represented Midland Mutual for more 
than 20 years in the central Indiana ter- 
ritory in addition to much of the rest of 
the state, is planning to concentrate his 
activities in an area composed of 14 
counties west and north of Indianapolis. 

Mr. Rotell brings to his new post more 
than ten years’ experience, first as an 
agent and later in agency management. 
He is a graduate of Iowa State Teachers 
College. 


Berkshire Director Dies 
James E. Wall, a member of the board 
of directors of Berkshire Life since 1942, 
died Novmeber 10 after a long illness. 
Mr. Wall was president and treasurer 


of The Wall-Streeter Shoe Co. of North 
Adams, Mass. 





National Continues Scale 


National Life of Vermont will con- 
tinue its current dividend scale for 1960, 
it is announced by Morton A. Laird, 
vice president and actuary. 











After 10 years...what? 


Brokers’ commissions generally come to an abrupt halt 
after the tenth year. But not at Occidental. 


After the usual vested commissions cease, we pay 5% on 
all guaranteed renewable Accident and Sickness plans 
(including our hospital plans which are renewable for life) 
as long as you service the business satisfactorily. 


No minimum. No production requirement. 


After the usual vested commissions cease, we pay 3 % 
on most life plans. It takes only $500 of paid 
premiums in a calendar year to qualify for lifetime 


renewals on that year’s business. 


Ask your nearest Occidental office for details. If you’re 
not getting lifetime renewals on your surplus business, 


your commission income is stopping too soon. 


O C C I D E N TAL LI FE Insurance Company of California 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: Los Angeles/W. B. Stannard, Vice President 


We pay Lifetime Renewals...they last as long as you do! 
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New Haven General Agent 


For Eastern Life, of N. Y. 


LESTER H. BRENNER 


Lester H. Brenner has been appointed 
as general agent in New Haven, Conn. 
by Eastern Life of New York. A native 
of New Haven, Mr. Brenner served in 
the Army for four years during World 
War II. After his discharge from the 
Army, he entered the insurance busi- 
ness and has headed his own agency 
since 1950. For the past three years, he 
served as a district manager, associated 
with the life insurance industry. 

In this capacity as general agent, Mr. 
Brenner will be assisted by Jack D. 
Cohen, who has been named as agency 
supervisor. 

Mr. Brenner is a member of the New 
Haven Association of Insurance Agents, 
New Haven Elks, Woodbridge Lions 
Club, Cosmopolitan Lodge-Masons, Fi- 
delity Lodge of Knights of Pythias, Elm 
Lodge of B’nai B’rith. 

He resides in Woodbridge, Conn. 





Gordon Williams Appointed 


Sales Development Manager 

Gordon L. Williams, since 1957 staff 
assistant in the agency department of 
Northwestern National Life, has been 
appointed to the newly created position 
of sales development manager, it is an- 
nounced by President John S. Pills- 
bury, Jr. He will assist in the sales de- 
velopment of both Ordinary and A. & S 
insurance. 

Immediate responsibilities will be in 
the area of personal accident and sick- 
ness insurance, a field which N/W Na- 
tional is entering January 1. In addition, 


Mr. Williams will continue as a Staff 
member of the company’s home office 
agents’ training school. He joined N/W 


National in 1948 as a member of the 
Group department. In 1949, he became a 
home office Group field representative 
and was named Group manager at Kan- 
sas City in 1950. Late in 1955 Mr. Wil- 
liams joined the company’s home office 
agency field service. 





Altland Superintendent of 


Agencies Baltimore Life 
Appointment of Richard B. Altland as 
superintendent of agencies for Baltimore 
Life has been announced by Marlin W. 
Morgan, vice president. 

Mr. Altland joined Baltimore Life in 
April 1938, as an agent in York, Pa. He 
became staff superintendent there in Oc- 
tober 1941, and was promoted to home 
office supervisor in September 1948. He 
held that position until 1950, at which 
time he was appointed manager of the 
Silver Spring, Md. district. Since Octo- 
ber 1952, he has been serving as agency 
assistant. 








Patriot Life Appoints 
Six General Agencies 


Patriot Life has announced the ap- 
pointment of six additional general agen- 


cies, three in New York, two in New 
Jersey and one in Pennsylvania. 

Patriot, formed in 1953 as a subsidiary 
of CIT Financial Corporation, one of the 
nation’s largest financial institutions, now 
has some $730 million of life insurance 
in force. The firm last year stepped up 
its general agency activities. 

The new agencies, announced by Vice 
President Arthur W. Theiss, included: 

The Pongo-Postol Agency, Queens 
Village, N. Y., headed by Laszlo L. 
Pongo and Earl L. Postol; Mitchell D. 


Kolber Agency, Hempstead, N. Y., 
headed by Mitchell D. Kolber; Zucker- 
man and Perry Agency, Brooklyn, 


headed by Joseph Zuckerman and Sol 
Perry; Michael Diglio Agency, Newark, 
headed by Michael Diglio; I & S Agency, 
Paterson, N. J., headed by Samuel In- 
genito and Joseph J. Santillo; William 
B. Snyder Agency, Marion Station, Pa., 
headed by W. B. Snyder. 

Patriot Life headquarters are in the 
CIT Financial Building at 650 Madison 
Avenue, New York. 
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OF eons 


. portrays the qualities, purposes and ideals of the 
Company. The circle for unity; the arch, stability; 
the oak leaves, maturity and endurance; the shield, 
strength; the scales, justice; the helmet, protection; 

the compass, direction; the key, friendship. A com- 
pany dedicated to the service of its policyholders 
and keyed to Career Life Underwriters. 


LIFE INSURANCE COMPANY OF IOWA 





Aetna Raises Age Limits; 
Liberalized Underwriting 


The upper age limit at which insurance 
will be issued by Aetna Life has been 
increased from 70 to 75. 

Aetna Life announced that it will now 
issue its non-participating Ordinary life, 
limited pay life and endowment policies 
at the new ages 71 to 75 for minimum 
amounts of $5,000 per policy. 

This was one of a number of liberali- 
zations in the company’s life underwrit- 
ing practices. The company will now 
issue substantial amounts of insurance 
in areas which formerly were restricted, 
and will no longer follow specified limits 
in these classifications. Among areas 
affected are substandard classes, certain 
medical impairments, other special risks 
such as aviation hazards, certain age 
brackets and certain plans of insurance. 

In broadening opportunities for disa- 
bility insurance, Aetna Life announced 
it will now consider this coverage at sub- 
standard rates on all plans for which 
standard disability has been available, 
except family and one-year term plans. 

Also, the non- participating five-year 
convertible term policy is now available 
to persons rated substandard Class D, in 
addition to the first three substandard 
classes previously underwritten. 
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THE LEE NASHEM AGENCY 
"The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, J.) 


TO BROKERS 


We pay 55% -+ nine 5's vested on 

Ordinary Life! 

Extremely high immediate cash 

values on about 20 different types 

of contracts. 

One year incontestable—not two. 
COME IN AND SEE US! 





LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Manager at Los Angeles 








£ 
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for Continental Assur, 





NORMAN J. Le BEAU 


Norman J. Le Beau has been ap 
pointed manager of the Los Angeles 
branch office of Continental Assurance, 
Chicago, succeeding Walter E. Mast who} 
recently retired. 

Mr. Le Beau joined Continental As 
surance in 1945 in the actuarial depart: 
ment. He was transferred to the com- 
pany’s Pacific Coast department in 199) 
as cashier and was named assistant mat- 
ager of the Los Angeles branch office in 
July, 1958. 

A graduate of St. 
Winona, Minn. with a b 
science degree in mathematics, 
native of Chicago. 


Mary’s 
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Revises Minimum Deposit 


Continental Assurance has revised its| 
Minimum Deposit Plan, known as tht) 
“Executive Estate Builder,” to conform) 
with regulations released by the Nev 
York Insurance Department. 

David G. Scott, first vice president aif 
actuary, said Continental Assurance‘) 
new “Executive Estate Builder” provide} 
an improved dividend schedule over !*F 
predecessor and also provides a deat! 
benefit equal to the return of the cas! 
valtie, in addition to the face amount, Ff 
to age 65. Mr. Scott said that becaus 
of the return of the cash value featur 
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College, | 
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the plan fits very well so-called Minimu™ 
Deposit and Split Dollar type plans. 
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BEHIND THE 
NYLIC AGENT... 


Sales-supporting 
advertising is 
another reason why... 






A dynamic 
advertising program 
to support 

his personal selling! 


Aimed at an audience of prime insurance prospects, hard-hitting 
advertisements back up the personal selling efforts of every Nylic Agent. 


Eye-catching campaigns advertising New York Life’s modern policies 
designed for financial security are seen by millions who regularly read 
leading national magazines, newspapers, Sunday magazine sections 

and farm publications. Other campaigns appearing in business magazines 
tell executives about New York Life’s modern Group Insurance and 
Employee Protection Plans. And New York Life’s public-service “‘Career”’ 
articles (already 35 in number) draw thousands of inquiries a 

month from readers interested in helping their children plan their futures. 


The result is not only increased Company prestige but a tremendous 
nation-wide audience ready to hear more about New York Life’s complete line 
of products from the Nylic Agent in the Community. 


New York Life 











THE NEW YORK LIFE AGENT Insurance Company 
IN YOUR COMMUNITY ppge 
1S A GOOD MAN TO KNOW 51 Madison Avenue, New York 10, N.Y. 


A MUTUAL COMPANY FOUNDED IN 1845 
Life Insurance « Group Insurance « Annuities 
Accident & Sickness Insurance + Pension Plans 
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MONY’s Alexandria Agency 


WILLIAM W. LARASH 


Mutual Of New York will open a new 
agency—its 153rd—in Alexandria, Va., 
December 1. Manager will be 32-year- 
old William W. Larash, a native of Bal- 
timore and former assistant agency 
manager there. 

The new agency will be the 12th 
MONY has opened this year and the 
53rd it has opened since 1955. MONY 
has two other agencies in Virginia—in 
Richmond and Roanoke—and one in 
Washington, D. C. 

Mr. Larash joined MONY in 1954 as a 


field underwriter in Baltimore. He 
served as assistant manager of the 
Wonderlic agency there from 1956 to 
1958, when he was promoted to the home 
office. He has been on the sales depart- 
ment’s management training staff since 


July. 





Mallon, Curran Leading 


in Production Drive 


At the end of the second week of a 
five-week nationwide effort to stimulate 
thrift and savings through life insur- 
ance, the agency of the Massachusetts 
Mutual, headed by E. Lloyd Mallon, 
CLU, and Robert I. Curran, Jr., general 
agents in New York took the lead among 
a group of 26 general agencies of the 
company of comparable size. 

The agency reported a total of $2,- 
097,000 of new business was written dur- 
ing the first two weeks of the event. It 
has already exceeded 64% of its entire 
five-week production goal. The five- 
week event requires each of the com- 
pany’s 107 agencies to exceed its produc- 
tion goal by a greater percentage than a 
designated opposing agency in another 
city. The Mallon-Curran agency is 
matching its production capabilities 
against those of the company’s Boston- 
Robertson Agency. 

The event in which the New York 
agency is participating is based on the 
theme that it is largely through the ef- 
forts of life underwriters in stimulating 
thrift and savings that “Americans can 
enjoy the benefits of personal security 
through life insurance and that the cap- 
ital requirements of our expanding econ- 
omy can be met without interesting in- 
flationary pressures.” 





Aetna Reduces Single 
Premium Annuity Rates 


Substantial reductions in single pre- 
mium annuity rates have been announced 
by Aetna Life. The reductions vary ac- 
cording to the type of plan and the state 
where it is issued. Commission rates 
have been increased to 214%. 





ESTATE PLANNERS FORUM 





Sponsored by Solomon Huber Agency; 
Will Be Held November 25 at New 
School for Social Research 


The panelists for the Estate Planners 
Forum of the Solomon Huber Agency 
of Mutual Benefit Life, New York, has 
been completed with the selection of 
Max Block and Morris R. Friedman. 
Scheduled to be held at the New School 
for Social Research at 66 West 12th 
Street, New York, the function for the 
second time will be open on a tuition 
basis to others than the trustmen, law- 
yers and accountants for whom Huber 
Associates play host and assume all ex- 
penses. 

Attendance of 300 is expected to be 
in the auditorium on November 25 when 
‘Curtis Roosevelt, grandson of the late 
president, extends greetings on behalf 
of the New School at 9:45 a.m. 

Morris R. Friedman is a New York 
attorney, lecturer, New York University 
Graduate School of Business Adminis- 
tration. He has been a speaker at the 
Tax Workshop School and before in- 
surance and investments groups, is co- 
editor of the column, “Tax Aspects of 
Insurance,” Journal of Taxation; co- 
author, monograph, “Disability Insur- 
ance in the Business Buy Out Agree- 


ment; contributor, Tax Law Review; 
member, Committee on Taxation, Fed- 
eral Bar Association, New York County 
Lawyers Association. 

Mr. Block, a certified public account- 
ant, is a partner in the New York firm 
of Anchin, Block & Anchin. He has 
lectured at the Graduate School, Ber- 
nard M. Baruch School of Business Ad- 
ministration, and City College of New 
York. He is author of “Accountants’ 
Partnership Agreements,” Chap. 3 of 
CPA Handbook, published by American 
Institute of Certified Public Accountants. 
He is editor of “Administration of a 
CPA Practice,” monthly department of 
the magazine, The New York Certified 
Public Accountant. He was a speaker 
at the Huber Forum in 1956. 

Interested life men may register in 
advance by sending a check for $15 to 
Charles F. Godley at 66 West 12th 
Street, New York. 





APPOINT GUMP AND COLE 


Harry A. Gump and John B. Cole have 
been named district managers for Occi- 
dental Life of North Carolina. Mr. Gump 
will be located at ‘Dallas and Mr. Cole at 
Temple, Texas. 

Occidental’s Home Offices are in Ral- 
eigh. 
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* » * hard-won unity of 


Old Glory has grown to a 
world stature heretofore unknown. 


Likewise born from the many different financial needs 
of our population is the 


PLICO SERIES 
A symbol of low-cost protection, THE PLICO SERIES is a ser- 


ies of preferred rate, $10,000 minimum issue policy contracts. 


* the PLICO SELECT 
guaranteed rate, ordinary life 

* the PLICO PREFERRED 
participating ordinary life 


* the PLICO PROTECTOR 
a 5 year renewable and convertible term 


* the PLICO 65 
guaranteed rate, life paid up at 65 


AND, as new stars were added to our national banner 
to symbolize the addition of new states, 
Philadelphia Life has added a new star to complete its 


PLICO SERIES 


* the PLICO 20 
a guaranteed rate, 20-payment life contract 


Other standard and special life insurance 
contracts available for every conceivable need. 


P hiladelphia ie ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


x 
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* 
orn from a need to 


symbolize the 


a new nation, 


James H. Burdick, Agency Vice-President 























Try Us For 
REAL LIBERAL and 
Flexible Underwriting 
PAR and NON-PAR to 
1000% MORTALITY 
CALL 
Il. ARTHUR YANOFF 
General Agent 


202 W. 40th St., New York 18, N. Y. 
LAckawanna 4-4469 


Eastern Life Insurance Co. of N. Y. 
Home Office: New York, N. Y. 

















Resident Superintendent ~ 
In Chicago for Colonial 








WALTER T. GRIFFITH 


Appointment of Walter T. Griffith ap 
resident superintendent in Chicago fo} 
Colonial Life of America was announce() 
by W. Thomas Fiquet, vice president 
Ordinary agencies. Colonial Life became 
licensed in Illinois recently and _ this if 
its first office and first appointment in} 
that state. 

Mr. Griffith will maintain offices 
175 West Jackson Boulevard, Chicago 
He will work primarily with Chubb 
Son agents and brokers in the Chicag 
area in developing new business. 

Prior to entering the life insuranc 
business, Mr. Griffith was operating} 
manager of the Marshall Field Mensf 
Store and district merchandise manage! 
for the Firestone Tire and Rubber Co. 

He began his life insurance career # 
an agent in Chicago with Equitable Lift) 
Assurance Society and later was pty 
moted to’ an assistant to the agent} 
manager. Always a consistent produce: : 
he was a member of the presidents’ proj 
ducers club. In 1955, he was appointed) 
manager of the newly established brancif 
office of Occidental Life of Californis 
in Evanston, Ill, : 

He is a graduate of the School of Lith 
Insurance Agency Management coly 
ducted by the Life Insurance Agent! 
Management Association and is also! 
member of the Chicago Life Under 
writers Association. 

Mr. Griffith attended the Universit! 
of Southern California and Northwestet 
University. He served in the Navy dut 
ing World War II 








CANADA LIFE MANAGER 


Canada Life Assurance Co. announctf 
that Vernon L. Graham has been 4P 
pointed manager of its new branch off) 
at Santa Rosa, Cal. to be known as tit 
Santa Rosa branch. 

A business administration graduate © : 
San Jose State College, Mr. Graham hi 
been associated with the company 454 
representative at its San Jose brant! 
since 1954. 
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sident 

yecame : 

this is Wonderful progress has been made in pro- 

ent inp tecting the lives of mothers and babies. In 
: the last decade alone, maternal death rates 

a have been reduced by 75 percent. 

ubb &F Never before has childbirth been so safe 

hicago —thanks to excellent prenatal care and 

wisi improved obstetrical techniques. 

eratingy Equally important, some 95 percent of 

Met! today’s babies are born in our hospitals— 

v4 where most birth emergencies can be han- 

eee dled promptly and effectively. 

le se ‘ Information for expectant mothers: If 

fon { ; your health is good—if you have no family 

ducer history of diabetes, kidney, heart or other 

s’ pro- serious diseases—the chances are excellent 

one ol that no major complications will occur 

vst before your baby’s arrival. 

% However, for your own and your baby’s 
of 4 welfare, your physician may suggest these 
ae safeguards if your condition is normal: 
also 4) 

Inder 
versit! | . z 
este Metropolitan Life 
dur 
i INSURANCE COMPANY 
4 A MUTUAL COMPANY 
1 MADISON AVE, NEW YORK 10, N.Y 
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1. Eat a variety of foods. Your baby will 
be no stronger or sturdier than the building 
materials your diet provides. For you and 
your baby, a varied diet is best. 


It should include a quart of milk daily to 
meet the baby’s needs for calcium. Meat, 
fish, fruits, vegetables, at least one egg a 
day, bread, cereals and a moderate amount 
of butter are recommended. 


2. Watch your weight. Too much weight 
strains the heart and other organs. Normal 
increase is 16 to 20 pounds. Your doctor 
will decide how much you should gain. 

3. Get needed rest and exercise. Walking 
is one of the best exercises and it’s usually 
all right to play golf and dance in the mid- 
dle months of pregnancy. 

Get plenty of sleep and at least an hour 
of relaxation every afternoon. 


4. Keep in touch with your doctor. It may 

























aa} “Mother and baby doing fine” 


comfort you to know that no serious prob- 
lem develops during pregnancy without a 
warning signal. Your doctor can foresee and 
act to avoid difficulties—if he’s consulted 
early and as often as necessary. 


5. Take care of your teeth. Have your 
dentist clean your teeth and do whatever 
repair work is necessary. 


6. Make your hospital reservation early. 
The maternity wards of most hospitals are 
crowded nowadays. The sooner you make 
your reservation, the better. 


Take a calm, happy, confident attitude 
toward pregnancy. It is, after all, a natural 
event and a proper frame of mind helps to 
encourage an easy delivery. 


Never before has there been a year like 
1959—when birth is so free of risk, so 
likely to turn out happily for you, your 
baby and your husband. 













This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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New Miami Landmark 





A new landmark, the Seaboard Life- 
Medical Building sign atop the building 
at Bayshore Drive and Venetian Cause- 
way, has appeared on the Miami sky- 
line, identifying the new home of Sea- 


board Life Insurance Company of 
America. The sign, with the words 
“Seaboard Life” spelled out in six-foot 
letters, is visible for about one mile— 
from Miami on the west and from both 
the Venetian and McArthur Causeways, 
leading from Miami Beach, on the east. 
The company presently occupies the 
mezzanine floor of the building, and 
facilities are being expanded to meet the 
demands of increased business. Seaboard 
Life, organized in 1955, is licensed to do 
business in thirteen states, Florida, Dela- 


ware, Tennessee, Illinois, Maryland, 
Louisiana, Indiana, Texas, California, 
Arizona, Michigan, Connecticut and 


Nevada. Additional licensing applications 
have been filed in 21 states and the Dis- 
trict of Columbia. 





Cavanaugh General Agent 


for Hancock at Kalamazoo 


Establishment of a general agency in 
Kalamazoo and the promotion of Robert 
N. Cavanaugh to general agent was an- 
nounced by John Hancock Mutual Life. 

‘Mr. Cavanaugh, who has been unit 
manager for the general agency depart- 
ment since 1955, has been one of the 
top twenty producers of his company 
for many years. 

The new general agency, which will 
serve Kalamazoo and _ Southwestern 
Michigan, will be located at 132 West 
South Street until the spring of 1960, 
when it will move to new quarters at 555 
Crosstown Parkway in a building now 
under construction. 

Mr. Cavanaugh, a native of Kalamazoo, 
attended Western Michigan College. He 
joined the John Hancock as an agent in 
Battle Creek in 1946, and served for 
nine years before being assigned to open 
the Kalamazoo unit office. He is a mem- 
ber of the Kalamazoo Chamber of Com- 
merce, a director of Kalamazoo Life 
Underwriters Association, as well as 
chairman of its ethics comnittee. 





Certificate of Merit 
for Lester J. Bradshaw 


John Hancock recently presented a 
certificate of merit for outstanding pro- 
duction of Group insurance to Lester 
J. Bradshaw, well-known insurance brok- 
er of White Plains and New York City. 
Mr. Bradshaw was credited with having 
produced a volume of $5,450,000 of Group 
insurance in the past year. The certifi- 
cate of merit was presented by Gordon 
L. Richardson, manager of the New York 
office of the John Hancock. 

‘Mr. Bradshaw has been in the insur- 
ance business in White Plains for 25 
years and has also been prominently con- 
nected with civic, fraternal and charitable 
organizations. 


Occidental, Calif., Divides 
Pension Staff in 2 Parts 


As a result of substantial growth in its 
pension business, Occidental Life of 
California has divided its home office 
pension staff into two departments— 
pension and pension service. The estab- 
lishment of the two new departments was 
announced by C. H. Tookey, actuarial 
vice president. 

Ira L. Browning, assistant secretary, 
will head the new pension department. 
He managed the combined pension de- 


partment prior to the division. 

C. James Sharpe has been named man- 
ager of the pension service department. 
Mr. Sharpe was manager of Occidental’s 
group policy issuance department and is 


being succeeded in that position by 


Wayne W. Wilson. 

Occidental has also created a new 
monthly premium service department 
which will process all Ordinary premium 
collections. It will be headed by John 
Fulton, former manager of the premium 
collection and recording department. 

Clarence Schenk succeeds Mr. Fulton 
as manager of premium collection and 
recording. 


Mutual Benefit Announces 
Dividend Scale for 1960 


Mutual Benefit Life, Newark, has an- 
nounced that its 1959 dividend scale for 
ordinary insurance will be continued in 
1960. 

The dividend distribution for 1960 is 
estimated at $31,000,000. The distribu- 
tion for 1959 was just under $30,000,000, 
This increase of about one million dol- 
lars represents the normal growth of the 


company’s business in force and the in- 
crease expected from the “aging” of 
outstanding policies. 








LIFE ANNUITIES 























We simply invite you to compare these rates 
with those of any other company: 


JOINT SURVIVORSHIP* 





PHOENIX MUTUAL LIFE INSURANCE COMPANY 








of Hartford, Connecticut 
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Manager Rochester Agency 
For State Mutual Life 


MARTIN E. QUINN 


Martin E. Quinn has been appointed 
manager for State Mutual Life in Roch- 
ester, N. Y. A native of Brooklyn and 
a World War II U. S. Army veteran, Mr. 
Quinn graduated from Manhattan Col- 
lege in 1947, then received his Master’s 
Degree in Business Administration from 
New York University in 1949. He en- 
tered the life insurance business in Syra- 
cuse that same year, then moved to 
Messena, N. Y. in 1957. 

Mr. Quinn is past president of the 
Franklin-St. Lawrence Life Underwrit- 
ers Association, and since 1957 has been 
a state delegate of the New York State 
Life Underwriters Association. He 
taught the first Life Underwriter Train- 
ing Course held in St. Lawrence County. 





Seaboard in Connecticut 

Seaboard Life of America, \Miami, has 
been licensed to do business in Con- 
necticut, Albert B. Meyers, president of 
the company, has announced. The new 
licensing brings to 13 the number of 
states in which Seaboard Life, a capital 
stock company, is now operating. The 


firm is licensed in Florida, Delaware, 
Tennessee, Illinois, Michigan, Nevada, 
California, Arizona, Texas, Indiana, 


Maryland and Louisiana, in addition to 
Connecticut. 

_ Seaboard Life was organized in Miami 
in 1955, and launched an expansion pro- 
gram last year when it acquired Pre- 
ferred Life of America, Wilmington, in 
October. 

As part of its continuing major ex- 
pansion effort, the company has addi- 
tional licensing applications filed in 21 
States and the District of Columbia. 





Robert Gore Named to 
MONY Training Staff 


Robert J. Gore, assistant manager of 
Mutual Of New York’s Charlotte, N. C., 
agency, has been promoted to the sales 
department’s management training staff 
In the home office. 

Mr. Gore joined MONY as a field 
underwriter in 1953, He is a member of 
the firm’s National Field Club, a sales- 
lonor organization, and a winner of the 
National Quality Award. He also is a 
former vice-president and program 
chairman of the Charlotte Life Under- 
Writers Association. 

Mr. Gore is a graduate of Catawba 
College, in Salisbury, N. C., where he 
Was an officer in the student government 
and a captain of the football team. He 
's8aU. S. Coast Guard veteran. 








Membership of NALU 
Reaches All-Time High 


Membership of the 780 local life 
underwriter associations affiliated 
National Association of Life Under- 
writers has reached a record high of 
77,800. This tops by 250 the previous 
high membership attained on December 
31, 1958. 

According to NALU’s national mem- 
bership chairman, Philip A. Hoche, CLU, 


with 


Kansas City Life, Winter Park, Fia., 
the association’s program to enroll 83,000 
members in 1960 is rapidly taking shape. 

The campaign will be sparked by ten 
area membership chairmen and a “com- 
mittee of 100,” composed of association 
leaders who will assume responsibility 
for promoting association membership 
among fieldmen in companies they rep- 
resent. 

NALU’s 1960 membership slogan is: 
“Let’s Go Like Sixty in ’60-NALU’s 
‘Homecoming’ Year.” 


Constallation Appointments 

Two key appointments on the head- 
quarters staff of Constallation Life of 
Norfolk were announced by James M. 
Williams, president. 

A. Luke McLeod, more recently gen- 
eral agent with Franklin Life and later 
regional manager, becomes manager of 
agents. 

William L. 
representative of Lincoln National Life, 
was appointed regional sales director. 


Fowler, formerly special 








..."‘Plus” protection for home-owners in an Eastern Life term policy means 
freedom from mortgage worries for them — and “‘plus’’ commissions for you 
because Eastern’s new low term rates give you New Selling Power! Eastern Life 
is an outstanding buy today! Investigate Now! 


EASTERN LIFE 


INSURANCE COMPANY OF NEW YORK 


Home Office: 


355 Lexington Avenue, New York 17, N.Y. « MU 7-1920 


GENERAL AGENCY OPPORTUNITIES AVAILABLE IN: Connecti- 
cut, Delaware, District of Columbia, Florida (except Dade, 
Broward, Palm Beach Counties), New York and Pennsylvania, 
Communicate with: MURRAY APRIL, Director of Agencies. 
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i 
f 
: NON-PARTICIPATING ANNUAL RATES PER $10,000 1 
1 TERM TEMPORARY INCOME POLICY 
i (MORTGAGE PROTECTION PLAN) \ 
MINIMUM POLICY $5000 MINIMUM PREMIUM $20 {4 
t 15 Yr. vas x... by roe x. be rn — * a ; 
- Age Prorizys. | forleyrs. |  for22 Yrs. | for 26 Yrs. i 
25 | 36.71 | 38.32 | 39.34 | 42.64 | | 
‘ 30 40.18 43.24 45.62 50.98 
; 35 47.58 | 52.83 | 57.08 | 65.48 | ! 
: 40 61.56 69.88 76.66 89.35 
I 50 120.23 139.66 155.54 i 
: Plus $7.50 Annually Per Policy Regardless of Amount 
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by his company. 


tract. 


policies. 


scribed the seriatim valuation of annu- 
ities and supplementary contracts used 
To ease the problem of G. 
checking, the Wisconsin Insurance Dept. his 
will be furnished a complete list at the 
year end with every detail of each con- 


P. E. Sarnoff, Prudential, described his LG: 
company’s approach to a seriatim valua- 
tion of approximately 10,000,000 Ordinary 
He is thopeful 
Jersey Department may be able to check 


Society of Actuaries Discussions 


(Continued from Page 3) 
tailed listing. 


company 


the new 


that the New 


this calculation without having a 


E. Wallace, John Hancock, 


still found 


the 


de- 


stated 
group 
method of valuation more suitable be- 
cause of the many supplemental features 
which are attached to some policies. 
Rollerson, Crown Life, felt that 
high speed equipment made 
seriatim valuations feasible. 

Fraser, New York Life, empha- 
sized the balance control system used to 





NORTH... 


SOUTH... EAST... 


Democracy is Not a Party 


...-IT’'S A WAY OF LIFE! 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... You 
deserve to own your own business—not just rent it! 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... You 
should have vested interests for yourself and your heirs. 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES... 
should have policies designed to meet the ‘‘wants” of your prospects. 


* 


producer should be awarded a greater percentage of commissions 
for larger production. 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... The 
producer should receive a greater percentage of renewal commissions 
for a job of quality production. 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... Men 
gravitate to what is best for themselves and their families. 


Why not investigate NOW one of the most talked about com- 
panies in America and learn the startling facts about Democ- 
racy in action—through the outstanding contracts and policies 
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of All American Life & Casualty Company. 


WRITE: 


Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 


WeosT... 





You 
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minimize errors in his company’s seri- 
atim valuation. 

J. E. Moore, Crown Life, reported his 
company is planning to divide accounts 
into much finer parts and W. J. Lutz, 
Minnesota Mutual, told about this com- 
pany’s method of using the computer 
to help prepare interim statements and 
the annual statement. Other new appli- 
cations were discussed by C. F. Pestal. 
Northwestern National, who stated that 
the computer made management by ex- 
ception possible and illustrated his point 
by a technique which singled out agents 
failing to validate. 


Messrs. Groeschell; D. H. Harris, 
Equitable Society; A. D. Murch, Pru- 
dential; J. S. Hill; J. J. Finelli; H., J. 


Stowe, "Manufacturers; and R. G. Perry, 
Aetna Life, pointed out that the process 
of converting to electronics is a lengthy 
one and, in most cases, the period of 
time necessary to complete the conver- 


sion has been under-estimated. All 
stated that while some savings thad 
emerged from applications of limited 


scope it was too early to determine the 
savings from the broad scale approach. 
There was a general feeling that com- 
panies were slowly moving toward an in- 
tegrated total processing system which 
will finally produce large savings. 
1959 Build and Blood Pressure Study 


A panel, which included Dr. J. J. 
Hutchinson, medical director of New 
York Life and chairman of the Mortality 
Committee of the Medical Director As- 
sociation; A. Morton, Prudential, 
chairman and moderator of the panel: 
i Lew, Metropolitan. chairman of 
the Study Committee “a prepared the 
study under discussion; W. J. November, 
Equitable Society; and / C. Webster, 
MONY. Mr. Lew elicited some of the 
significant statistical differences in the 
new study as compared with previous 
studies. Mr. November discussed various 
underwriting criteria that should be con- 
sidered in individual company underwrit- 
ing. Dr. Hutchinson’s remarks were 
concerned mainly with medical under- 
writing and he stressed the medical im- 
plications involved in the facts that 
mortality rates have declined and _ that 
there has been a shift in the pattern 
of deaths by cause. Mr. Webster felt 
generally that company underwriting had 
been sound but that perhaps we should 
underwrite combinations of impairments 
somewhat more strictly. He also sug- 
gested that a new build table for women 
might be desirable. R. J. Johansen, 
Metropolitan, indicated some of the 
changes that should be made by con- 
tributing companies in future studies. 
Dr. Norman Barker, Connecticut Gen- 
eral, felt that the Societv of Actuaries 
and the Association of Life Insurance 
Medical Directors should set up ma- 
chinery for continuous studies of other 
impairments. D. T. Weir. North Ameri- 
can of Canada: R. P. Walker, Wiscon- 
sin National; B. FE. Burton, Aetna: Dr. 
Benford, Metropolitan; and Dr. Clifford. 
Union Central, were among those who 
directed specific questions to the panel. 

Employe Benefit Plans 


A lively informal discussion devoted to 








MORGAN 0O. DOOLITTLE, 
President 








If you are LOOKING 
For A General Agency Opportunity— 
EMPIRE has a complete line of 
Competitive Plans 
LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


Employe Benefit Plans was presided over 
by W. A. Milliman of Milliman & 
Robertson. 

Speaking on the subject of Medical 
Expense Insurance, D. Cody, New 
York Life, discussed the relationship of 
loss ratios to the varying premium levels 
being charged in the industry. He sug. 
gested that adoption of a standardized 
premium basis which could be used by 
companies to analyze their own experi- 
ence. Commenting on the causes of in- 
creases in loss ratios, F. W. Biese, Met- 
ropolitan, noted the effects of epidemics, 
local conditions of medical care, plan 
design and secular trends. D. Cc. Pailler, 
Prudential, expressed the opinion that 
companies might well revise their man- 
ual premium rates more frequently in 
order to reflect changing conditions. 

D. F. Fackler, Lincoln National, spoke 
on the problem of curbing abusements 
under medical care plans and expressed 
the need for establishing up-to-date un- 
derwriting standards. R. M. Stabler, 
General American, described recent ac- 
tions taken by his company to improve 
loss ratios. He emphasized the need to 
establish proper goals of operation, ade- 
quate premium levels and an educational 
program for the public. 

J. F. Coleman, United Medical Service, 
discussed the responsibilities of the un- 
derwriter in connection with medical ex- 
pense plans which are to be offered to 
any Groups of lives. 

T. C. Archibald, Bankers Life, and 
other members observed that the prac- 
tice of “switching” coverage from one 
company to another has resulted in an 
undesirable increase in loss ratios. 

The subject of underwriting credit 
Group life insurance to cover long term 
real estate mortgages was reviewed by 
L. S. Norman, American United Life, 
and A. W. Ericson, Prudential. Mr. Nor- 
man described his company’s plan which 
provides up to 60 months of coverage, 
Mr. Ericson. discussed underwriting 
principles which concerned premium 
levels, benefit schedules and evidence of 
insurability. 

Recent developments in Group life in- 
surance plans covering members of pro- 
fessional associations and similar Groups 
were reported by several members. R. 
C. Tookey, Lincoln National, in describ- 
ing the requirements which his company 
has adopted for such Groups, noted that 
the persistency of their business has 
been good. R. J. Learson, Mutual Life, 
discussed underwriting tests which are 
being used to control the insurabilitv of 
professional groups. J. W. Moran, New 
York Life, commented upon the results 
of analytical study which was made to 
indicate what level of enrollment would 
be required theoretically, to produce a 
predetermined loss ratio. He also noted 
that a higher level of contingency funds 
may be required to provide for conver- 
sion rights. 

The discussion on pension plans was 
highlighted by reports that several com- 
panies have reduced their rates for 
Group annuity contracts. These changes 
result mainly from the special treat- 
ment given to reserves for qualified pen- 
sion plans under the new Federal In- 
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come Tax Law for life insurance com- 
panies, and the higher investment earn- 
ings now anticipated by the companies. 
L. R. Martin, Jr. Aetna Life; B. H. 
Hazelhurst, Pacific Mutual; William 
Schmidt, MONY; and H. Blagden, Pru- 
dential, described the new rate bases 
adopted by their companies. All in- 
corporate higher interest assumptions 
and more up-to-date mortality assump- 
mS. Rudd, London Life, noting that 
these new rate bases involve higher 
“select” interest assumptions for early 


' years, reported that his company had 


been using such a rate basis for the past 


| several years. 


Ray Peterson, Equitable, pointed out 
that the status of certain reserves «> 
deposit administration contracts with 
limited guarantees, as to possible tax 
abatement under the new tax law, re- 


' mains uncertain. 


Manton Eddy, Connecticut General, 
commented on the opportunity to invest 
pension funds more extensively in com- 
mon stocks created by the new Con- 


| necticut statute permitting life insur- 


ance companies to maintain segregated 
pension accounts. ; 
E. D. Brown, Consulting Actuary, and 


' Frederick Sloat, G. G. Terriberry Co., 


described recently developed pension 


' plans which include equity annuity fea- 


tures. Mr. Brown highlighted the fact 


| that the percentage of employes electing 
' to participate in the equity annuity fea- 
tures of the Wisconsin state employes’ 


plans has varied from 11% to 46%. K. 


| H. Ross, Higgins & Co., described the 


14% per year automatic increase in 
pensions built into a new plan for the 


_ Chicago Teachers Retirement System. 


Mr. Peterson noted that equity an- 


_ nuity plans usually include a guarantee 


by the employer as to minimum pensions 


' payable, and suggested that these min- 


imum benefits should be insured. 

Meyer Melnikoff, Prudential, de- 
scribed a recently developed pension 
plan in which a union-management dis- 


_ pute was resovled by providing that 


employe contributions will be appiied 
to fund an equity annuity and employer 
contributions will be used to fund a cost 


of living annuity. 


Individual Accident & Sickness 


Insurance 


The session on Individual Accident’ & 


Sickness Insurance was conducted by 


J. E. Taylor, National Life & Accident. 
C. D. Williams, LIAA, reported on 
the growth of voluntary health insurance 
since 1948. J. S. Thompson, Jr., New 


| York Life and H. B. Moulton, Aetna 


Life, outlined changes in their company 
coverages that have been introduced 
recently, 

H. J. Stark, Metropolitan, emphasized 
the need for pro-rating of benefits, par- 
ticularly on medical expense insurance. 

C. L. ‘Strom, Continental Assurance, 


| Stated his company’s procedure of ex- 


tending insurance to the older age group 
has proved economically feasible. 
Speaking on the development of mor- 
bidity statistics, J. H. Smith, Equitable 
Society, reported on progress made to 
date by the joint committee on such 
statistics of the Society of Actuaries 
and the Health Ins. Assn. of America. 
J Miller, Springfield-Monarch 
Cos, spoke of some of the difficulties 
met with in using existing statistics. 
Lack of homogenuity of data is one of 
the major problems in developing new 
Statistics according to J. S. Thompson, 
Jr, New York Life. W. R. Mullens, 
Business Men’s, indicated the need for 
caution in the practical application of 
morbidity statistics. The method used 
v his company to produce statistical 
data was described by A. Singer, 
Prudential, 
Vhen speaking on the uses of health 
Statistics developed from the U. S. Na- 
tional Health Survey, M. Spiegelman, 
“etropolitan, commented that the con- 
cepts of morbidity and disability used 
inthe survey differ from those used for 
iisurance purposes. R. J. Myers, Social 
curity Administration, pointed to the 
las introduced by understatement and 


the fact that only the non-institutional 
population is surveyed as serious limit- 
ations if the survey is used with respect 
to the aged. 

In the discussion of dividends on 
health insurance, I. Rosenthal, Guardian 
Life, stated that dividend projections can 
play a major role in the sales approach 
and expressed the view that the pension 
fund approach was a desirable means of 
checking such projections. A. A. Bing- 
ham, MONY, advocated that dividends 
should be expressed as a percentage of 
premium as did Mr. Rosenthal. 

J. A. Singer, Prudential, spoke on the 
subject of grading A. & S. premiums 


by size of policy. He stated that this is 
appropriate for hospital and surgical 
coverage where the basic morbidity cost 
per unit varies little by size, except for 
miscellaneous hospital expense where it 
diminishes, and where per policy expense 
is constant by size. He did not think, 
however, that grading is suitable for 
disability coverage because of higher 
underwriting expense on larger amounts 
and the greater morbidity cost by 
amount than by number. 


Major Medical 


There was extensive discussion of a 
number of aspects of individual and 


family major medical insurance. R. P. 
Coates, Equitable Society, dealing with 
the difficulty of increasing sales, spoke 
of the problem of education of indi- 
viduals as to the need for and desir- 
ability of the coverage. J. Angle, 
Woodmens Life & Accident, added that 
there is an unwillingness to accept rela- 
tively high deductible amounts and the 
co-sharing of losses. 

In commenting on volume of Major 
Medical Sales with deductible of $100 
or less, Mr. Coates stated, about 45% 
his company’s policies carry a $100 de- 
ductible. 
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.E. P. Barnhart, Allstate, added that 
policies with these lower deductibles of- 
fered the best opportunity for increased 
sales of major medical. 

Turning to claims experience Mr. 
Coates observed it was not entirely fa- 
vorable and that it became increasingly 
less favorable as the deductible reduced. 

J. C. Angle, Woodmens, stated his 
company found evidence of continued 
inflation of hospital claims and offered it 
as an indication of one of the under- 
writing problems in Major Medical In- 
surance. 

Mr. Coates said, however, that the 
disadvantages are outweighed by ad- 
vantages, such as the gearing of bene- 
fits in coverage of mental illness, J. A. 
Singer, Prudential, said that while a 
complete exclusion was contrary to the 
basic idea of Major Medical, it was de- 
sirable to pay benefits for mental illness, 
only during hospital confinement. 

Mr. Stark of Metropolitan, agreed and 
added that the answer might be a higher 
co-insurance factor for the policyholder. 

Mr. Singer stated the underwriting 
problems with Major Medical center 
upon coverage existing at time of appli- 
cations, establishment of the applicant’s 
income bracket and failure to admit 
health history. As to the sources of 
claim difficulties he cited unreasonably 
high medical fees, calculations of the 
benefit amounts, the higher claim re- 
jections rates because of overlapping the 
deductible benefits such as _ private 
nursing. 

J. W. Huntley, Travelers, said the de- 
ductible should be graded by income at 
time of claim because of the higher 
charges incurred by those in the higher 
income brackets. He said such grading 
provides the same amount of claim dol- 
lars for a given claim in each of the 
various earnings brackets. 


Panel Discussion: Social Security 


A panel discussion on Social Security 
brought out both criticism of the system 
and also support for several aspects. 
The panel was moderated by Arthur 
Pedoe. The participants included: L. E. 
Coward, William M. Mercer, Ltd.; R. J. 
Myers, Social Security Administration, 
W. R. Williamson, and Leonard Lesser, 
director, Social Security Activities, In- 
dustrial Union Department, AFL-CIO. 
_Mr. Lesser presented the labor union 
viewpoint of Social Security with par- 
ticular reference to the problem of 
health care for the aged. He felt that 
the extension of the Social Security 
system to cover this health care was the 
most practical way for spreading the 
cost over the whole working population. 
Mr. Myers referred to the basic pur- 
pose of OASDI as providing subsistence 
level protection against long-range risks 
of a catastrophic nature. He surveyed 
present attitudes of the public and Con- 
gress and discussed pending proposals. 
Mr. Coward said that the United States 
Social Security system was not suitable 
for Canada. He praised the present 
Canadian system and mentioned dangers 
to be avoided if a contributory feature 
were to be added. Mr. Williamson in- 
dicated a preference for the Canadian 
system of social budgeting. He expressed 
concern over the growing costs of the 
United States Social Security system. 

In a discussion following the panel, ( 
M. Eddy, Connecticut General, men- 
tioned the Forand Bill currently being 
considered by Congress. He noted the 
rapid progress of private plans in pro- 
viding health insurance coverage and 
urged that private plans be allowed to 
continue providing this coverage. 

J. H. Miller, Springfield-Monarch Cos., 
pointed out the challenge to private med- 
ical insurance prgrams which has been 
presented by the Forand Bill and warned 
against its extension to the working 
population as well as the aged. 

C. B. Watson, Canada Life, spoke of 
the current ‘Canadian hospital plan. He 
urged that the role of a governmental 
medical plan be restricted to cover 
catastrophic circumstances and not the 
normally anticipated medical expenses. 
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Chicago Group Men 
Norbert W. Schurhoff and Robert J. 
Heerdt, both of Chicago, have joined 


Mutual Of New York’s local Group of- Consulting Aesiiies 
fice as Group and pension specialist and uarte 


assistant specialist, respectively, Albert 
E. Wayne, Group manager, announced. INDIANAPOLIS OMAHA i W 
Mr. Schurhoff has been a Group spe- ie 


HAIGHT, DAVIS & HAIGHT, Inc. 






































DEAN E. cialist for Continental Assurance since 
1954. He attended Marquette University O'TOOLE ASSOCIATES Hom 
General American Life has announced and is a graduate of University of Wis- incorporated nounceé 
the appointment of Dean E. Williams to — Stecrdt has been in MONY’s Management Conentiants to a 
the position of associate Group actuary. Group claims office in Chicago since Insurance Companies ted 
Mr. Williams is a graduate of Drake 1955. Prior to joining MONY he had Pe ni manag 
University and an associate of the So- been in Group claims administration with QUEENS pape i. so | ager o 
er . ae ties eince, 1055. he thas Continental Casualty for two years. He ’ velopm 
ee ee eee «is a graduate of Calvin College in Mich- “lig 
been associated with Pan American Life igan. HEAR JAMES F. OATES, JR. : \ 
and for five years before that was with ; ; roac | 
New York Life. Equitable Society President_ Discusses | nary Sz 
Mr. Williams will serve as manager FRANKLIN NAMES VANNICE a southw 
of General American’s Group actuarial John M. Vannice, of Redmond, Ore., eae Buccs: Fe vaattone of DO busines 
department and will have supervision has been named a general agent for FF ogy oak , “2 ‘ q E the Un 
. i aN earn Ta. Rail mies ras with table Life Assurance Society, thas called § 
over it and the Group insurance admin- Franklin Life. He formerly was Sor femovdl of ibe Satbeeat ecLAEanE cieiful 
intention: Repartnent. tials long-term government bonds as a major} trict m 
step toward blocking inflation. Mr| headed 
Oates discussed the problems of govern-|— Dallas. 
ment financing in a recent address be-|— Tolleso: 
° ° ° fore the Cleveland Rotary Club. "as vice 
S ecialists nN j lealt Insurance He declared: “Despite the recent dra |) velopme 
matic success of the 5% four-year-and-|> In his 
ten-months government notes, the prob-| assist i: 
SMALL GROUPS lems of the Treasury persist. Still more) manage 
funding is required to meet seasona] pany’s 
VIDUAL AND FAMILY deficits; and a huge amount, of shortf) gram. | 
INDI term debt will need refinancing in the} a field 
months ahead.” White | 
HOSPITAL - MEDICAL - SURGICAL Mr. Oates noted that in the past year} ful expe 
the Treasury has had considerable suc-[ named | 
LOSS OF TIME cess in selling short-term securities t0 
business corporations, een wanted tof 
ut surplus cash to work. 
r He said: “When the steel strike i} Aetna 
GUARANTEED RENEWABLE settled and business expansion continues 
as expected, these same corporations Wi! f 
"MAJOR" COVERAGE need their money again to expand inf Appoi 
ventories and go forward with he Aetna I 
« layed capital expenditure programs. Ihey; meeting 
OVER-AGE PLANS will tai needed funds in part by let: F Name 
¢ ting their governments mature as wel division, 
Complete Local Service ts by incresced borrowings W. Gra 
“Following the disappearance of the) - eal H. 
corporation market, the principal buyer : Mr. Ci 
of government securities will be the) and has 
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purchases. The money supply will there § eae 
by increase and supply the base for 1— Sl ( 
eventual resumption of price rises. bn owing 

“Thus,” said Mr. Oates, “does an oul & ury Co 
moded and arbitary interest ceiling force = san A 
government financing at the very tim) shag ulu 
when the inflationary potential of that E ey “ees 
financing is apt to be the greater : ; ete 

At present, the maximum rate at wil! © tieice 194 


the Treasury is allowed to borrow @ P 














bonds due after five years is 4%4%. ~ ai 
Mr. Oates summarized the Equitable Song 
investments in homes, commercial built F ic to 
ings and corporations in the Clevelan B divisi ser 
area and Ohio. He said that the Sog ge 
ciety has invested $243 million in corpor F Yale U : 
atiors which either have headquarte"— 19-5 “a 
or significant manufacturing or distribu: allbdieiis tr 
tion operations in (Cleveland. | st Galeine: 
For the entire state, he said, Equt sing Sea 
able’s investment ‘in corporations tot# Metin 
$1,195,000,000. oi 
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| Houston Agency Manager 
for Home Life of N. Y. 











WILLIAM N. TOLLESON, JR. 


bE 
= ff Home Life of New York, has an- 
S - nounced the appointment of William \N. 
] Tolleson, Jr., as manager of its Houston 
F agency. 
manager, has been named associate man- 
E ager of the company’s management de- 


Albert F. Brady, the former 
velopment division in Newark. 
R 





| Mr. Tolleson brings to his new post a 


- broad background in Group and Ordi- 
' nary sales and sales management in the 


usses ‘ : 
sing | southwest. He started in the insurance 

_ | business directly after graduation from 
Equi- | the University of Oklahoma. After suc- 
called § ‘ ~ 
12 one cessful field experience, he rose to dis- 
major} trict manager in Tyler, Texas, and later 


Mr} headed his own agencies in Houston and 


yvern-} Dallas. Prior to joining Home Life, Mr. 
s be-|) Tolleson served his previous company 
as vice president in charge of agency de- 
t dra-| velopment in the Southwest. 
--and-| ‘In his new assignment, Mr. Brady will 
prob-} assist in the recruiting and training of 
more}. management candidates under the com- 
usonal|. pany’s management development pro- 
short-} gram. He joined Home Life in 1956 as 
n the} a field underwriter in the company’s 
White Plains agency and, after success- 
t year}. ful experience as assistant manager, was 
> suc-f named manager in 1958. 
les {0 a 
ed to 





> Aetna Life Names Four 
Group Division Officers 


Appointment of four new officers at 
_ Aetna Life was announced following a 
‘f— meeting of directors. 
' ‘Named assistant secretaries, Group 
ell | division, were: Timothy F. Curtin, David 
' W. Grant, Laurence B. Huston Jr., and 
Neal H. O’Connell. 
- Mr. Curtin joined the company in 1936 
- and has been with the Group annuity 
i) department and the Group division, 
i) Where he has been serving as a contract 
-— consultant. 
| Mr. Grant came with Aetna Life 
' following his graduation from Middle- 
© bury College in 1949. After serving as 
| Manager of the Group department at 
| Honolulu, he came to the home office 
ti five years ago and has been assistant 
» Superintendent in the Group division. 

) Mr. Huston has been with the company 
i Since 1949, when he was graduated from 
%, | *tinceton University. After ‘field ex- 
sf) Perience in Philadelphia, he was trans- 
 lerred to the home office in 1958 and has 
; been. serving as superintendent, Group 
> division, 

' Mr. O'Connell was graduated from 
- Yale University and joined Aetna Life in 













rter 

a 30. As a member of the Group general 
. administration department, he has been 

Zquit fF CMcerned with electronic data proces- 

totasp. SS programs and has been serving as 


supervisor of the Group control depart- 
| ment. 





Republic National Names 
Corpus Christi Manager 


Franklin W. Wilson has been named 
branch manager in Corpus Christi, 
Texas, by Republic National Life, ac- 
cording to Howard 'W. Channell, assist- 
ant vice president and director of branch 
office agencies. 

A native of Iowa, Mr. Wilson attended 
public schools in Webster City, Iowa, 
and was later graduated from the Univer- 
sity of Minnesota. He then entered the 


Air ‘Force and received his discharge 
after 16 years of service with the rank 
of colonel, a position he currently holds 
in the Air Force Reserves. 

Mr. Wilson first became associated 
with the life insurance industry in per- 
sonal production following his discharge 
from the service, and soon distinguished 
himself by becoming a_ million-dollar 
producer. Later, he was promoted into 
supervisory and management capacities, 
with two Southern life insurance com- 
panies, first as agency manager, and then 
director of agencies where he gained 
experience in the field of sales man- 
agement. 


Hancock Names M. J. Gada 


Announcement has been made of the 
appointment of Mario J. Gada to super- 
visor of field training in the Connecticut 
and Long Island district agency region 
of the John Hancock. 

Associated with the company since 
1944, Mr. Gada joined the John Han- 
cock as an agent. Since April 1957 he 
has been serving as assistant district 
manager in the Hartford East district. 
He has been a consistent leader in Pres- 
ident’s Club competition, having qualified 
for membership eight times. 








The 
Young 


Surveyor 


In his early life George Washington 
showed an aptitude and love for 
mathematics which later proved 
invaluable to him. In 1748 at the age of 
16 he surveyed the land holdings of 
Lord Fairfax in the Shenandoah Valley 
and Blue Ridge Mountain areas 

of Virginia. 
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TWO INSURANCE SEARCHLIGHTS 

At hearings this week in the [Illinois 
Insurance Department's Chicago offices 
conducted by a subcommittee of National 
Association of Insurance Commissioners, 
the insurance rate structure of the na- 
tion is being analyzed, assayed and be- 
ing given the most comprehensive airing 
which it has ever had. 

At a convention last week in Montreal 
of the Life Insurance Agency Manage- 
ment Association with the LUTC (Life 
Underwriter Training Council) sitting in 
it was announced that these organiza- 
tions have joined hands in launching a 
survey of public attitude life 
insurance and all of the channels flow- 
ing into and out of the product which 
have a vital interest for consumers: the 
buyers of life insurance. 


towards 


State Insurance Depart- 
ments, insurance companies and _ their 
representatives expect to learn exactly 
what is the situation relating to two of 
the outstanding and most perplexing and 
baffling situations confronting the insur- 
ance business. 


Summarized, 


The rating problem, with special em- 
phasis on fire, casualty and automobile 
insurance, is a mishmash. Each state 
makes individual rulings on rate matters, 
hearings are frequently held to consider 
whether rates are too high or not high 
enough, millions of policyholders are dis- 
satisfied, the Departments are perplexed, 
critics have a field day in the news- 
papers; the relations between the com- 
panies and the Department are not al- 
ways happy in fire and casualty insur- 
ance. It is imperative that something 
must be done to straighten out this mess, 
but what? If nothing else materializes 
the hearings emphasize that states rep- 
resenting the entire body of the Com- 
missioners are giving an airing which 
may lead to clarified and much needed 
co-ordinated action. 


In life insurance merchandising there 
is a growing curiosity as to whether that 
industry is following paths leading to 
consumer satisfaction. Obviously, such a 
result can only be achieved if the in- 
dustry understands exactly what the 
public wants, what is the source of any 


of its dissatisfaction; whether the policy- 
holders are worried and if so why and 
in what regard. Does the public feel it 
is buying or has bought the contract 
which is best for it in the long run? 
Has a smaller outlay at the start in pre- 
mium payments been preferable to a 
contract which will build substantial 
savings in cash values? Does the policy- 
holder really want to cut down on the 
future protective aspect of his life in- 
surance? What is his attitude towards 
investment in mutual funds? How does 
he feel inflation will affect him? 

In the contemplated 4,000 interviews 
with the public conducted by a profes- 
sional fact-finding organization of repute 
and experience at least some valuable in- 
formation about life insurance merchan- 
dising will be forthcoming. 

No matter what is revealed in the rate 
and the merchandising situations the 
public will be benefited and the insur- 
ance companies and the Departments 
will at least come up with some worth- 
while answers. 





John J. Collins, who heads his own 
agency in Glens Falls, N. Y., was elected 
supervisor on the Democratic ticket on 
November 3. He has been active in 
Democratic circles since 1942. 


* * * 


Bernhard E. Marsian, secretary of the 
Springfield Fire & Marine, has been 
appointed to the home office staff. His 
duties will be in property underwriting. 
Born in Springfield, Mass. Mr. Marsian 
attended Technical High School and the 
Massachusetts Maritime Academy. His 
entire business career has been with the 
Springfield which he joined in 1924. After 
serving in various underwriting capac- 
ities and for a time as director of per- 
sonnel he was elected assistant secretary 
in 1953 and secretary in 1955. More re- 
cently he has been head of the eastern 
departmental office’s administrative serv- 
ices division, 

es ee 


Bertram M. Wilde, president of Jan- 
ney, Dulles & Battles, Inc., Philadelphia 
investment banking firm, has been nom- 
inated for membership on the board of 
directors of Lutheran Brotherhood, large 
fraternal life insurance society with 
headquarters in Minneapolis. He re- 
places Federal Judge Luther Youngdahl 
who withdrew as a nominee on the 
ground that his election might be incon- 
sistent with his judicial position. 


S. Alberta Stutsman, assistant adver- 
tising manager for Massachusetts Mu- 
tual Life, has been filling an ever-in- 
creasing "number of speaking engage- 
ments since her summer trip to Africa 
as the leader of an 18-member party 
which visited Africa’s Tanganyika Terri- 
tory. A member of the Appalachian 
Mountain Club, Miss Stutsman was 
asked to lead the club’s first African 
safari, an expedition into Kenya and 
Tanganyika, and a climb up Mount Kili- 
manjaro. Requests for her story of the 
people she met and photographed, and 
the animals she captured on film have 
come from many places in New England 


and from as far away as Michigan. In 
1955 Miss Stutsman visited Norway, 
Denmark and Sweden. 

i ae 


Robert J. Sueck, assistant treasurer of 
Hardware Mutuals and of Sentry Life 
Insurance ‘Co., Stevens Point, Wis., has 
been elected treasurer of the companies. 
Mr. Sueck attended school in Sheboygan 
Falls, Wis., and was graduated from St. 
Louis University. Prior to going with 
Hardware in 1953, he was employed for 
five years by Boatmans National Bank 


in St. Louis. 
* * 


George T. Kinniry, assistant manager 
of the New Orleans, office is transferred 
to Boston, as assistant manager of Aetna 
Insurance Co. for the eastern Massa- 
chusetts and Rhode Island territory. 
Mr. Kinniry is a native of Connecticut, 
a graduate of Princeton University, and 
spent two years in the armed services. 
He attended the field school of another 
company and worked with that company 
as special agent in Detroit and Syracuse, 
later becoming associated with an insur- 
ance agency in Connecticut. Mr. Kin- 
niry joined the Aetna in 1949 as special 
agent in Albany, N. Y., and in 1952 was 
made casualty field manager of the Buf- 
falo, N. Y., territory. He was promoted 
to assistant manager and transferred to 
Louisiana in 1956. 


* * * 


Hugh A. Doyle, prominent New Ro- 
chelle, N. Y., insurance and real estate 
man, has been promoted to Commander 
in the U. S. Coast Guard Reserve. Com- 
mander Doyle, who is the commanding 
officer of the USCG Reserve Training 
Unit, ORTUPS 03-408 of New Rochelle, 
began his Coast Guard Reserve career 
in World War II when he was appointed 
lieutenant (JG) in April 1943 and was 
assigned to the USCG Receiving Station 
at Ellis Island. He served as Military 
Morale Officer from 1943 to 1946 and 
became lieutenant in 1944. In 1952 he 
was promoted to lieutenant commander. 
Commander Doyle is a member of the 
New York State Youth Commission as 
well as the New Rochelle Recreation 
Commission and Waterfront Advisory 
Committee of New ‘Rochelle. He is a 
past state deputy of the Knights of Co- 


lumbus. 
* * * 


Harry J. McCallion, associate general 
counsel of New York Life, was a dele- 
gate of the New York State Bar Associ- 
ition to a recent three-day conference of 
the Federal Judges of the Second Judi- 
cial Circuit. Judges from New York, 
Connecticut, and Vermont met at the 
Equinox House in Manchester, Vt. to 
discuss various legal and administrative 
problems relating to the operation of 
the Federal Court System. 


* * * 


Francis E. Curran of Chase Manhat- 
tan Bank has been promoted to vice 
president in the personal trust and es- 
tates division of the trust department. 
Charles L. Johnson and George W. Rom- 
mel have been named pension trust 
officers. 
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FORREST H. WITMEYER 


Forrest H. Witmeyer, president of the f 


Excelsior Insurance Company of New 
York, Syracuse, was elected a director 


of the State School Boards Association) 
at the annual convention of this group) 
held in Syracuse. Mr. Witmeyer is pres- | 
ident of the Syracuse Board of Educa-f 


tion, and active in other civic affairs. He 


has been a member of the Board of Edu- 5 


cation there for more than five years. 
x oo 


Francis J. McNiff has been appointed| 
claim department associate manager at 
the New York office of Aetna Casualty 
& Surety. Mr. McNiff, who joined the 
company at New York in 1934, served 
as foreign claim supervisor there ani 
superintendent of claims at Providence, 


I., before being named assistant man- 


ager of the New York claim depart- 


ment in 1957. 
* * x 


Norris C. Flanagin, president of Lun- 
bermens Mutual Casualty and American 
Motorists Insurance Co. has been re-f 
elected to a two-year term as a director 
of the Illinois State Chamber of Con- 
merce. He also has been elected to2 
three-year term as a director of the 
American Management Association. Mr. 
Flanagin recently observed his 25th an- 
niversary as a member of the Kemper 
Insurance organization. He is also if 
director of American Motorists, the Bank 
of Chicago, Colonial Insurance Co. ani 
Federal Mutual. Last spring he wa} 
named to serve on the fire and casualty) 
board of the Ohio Insurance Department) 
advisory committee. Mr. Flanagin 1 
chairman of the Chicago area insurance 
section campaign for the current 193 
Community Fund-Red Cross joint aj- 


peal. 
i oe 


Kenneth R. Thompson, production d- 


iis 





rector in the credit life division of Amer | 
ican Bankers Life of Miami, Fla, a7 
tended the three day annual meeting "—7 
New York City recently of the Amer 
ican Finance ag eg held at they 
Waldorf-Astoria Hotel. . Thompso, 
who has been with Siathen Bankers 
since September, 1958, was an active fig- 
ure in the New York A. & H. marke! 
for 15 years prior to that time. 


mre een seam 


* * * 


William F. Probst has joined the staf 
of the Nelson Agency, Inc., insurantt 
underwriters of Williston Park, Long | 
Island, N. Y., as vice president in chargt 
of insurance production. Mr. Probst a i 
to this Long Island agency with a back 
ground of seven years’ experience. 
is also familiar with the mutual fun 
and life insurance field. 
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London Career Conference 


A conference on insurance as a career 
for boys was held in London on October 


22. Organized by Chartered Insurance 
Institute it was attended by headmasters, 


career masters and youth employment 
oficers from several parts of England. 
The aim of the conference was not only 
to spread knowledge of the career op- 
portunities in insurance open to those 
leaving school but also to encourage a 
two-way traffic of ideas between insur- 
ance employers and schoolmasters. The 
chairman was J. R. Evans, president 
of Chartered Insurance Institute and 
general manager of the Phoenix Assur- 
ance Co. 

One of the speakers was D. E. Tre- 
goning, general manager of a life com- 
pany. Post Magazine quotes him as say- 
ing: ‘For success in insurance a boy 
needs a high level of common sense, an 
aptitude for absorbing technical knowl- 
edge and ability to get on with peop‘e 
as well as the willingness to take respon- 
sibility when offered.” 

G. Isted, an inspector of a fire insur- 
ance company, said the main advantage 
of an insurance career was the variety 
of openings it offered to the ambitious 
young man, both inside and outside of 
the office. To succeed in the underwrit- 
ing side of the business requires not 
only skill but resourcefulness, too. 


* * * 


An Oscar Prentice Quote 


Sayings of Oscar Prentice, general 
manager of Sea Insurance Co., Liver- 


pool, who died a number of years ago, 
are still being quoted on general topics, 
as he was regarded as a wise philosopher 
and keen student of men. 

An extensive traveler, as much at home 
in Singapore as in New York City where 
he stopped at the Hotel Plaza, he had a 
dislike for American music shows but 
thought many other aspects of the city 
both interesting and fascinating. 

On a trip around the globe Mr. and 
Mrs. Prentice were accompanied by 
their son, then 10 years old. When the 
writer called at the Plaza to go with 
them to dinner this lad was found 
Stretched on a bed reading Robert Louis 
Stevenson’s “Treasure Island.” 

Oscar’s explanation: “I am feeding him 
fascinating books about the ocean and 
the islands in it because I want him to 
hecome a marine insurance man and he 
will catch the lure.” 

In the October issue of The Post 

agazine a writer, offering an article 
on the making of managers quotes Pren- 
tice as saying in a talk on “The Road 
to Management” delivered before the 
London Institute of which he was then 
President : 

“The stepping stones to advancement 
are laid in the first five years of a young 
man’s career, 

0 come under special notice the as- 
Pirant managerial dignity must be cheer- 
ful and willing, delighted to take on any 
task, smart and keen in appearance and 




















movement, reliable in word and work; 
he should improve the quality and the 
quantity of his work, his knowledge and 
energy, and cultivate stability.” It was all 
very much in the style of Samuel Smiles. 
How often, I wonder, is his book “Self 
Help” read to-day? Mr. Prentice also 
placed a high value upon practical knowl- 
edge of another language, upon clarity 
and facility of speech, upon friendliness 
and tact, modesty and accessibility, 
probity and punctiliousness in fulfilment 


of obligations. 
* * 


Calder P. Sinclair Dies 


Calder P. Sinclair, associated with the 
agency of Starkweather & Shepley, New 
York City, for 11 years as a salesman of 
insurance in all divisions of the business, 
died in Caledonian Hospital, Brooklyn, 
November 15. This hospital had been 
founded by his late father, Donald G. C. 
Sinclair, for many years a manager of 
Metropolitan Life in Brooklyn, the cur- 
rent president of the hospital being a son 
of the founder, Calder P., a member of 
University of Pennsylvania Club of 
Northern New Jersey, lived in Maple- 
wood. 

a ae 


Casper on “Dinner Circuit” 


Tom Casper, publisher of The Spec- 
tator, insurance magazine, is becoming 
a speaking attraction at luncheons and 
dinners. His talks are based on observa- 
tions made at dinners and luncheons he 
has attended, the number of which he has 
lost count. 

“In Philadelphia we don’t gather as 
often as they do in New York City 
around the banquet or luncheon table,” 
he comments, “but we have a lot of those 
affairs. I go to so many that I don’t 
care if I ever see a plate of chicken 
again.” 

The affairs which have most impressed 
him as a dinner guest and on which he 
bases his talks were those to Premier 
Khrushchev of Russia, held in New 
York and to Ambassedor to Washine- 
ton Chogta of India. The Casper talks 
wind up with a stirring argument for 
free ent erprise. One reason he is appear- 
ing as a public speaker is that Thomas 
J. V. Cullen, editor of the Spectator, 
never climbs on a rostrum. Among or- 
ganizations addressed by Mr. Casper are 
The Lions and The Exchange Club, and 
the Gordon Miller Agency of Massachu- 
setts Mutual Life. 

The Spectator is a link in the Chilton 
organization which consists of 17 trade 
papers most successful being The Iron 
Age. It also publishes books of interest 
to business people. The Spectator has 
published insurance books with 15 titles 
in all. 

While a student at Villanova, a 
Pennsylvania college, Tom Casper was 
on football team playing a guard. Later, 
he became a coach at that coliege. For 
five years he was in the Navy, saw 
service in Pacific theatre and elsewhere 
and got the rank of lieutenant com- 
mander. Upon leaving the Navy he 
joined the Chilton organization. 
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LELAND W. CUTLER 
From Phote Taken in 1946 








Leland W. Cutler, a San Francisco 
Great 

Few insurance executives have made 
so deep and favorable impression on his 
own community as did Leland W. Cutler 
of San Francisco who died on November 
14 of a heart attack at the age of 75. For 
years he had been vice president of the 
Fidelity & Deposit Co. of Baltimore and 
of American Bonding Co., an affiliate in 
that city. 

Educated at Leland Stanford Jr. Uni- 
versity with an A.B. Degree he held 
many posts of stature in San Francisco. 
One was the presidency of the 1939 
Golden Gate International Exposition 
celebrating the completion of the Golden 
Gate and San F rancisco- Oakland bridges. 
Probably no city in the world can offer 
a more stunning scenic view than the 
Bay affords. 

Some other posts held by Mr. Cutler 
over the years: president of World 
Trade Center; trustee of Stanford 
which post he occupied for 35 years; 
president for three terms of San Fran- 
cisco Chamber of Commerce; member of 
the advisory council of San Francisco- 
Oakland Bay Bridge. That’s just a few. 

I called on Leland Cutler in San Fran- 
cisco under circumstances which could 
not well have been more fortuitous. 
His secretary told me that he was tele- 
phoning but to go into his office just 
the same. The situation was this: San 
Francisco business men wanted to have 
an exposition on an island in the bay 
financed by the Government. Cutler had 
been telephoning Washington asking for 
aid to make the project possible. 

The Government was cold to the 
proposition; couldn’t see why Uncle Sam 
should advance all that money for what 
it regarded as strictly an entertainment 
and public relations project. 


“Why should this be a government 
obligation?” the comptroller of the Cur- 
rency asked Cutler. An idea flashed 


through his mind. 

“After the exposition closes the island 
can be used as an airport,” he said. 

That turned the trick. I arrived in his 
office just as the comptroller told him 
that San Francisco could get the money. 

It was thus a very cheerful smile Cut- 
ler beamed as he turned to greet me 
with a “Welcome to our city.” The 
island did not become an airport. 

Cutler was a member of one special 
committee in San Francisco which did 
not score a victory. It was the attempt 
to have the Bay section made home of 
the United Nations. 

As an insurance manager Cutler was 
a star. He was regarded as one of the 
ablest insurance vice presidents in the 
country, and an extraordinary business 
getter. 


Buys for More, Sells for Less 
Government competition has caused 
number of spot cotton dealers to go out 

oO. «ae co.con business. 

A feature of the farm subsidy pro- 
gram, often overlooked because of the 
tendency to concentrate on how it affects 
taxpayers and farmers, is that it pro- 
duces a ruinous form of ig aes Fe 
competition in business, says W. L. Clay- 
ton of Anderson, Clayton & hg one of 
leading outfits in the cotton business. 
Writing to Washington Report, pub- 
lished by the United States Chamber of 
Commerce, he gave a description of what 
this Government competition means. 
For instance, the Government now buys 
the bulk of the crop and offers it for re- 
sale at several cents per pound less than 


it pays for it. 
eal. 


Makes Safes for Century 


Diebold, Inc., manufacturers of safes 
and _ vaults, is a century old. Chief 
executive Officer is Raymond Koontz. 


The largest vault it has installed was in 
the First National Bank of Detroit. In 
1939 the company put in for New Eng- 
land Life, Boston what it says is the firs: 
waterproof vault. 

* *k x 


Farm Bureau Companies 

Iowa Farm Bureau Federation author- 
ized the establishment of Farm Bureau 
Mutual Insurance Co. (then known as 
Iowa Farm Mutual Insurance Co.) in 
1939 for the purpose of providing cas- 
ualty insurance coverage to fit the needs 
of its members. In February, 1948 the 
Iowa Mutual Hail Insurance Co. was 
similarly established for the purpose of 
offering crop hail coverage to Farm 
Bureau members. The fire insurance 
line was added to the portfolio of this 
second company in 1953. The Iowa Mu- 
tual Hail Insurance Co. was reinsured hy 
the Farm Bureau Mutual Insurance Co. 
on January 1, 1957, creating a multiple 
line company. 

Realizing the important part that life 
insurance plays in the financial stability 
of farm people, the Farm Bureau Life 
Insurance Co. (formerly known as the 
Iowa Life Insurance Co.) was established 
in 1945. 

Some facts about Farm Burcau In- 
surance Services follow. Farm Bureau 
Mutual Insurance Co, now operates in 
Towa and Minnesota and in 1958 wrote 
$10,776,842 of automobile premium, $1- 
715,408 of other casus ilty premium, 
$809,616 of fire premium and $1,806.403 
of crop hail premium. Farm Bureau Life 
Insurance Co. operates in Iowa, Neb- 
raska and Minnesota, has $425 million of 
life insurance in force and will issue 
in excess of $100 million of new busi- 
ness this year. 
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Home Elects Washburn 
Vice Pres. for Losses 

ELY NOW IN EXECUTIVE DEPT. 

Tarter Secretary at Home Office; 


Seaman Ass’t Sec’y at Home Office; 
C. Harry Smith on Leave 





Following a meeting of directors of 
The Home Insurance Company, Kenneth 
E. Black, president, announced the fol- 
lowing changes and elections in the com- 
pany’s official staff: 

John H. Washburn, assistant vice 

president in the Western department, 
has been elected a vice president and 
secretary of the company in charge of 
and claim operations of The 
Home and it’s casualty affiliate, The 
Home Indemnity. Mr. Washburn suc- 
ceeds Edwin H. Ely, vice president and 
secretary, formerly in charge of the 
company’s Department, who has 
been transferred to the executive de- 
partment to head a new loss and claim 
auditing division, serving directly under 
the supervision of the president. 

Curtis B. Tarter, manager for The 
Home in Kentucky, has been elected a 
secretary of the company and _ trans- 
ferred to the home office where he will 
be in Charge of all fire and allied lines 
loss operations, under the supervision 
of Vice President Washburn. Burton 
f rok ale secretary in charge of the 
Home Indemnity’s nationwide claims op- 
erations, will continue in that capacity 
under the supervision of Vice President 
Washburn. 

Seaman and Black 

Fred L. Seaman, manager in charge 
of The Home’s Louisiana operations, has 
been elected an assistant secretary and 
transferred to the Southern department 
at the home office where he will serve 
under supervision of Vice President 
Robert Rushin. Alfred A. Wolff, man- 
ager of The Home’s Boston office, has 
been elected an assistant secretary and 
transferred to the home office Eastern 
department under the supervision of 
Vice President Herman. 

Mr. Black also announced that C-. 
Harry Smith, vice president and secre- 
tary, has been granted a medical leave 
of absence from the company, effective 
immediately. 

Ely and Washburn 

Mr. Ely joined The Home in 1920. 
After serving in various positions in the 
loss department, he was elected in 1954 
‘vice president and —— iry in charge 
of company loss and claim operations. 


all loss 


loss 


Mr. Washburn was employed by The 
Home in 1934. Later serving as a field- 
man, underwriter and officer in charge 


of company personnel, he was elected as 
assistant vice president in 1952. 
Tarter and Johnson 


Mr. Tarter joined The Home’s Chicago 
office in 1934 as a special agent. Later 
transferred to the Louisiana office of 
the company as a state agent for the 
farm department, Mr. Tarter was ap- 
pointed recording state agent at that 
office in 1951 and was made manager 
for Kentucky in 1955, 


Mr. Johnson joined the Home Indem- 
nity as a loss claim superintendent in 
1950. After serving in Dallas and later 
in Chicago as a claim manager, Mr. 
Johnson was elected an assistant secre- 
tary of the company and transferred to 
New York where he was placed in charge 
of The Home Indemnity’s nationwide 
claims operations. He was elected a sec- 
retary of the company in 1959, 

Mr. Seaman was employed by The 
Home in 1944 as a special agent in the 
New Orleans office. He was later trans- 
ferred to Monroe, La., where he subse- 
quently became state agent. In May, 
1954, he was transferred to North Caro- 


Spring field-Monarch 
Gains Are Reported 


UNDERWRITING | LOSS REDUCED 


Loss Ratio Down to 58.6%; Total 
Earning Shows Sharp Increase; 
Combined Premium Volume Up 


A September 30 summary of results 
released to stockholders of the Spring- 
field-Monarch Insurance Companies, 
Springfield, Mass., is highlighted by a 
decided improvement in property and 
casualty results. The statutory under- 
writing loss for property and_ casualty 
insurance operations for the first nine 
months of the year is shown at $637,228. 
This compares with a loss of $2,030,966 
for the similar period in 1958, and 
$1,333,600 for the first six months of this 
year. 

The loss and loss adjustment ratio to 
earned premium was 58.6% this year 
compared to 61.5% in 1958; and the gen- 
eral expense ratio to written premiums 
was 43.7% in 1959 and 43.6% for the same 
period in 1958. 

Total Earnings Higher 

Net investment income (excluding 
Monarch Life Insurance Company) for 
the nine months was $2,404,389 compared 
with $2,343,031 in the same period in 
1958, and total earnings including i invest- 
ment income were $1, 767,161 compared 
with $312,065 for nine months of 1958 

Combined premium volume for all 
companies was $72,593,959—up $3,277,351 
over the similar period for 1958. The in- 
crease for Monarch Life premiums re- 
ceived was $2,447,346. 

Life insurance in force has reached a 
new high of $530,558,001, an increase of 
$36,127,805 for the first nine months of 
1959. Health and accident premiums in 
force also reached a new high of $23,- 





993,087, a nine months’ increase of 
$1,422,416. 
lina as manager and in March, 1958, 


returned to the New Orleans office as 
manager and administrator for Louisiana. 
Alfred A. Wolff 
Mr. Wolff joined the Home in 1936. 
He was transferred to the New Jersey 
field office in 1941 and in 1953 was trans- 
ferred to the Boston office as assistant 
manager. In 1954 Mr. Wolff was ap- 
pointed manager at Boston in charge of 
Massachusetts and Vermont. 


MeVicar Vice President 
Of the Hartford Fire 


BIGHAM V.P. TWO COMPANIES 


McVicar, Vice President of Hartford 
Accident Since 1945, to Head New 
Consolidated Agency Department 


Frank C. McVicar has been elected a 
vice president of the Hartford Fire, and 
Milton R. Bigham of San Francisco 
elected a vice president of both Hart- 
ford Fire and the Hartford Accident and 
Indemnity Company. 

Election of Mr. McVicar, vice pres- 
ident of Hartford Accident since 1945, 
is the first step in the establishment of a 
consolidated agency department which 
he will head. Mr. Bigham, assistant 
manager of the Hartford Fire Group’s 
Pacific department, will assume his 
executive position at the home office 
about February 1, 1960. 


Summary of Careers 


Mr. McVicar, who attended North- 
western University, joined Hartford Ac- 
cident in 1921 as assistant to the manager 
of the bond department at Chicago. In 
1932 he was promoted to assistant man- 
ager of the company’s Western depart- 
ment, and in 1934 was named superin- 
tendent of the home office agency de- 
partment. Mr. McVicar was elected as- 
sistant secretary in 1936, secretary in 
1939 and vice president in 1945. 

Mr. Bigham became associated with 
the Hardford Group at San Francisco 
in 1957. He previously had served as 
assistant vice president and manager of 
the insurance division of the Von 
Hamm-Young Company, Ltd. of Hawaii, 
Hartford representatives in Hawaii for 
more than 50 years. Born and educated 
in California, Mr. Bigham entered insur- 
ance in 1936 and has served in many 
capacities including underwriter, special 
agent, branch manager and broker. He 
is a past president of the Board of 
Underwriters of Hawaii and the Hawaii 
Casualty and Surety Rating Bureau, and 
a member of the governing committee 
of the Hawaii Fire Rating Bureau. 


N. J. Women Meet 


The regular monthly dinner meeting 
of the Insurance Women of New Jersey 
was held on November 19 at the Seven 
Forty-Four Club, Newark. President 
Margaret M. Keegan presided. Dorothy 
Voss, public relations supervisor of the 
New Jersey Bell Telephone Co. gave a 
demonstration with tape on “Your Voice 
Is You.” The monthly business meeting 
followed. 












them get that way. 


at 55 John! 


Fire, Inland & Ocean Marine 
Automobile, Liability 
Compensation, Disability 
Burglary, Glass, Bonds 
Boiler & Machinery, Life 





Are you one of 
the 38% who've 
been moving UP? 


Of the brokers new to the Jaffe office 
5 years ago, 38% have built up volume 
with us to the point where we consider 
them our key producers — and they tell 
us their own overall volume shows the 
same sort of increase. What’ 'S more, 
many of these brokers say we’ve helped 


Mere association with Jaffe Agency 
doesn’t guarantee improved stature, but 
both of us working together can surely 
help the cause along. Let’s talk it over 
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SWIFT WITH NATIONAL BOARD 





Named Assistant General Adjuster; Was _ 


Secretary North British Group; 
Entered Insurance in 1939 


W. D. Swift has been named assistant 7 


general adjuster of the National Board 
of (Fire Underwriters, Lewis A. Vincent, 
general manager of the National Board, 





W. D. SWIFT 


Mr. 


announces. 








Swift goes to the Na- © 
tional Board from the North British and 7 
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Mercantile Group, where he was secre- 
tary. 

Mr. Swift began his fire 
career in 1939 when he 


insurance 


Southeastern departmental office of the | 
After § 


General Adjustment Bureau, Inc. 
his discharge in 1945 as a major in the 
United States Army, 
loss field. 

In 1952 he became a loss supervisor for 
the Hartford Fire Insurance Company 


Group in its Southern department, later F 
being named superintendent of fire and 9 


Mr. Swift is one of the 
Associa- 


allied claims. 
founders of the Southern Loss 


joined the | 


he returned to the : 
































tion. He served as the first secretary ot ; 
the association and was later vice-pres! i= ( 
dent. mvemb 
He is a member of the Loss Executives : 
Association and has been active in the § E 
Adjusters’ Round Table. He is also at F D; 
active member of Blue Goose. rec 
Mr. Swift obtained his education a F off of 
Georgia Institute of Technology and the a ce in 
John Marshall Law School in Atlanta > bie 4 
Ga. At John Marshall he received a! § ont Dec 
LL.B. degree. Mr. Swift is married, and s De 
the Swifts, who have two children, live F a 


in Summit, N. J. 
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Security Makes Offer 
for Stock of Founders 


1 SHARE FOR 3 SHARES BASIS 





Directors of Both Companies Approve 
Offer; P. W. Smith is Elected 
President of the Founders 





E. Clayton Gengras, president of 
Security Insurance Co. of New Haven, 
parent company of the Security-Connec- 
ticut Insurance Group with headquarters 
in New Haven, and Preston Hotchkis, 
vice chairman of Founders’ Insurance Co. 
of Los Angeles, announce that Security 
has made an offer to acquire all out- 
standing stock of Founders’ through an 
exchange of one share of Security com- 
mon stock for each three shares of 
Founders’ common stock. 

Directors of both companies have 
unanimously approved the offer and will 
recommend it to the stockholders of 
their respective companies. Security’s 
offer is conditioned upon its acceptance 
by holders of not less than 80% of total 
outstanding shares of Founders’ and ap- 
proval of the Insurance Departments of 
California and Connecticut. If the ex- 
change offer is accepted, it is the present 
intention o: Security to operate Found- 
ers’ aS a Separate company. 


Smith Named President 


At a special meeting of directors of 
Founders’ P. Warren Smith was elected 
president of Founders’ and a director. 
Mr. Gengras and Joseph D. Sargent 
were also elected directors. Mr. Smith 
is president of The Fire and Casualty 
Insurance Company of Connecticut, a 
Security subsidiary, and a vice president 
and director of Security of New Haven. 
Mr. Sargent is a director of Security 
and a partner in the investment bank- 
ing firm of Conning & Company of 
Hartford. 

Victor 
man of 


H. Rossetti, honorary chair- 
the Security First National 
Bank of Los Angeles and _ Preston 
Hotchkis, executive vice president of 
Bixby Ranch Company, will continue to 
serve Founders’ as chairman of the 
board and vice chairman respectively. 

Security of New Haven was organized 
under a special charter granted by the 
legislature of Connecticut in 1841. It is 
licensed and transacts business in 49 
states. Security has been writing insur- 
ance in California since 1877. The acqui- 
sition, it was stated, will materially 
strengthen the agency plants of both 
companies and will give to agents a 
complete multiple line facility including 
life insurance. The latter will be writ- 
ten through Security’s wholly owned 
subsidiary, Security-Connecticut Life. 





d Knowlan President of 


Phila. Insurance Society 
Joseph R. Knowlan has been elected 
president of the Insurance Society of 
Philadelphia. John Harkins was 
elected first vice president and John W. 
Kelly, second vice president. Mr. 


' Knowlan is one of the leading insurance 


men of Philadelphia, is a past most loyal 
grand gander of Blue Goose and is a 
general in the Marine Corps. 





MASS FOR RICHARD CORROON 


A solemn requiem mass for Richard 
A. Corroon was conducted on Friday, 


November 13, at the Church of Our Lady 
of Victory, William and Pine Streets, 


New York City. Right Reverend Rich- 
ard Pigott was the celebrant, Mr. Cor- 


' Toon, who headed the Corroon & Rey- 


nolds Group for many years, died on 


; November 14, 1946. 





EXCELSIOR DIVIDEND 


Directors of the Excelsior Insurance 
0. of New York, meeting at the home 


| Office in Syracuse, have declared a quar- 






terly dividend of 10 cents a share pay- 
able December 21 to stockholders of rec- 
ord December 4. This will mark the 
Sixty-second consecutive dividend paid 
y the Excelsior since 1936. 


America Fore Loyalty Group Shows 


Large Gain in Income in 9 Months 


The Continental Insurance Co. has announced consolidated operating results of 
America Fore Loyalty Group of Insurance Companies, for the first nine months of 
1959. A comparison, herewith, measures these figures against the like period of nine 


month in 1958 on a pro forma basis. 


Premiums written 
Increase in unearned premium reserve 
Premiums earned 
Losses, claims and expenses incurred 
Underwriting profit (loss) 
Net investment income 
Operating profit (loss) 
Net realized security gains 


Income taxes (refund) 
Net income 


Net gain from operations and security transactions .. 


1959 1958 

=p aeeremeceets $413,306,808 $400,227,913 
sbi eke oteereente 36,426,949 41,618,362 
Rice rk 376,879,859 358,609,551 
i arte eats 407,045,449 397,131,742 
BR core (30,165,590) (38,522,191) 
waco anne 29,984,207 29,022,634 
Me er See (181,383) (9,499,557) 
on wae See 23,299,396 19,600,511 

23,118,013 10,100,954 
seaiieaeea (57,340) 543,775 
si saratere uatevats 23,175,353 9,557,179 





Term Rule Revisions and Fire Rate 
Reductions Announced by NYFIRO 


Rules applicable to term insurance for 


fire and allied lines have been revised, 
effective November 16, it is announced 
by the New York Fire Insurance Rating 
Organization. Under the revised term 
rule, eligible buildings and contents may 
he written for a term of not more than 
five years at the following multiples of 
the annual rate: 

Two years, 1.85 times annual rate; 
three years, 2.7 times; four years, 3.55 
times; five years, 4.4 times annual rate. 

The rating organization also an- 
nounced reductions ranging from 5 to 
25% in fire insurance rates for a number 
of occupancy classes. Eleven classes were 
affected in the New York City territory 
including some of the dwelling classes, 
offices of brick and fire resistive con- 
struction, and contents of certain mer- 
cantile risks. 

Rates were also reduced in some dwell- 
ing classes in New York State outside 
of New York City and in all of the office 
and school classes; commercial garage 
risks have been made subject to rating 
on a lower hazard class and increased 
credits provided for farm properties in 
protected areas. 

The only specific fire rate increase 
affects restaurants and bars outside of 
New York City; contents in that occu- 
pancy class is made subject to higher 
susceptibility rate levels in view of the 
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continued poor loss experience of the 


class. 
Underwriting Losses 

The total increased amount of pre- 
miums which will result from the re- 
vision in the term insurance multiples 
will be offset in part by the rate reduc- 
tions in certain occupancy classes. The 
continued high frequency of both large 
and small fires in New York State has 
resulted in underwriting losses for the 
fire insurance companies for the past 
three years. The advance in the costs 
for building materials and labor has also 
tended to boost the losses to the com- 
panies. 

The revised rates and rules announced 
resulted from a thorough study of the 
experience of the insurance companies in 
New York State for the period 1953 
through 1958, by both the rating organ- 
ization and by the Insurance Depart- 
ment of the State of New York. AlI- 
though all announced rate reductions 
were effective Monday, November 16, 
renewals of policies having inception 
dates in November and December of this 
year may be written at the rates and 


New Hampshire Group 
Shows Gains in 1959 


NET PREMIUMS ARE UP 106% 


Operating Profit of $2.59 a Share; 
Extra Dividend Declared; Directors 
Plan Increase in Capital 





The New Hampshire Insurance Group 
records additional improvement in its 
nine-months’ underwriting results. Net 
premiums of $35,121,742 exceeded by 
$3,361,379, or 10.6%, the business under- 
written during the similar period of 
1958, requiring an unearned premium re- 
serve increase of $1,948,385. The statu- 
tory underwriting loss of $328,747 com- 
pared with a loss of $2,026,865 for the 
same period in 1958. 

Net earned investment income rose by 
$129,399 to $1,365,622 which, combined 
with underwriting results, produced an 
operating profit of $1,036,875, or $2.59 per 
share, contrasted with a loss of $1.98 per 
share in the 1958 period. 

Capital gains, after provision for Fed 
eral income taxes thereon, amounted to 
$1,803,169. At September 30 the policy- 
holders’ surplus amounted to $26,422,878, 
and total assets recorded a new peak of 
$85,452,011. 

Extra Dividend, Capital Boost 

Directors of the New Hampshire de- 
clared an extra dividend of 10¢ a share 
payable, together with the regular quar- 
terly dividend of 50¢ a share, on January 
2 to stockholders of record December 11. 

The directors also voted to recommend 
to the stockholders, for action at their 
annual meeting in March, an increase of 
authorized capital from $4,000,000 to 
$5,000,000. In addition to permitting con- 
sideration of the declaration of stock 
dividends as conditions warrant, the 
availability of an additional 100,000 shares 
of $10 per value capital stock may prove 
desirable for other corporate purposes, 
the directors said. 





under the term rules prevailing immed 
iately prior to the announcement of 
these changes, so that the term rule 
will in most cases not become effective 
for renewed policies until January 1. 
Reductions by Occupancy Classes 
Rates have been reduced in the follow- 
ing occupancy classes in New York City 
(Five boroughs of Greater New York): 
Brick (or masonry walled) Construc- 
(Continued on Page 32) 
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Salesman? 





because 


KNOWLEDGEABILITY SELLS 


Set against a backdrop of the world’s most exciting city, the Royal- 
Globe Agents’ School offers, tuition-free, a concentrated course in 
insurance. Career men across the nation attest to its breadth and 
depth, and to its helping them to a consistent command of insur- 
ance knowledge — an important factor in success. 


Call your multiple-line fieldman; enroll in the seven-week class 
starting February 15. 


The Agents’ School is another 
reason why, with agents, 
Royal-Globe is 


“TOPS IN EVERY SERVICE” 


ROYALBAGLOBE 


INSURANCE GROUP New York 38, New York. 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. + ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD 
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PO Sa ECR RRS Sa AN A | Ameriean Home Honors 


E. A. Logue, Pittsburgh 


MANAGER RETIRES FROM POST 








Has Had Long UCareer in Insurance, 
Serving With Royal and Security 
Before Joining American Home 
The American Home Assurance Group 
was host November 13 to a luncheon in 
the Duquesne Club, Pittsburgh, honoring 


Edw ard A. Logue, manager of the 
group’s Pittsburgh branch office since 
January, 1957. Guests included many 


EDWARD A. LOGUE 


prominent Pittsburghers, friends of Mr. 
Logue engaged in the insurance business 
and in other businesses. The event an- 
nounced Mr. Logue’s early retirement, 
because of poor health, from active 
direction of the group’s activities in this 
area. 

Representing the home offices of the 
American Home and Insurance Company 
of the State of Pennsylvania, Elmer A. 
Van Deusen, vice president, expressed 
the companies’ regrets that Mr. Logue’s 
services could no longer be available to 
them. On behalf of the directors and 
officers of the two companies, he pre- 
sented the guest of honor with an in- 
scribed sterling silver tray. 

Mr. Logue represented the American 
Home, as state agent, from 1940 until 
the Pittsburgh branch was established 
under his direction, For the past three 
years he has headed the expansion in 
western Pennsylvania of activities of 
both the American Home and Insurance 
Company of the State of Pennsylvania. 
During the nearly 20 years that he was 
associated with the companies, he super- 
vised sales and services in western Penn- 
sylvania and, for a time, West Virginia. 
A native of Pittsburgh, he has always 
maintained his office here since he joined 
the Group. 





A graduate of Culver Military Acad. F 
emy, Edward Logue is the son of Charles F 
M. Logue, founder of Logue Brothers & 
Co., long an outstanding insurance f 
agency in Pittsburgh. He started his P 
career in insurance with the Royal Globe h 
Group in New York City, after serving 
as an officer in the U. S. Marine Corps § 
during World War I. He was a field- 


man for the Security of New Haven? ce 
before he joined American Home. Hef ye 
has been president of the Insurance | ne 


Club of Pittsburgh, of the Smoke and P 
Cinder Club, and of the Underwriters 7 
Association of the Middle Department, 
He is presently a vice president, director, | 
and member of the executive committee | 
of the Insurance Federation of Pitts- 7 
burgh. 








Hedges Nominated to Head 
American Teachers Assn, 


J. Edward Hedges, ‘Ph.D., CLU. CPCU, 
professor of insurance, Indiana Univers- 
ity, heads the ballot of the American As. 
sociation of University Teachers of In- 
surance for 1960 officers. Mr. Hedges 
is a candidate for president. He has 
served as secretary-treasurer, editor of 
“The Journal of Insurance” of the as- 
sociation, second vice president, and first © 
vice president, the last during the cur. 
rent year. 

Candidate for first vice president, is 
Davis W. Gregg, Ph.D., CLU, president, 
American College of Life Underwriters, 
He has been serving as second vice pres- 
ident to 1959, 3 

Candidates for second vice president E 
are John S. Bickley, professor of insur- [ 
ance, University of Texas, and Rober 
'€ Mehr, professor of finance, University 7 
of Illinois. Nominee for secretary- treas- | 
urer is Joseph F. Trosper, chairman, in- 
surance department, Southern Methodist 

Candidates for active member on the | 
executive committee are Richard M/ 
Heins, associate professor, University of 
Wisconsin, and C. Arthur Williams, Jr, 
professor of economics and _ insurance, 
University of Minnesota. Candidates ior | 
associate member on the executive com-|- 
mittee are George D. Haskell, director} 
of education, American Mutual Insurance | 
Alliance, and William H. Wandel, direc: 1 
tor of research, Nationwide. 2 

Results of the balloting will be an- 
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nounced at the annual meeting of the} Th 
association in Washington, D.C., Decem-; Out | 
ber 27-28. ship 
B  exect 

| posit 

TOLEDO ANGENCIES TO MERGE! | quali 
The Welles-Bowen Co. and the Taipe-}) One. 
Brown Co., two older real estate and in- for n 
= : ance 

surance agencies in Toledo, Ohio, wil Septe 
merge Dec. 31, it is announced by Eni In 
J. Knierim, Wells-Bowen president, ani} the Ir 
Carl C. Teipel, Jr., president of Teipel! assoc’ 
Brown. Be of Bi 
Other officers and directors will be) acted 
Ruel T. Brown, executive vice president;|)  Frien 
Mr. Teipel, vice president; Ruel O’Har 
Brown, Jr., vice president, and FredE} the | 
Steele, secretary. Assistant secretat “Won 


and assistant treasurer, respectively, will F 
be Frank J. Knight, Jr, and James fe 
Welsh. fb 
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Insurance Women of New York to 
Mark 25th Anniversary November 23 


The Insurance Women of New York, 
celebrating their 25th anniversary this 
year, will mark the occasion with a din- 
ner at the Fifth Avenue Hotel on No- 
vember 23. Evelyn M. ‘Buehler, president 
of the Insurance Women of New York, 
and secretary to J. A. Munro, president 
of the Prudential Insurance Company 
of Great Britain, will preside at the 
dinner. 

It was on November 23, just 25 years 
ago, that a small group of insurance 





Matar 


EVELYN M. BUEHLER 


women decided to form the Insurance 
Women of New York, Miss Buehler said. 
The purpose of the organization, as set 
forth in its constitution and by-laws, 
was to “provide means to broaden the 
contacts of its members and to promote 
good-fellowship.” 

The club has grown steadily through- 
out the 25 years to a present member- 
ship of over 100 women, all of whom hold 
executive, secretarial or administrative 
positions in the insurance industry, a 
qualification for membership in the club. 
One of the founders was Maude E. Inch, 
for many years secretary of the Insur- 
ance Society of New York, who died in 
September of this year. 

In 1939, the fifth year of its existence, 
the Insurance Women of New York, then 
associated with the National Association 
of Business and Professional Women, 
acted as the hostess club for the Annual 
Friendship Dinner at which Anne 
O’Hare McCormick, veteran reporter of 
the New York Times, was named 
“Woman of the Year.” They later de- 
cided to affiliate with the National As- 
sociation of Insurance Women, and are 
charter members of that organization. 


Hostess Club for National Assn. 
They have twice been hostess club for 
conventions of the National Association 


of Insurance Women, in 1947 when the 
national annual convention was held in 
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New York, and in 1955 at the anual con- 


ference of Region I. 


(Charity work of the club forms a large 
part of the activities, and a sizeable 
portion of the proceeds of any fund- 
raising project is directed toward in- 
dividual needy cases as well as the or- 
ganized charities. The club also pro- 
vides two awards each year which go to 


women students attending courses of the 
Insurance Society of New York. 


At the anniversary dinner on Novem- 
ber 23, the Insurance Women of New 
York will be hostesses to the insurance 
executives of most of the lez ading insur- 
ance companies and organizations in 
New York City. Walter F. McGahan, 
Deputy Superintendent of Insurance of 
New York State, will also be present. 


The principal speaker at the dinner 
will be Lisa Sergio, world traveler and 
lecturer. Miss Sergio has just returned 
from a trip which took her to Italy, 
France, Belgium, Switzerland, Poland 
and Russia. 


Phoenix Changes in Mo. 
John E. LaPeire, for the 
Phoenix of Hartford Companies, will as- 


state agent, 
sume responsibility for the field of St. 
and eastern Missouri on the re- 


Col- 


Louis 
tirement of State Agent Thomas F. 
lins at the end of this year. 

Robert S. Preston has been promoted 
to special agent to assist Mr. LaPeire in 
this territory. Mr. Preston joined the 
Phoenix in 1952, is a graduate of the 
home office multiple line field training 
program and has had broad experience 
in district and field offices. They will 
have headquarters at St. Louis 























Mr. GENERAL INSURANCE MAN 
“ BANKERS NATIONAL LIFE OFFERS MULTIPLY YOUR INCOME as a 


YOU A RARE OPPORTUNITY T0 b>» 


GENERAL AGENT for LIFE, ACCIDENT & HEALTH, 


and GROUP INSURANCE: te WITH MAXIMUM 


_ COMMISSION AND EXPENSE ALLOWANCE 
* PROFIT SHARING RENEWALS, LIFETIME SERVICE FEES, 


: PENSION, LIFE BENEFITS. Why Not Capitalize On 
The Sales Advantages Of Bankers National 
Life’s COMPLETE POLICY PORTFOLIO: } 2%: ona 


Non-Lar Life, Quantity Discount, Guaranteed Insurability, Family Policy, 
Salary Savings Plan, Coupon Policies, Commercial and Non-Can A &H, 
Association A&H, ‘Hospitalization, Baby Group, Creditor Group, Major 


. Medical Group and. More! 1F¥ YOUR LIFE DEPARTMENT 
CAN PRODUCE $10,000 ANNUALLY IN LIFE 


PREMIUMS: Dogs so many other successful 
General Insurance Men have done....ask 
Agency Vice President Bill Good for a 


Copy of Our Booklet! wu Have GEN. 
BRAL AGENCY OPENINGS IN Me., 
NCE. —7t%., Dd. BPae., Del. 12.C., BG. va., N.C. 
‘Pie. iy... W.Ve.. Onio, Ind., Tlls Mioh. & Minn. 


MM WE 4 Se 


INSURANCE COMPANY 


Mail To — Bill Good, Agency V. Pres. 
Bankers National Life Insurance Co. 
Montclair 6 , N. J. 


I'd like your booklet on the “UMBRELLA PLAN” 
for building a MILLION DOLLAR LIFE DEPARTMENT 
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John C. Stott, Norwich insurance agent, is presented a certificate by the Fire- 
man’s Fund. From left—Henry Knoblock, resident vice president from The Fund’s 


New York office; 


John C. Stott; Vice President John H. Dillard, manager of The 


Fund’s Eastern department; John J. Rooney, The Fund’s Syracuse branch manager, 


and Richard V. Stott. 


Fireman’s Fund Insurance Co. has paid 
official tribute to the John C. Stott 
Agency, Inc., of Norwich, N. Y., for its 
long and loyal representation of The 
Fund—a quarter of a century. On Octo- 
ber 21 fourteen members of The Fund 
from New York, Syracuse and the east- 
ern part of the United States converged 
on the Stott office to participate in the 
25-year celebration. 

The delegation was led by Vice Pres- 
ident John H. Dillard, manager of the 
Eastern department at New York. A 
25-year-certificate was formally pre- 
sented to the agency in the afternoon, 
and that evening The Fund entertained 
the agency’s entire staff at a banquet. 

John C. Stott, president of the Stott 
Agency, is former president of the New 


York State Association of Insurance 
Agents and a former president of the 
National Association and the Insurance 
Federation of New York. He is chair- 
man of the board of directors of the 
Excelsior Insurance Co. of New York 
and a former member of the New York 
State Insurance Board. Locally, he is a 
former president of the Norwich Cham- 
ber of Commerce and is active in com- 
munity affairs. He is presently a director 
of the Chenango County Chamber of 
Commerce and chairman of the Amer- 
ican Cancer Society in Chenango 
County. 

Vice President Richard V. Stott joined 
the agency in 1954 after graduating from 
Muhlenberg College and The Wharton 
School of Finance. 





Riehle & Co., Holly & Co., 
To Operate Joint Office 


Two long-established New York in- 
surance brokers, John M. Riehle & Co., 
Inc., and Holly & Co., Inc., will operate 
a joint office in the ‘midtown area to 
broaden facilities available to clients of 
the two companies. 

The announcement, made by Joseph 

Tooker, Jr., president of the Riehle 
company, and J. David Rasmussen, pres- 
ident of the Holly firm, stated the ex- 
panded facilities, combining the staffs 
and services of both companies, will be 
located in enlarged quarters at 41 East 
42nd Street. Each firm will retain indi- 
vidual corporate identity while making 
their combined resources available to 
their clients. 

30th firms are specialists in general 
insurance, including industrial, personal, 
life, group and pension insurance. Holly 
& Co., has conducted operations since 
1900. John M. Riehle & Co., has been 
active in the insurance field since 1896. 


NAIA Appoints Standing 


Committee Chairmen 
Five new chairmen are named and six 
reappointed to head standing committees 
of the National Association of Insurance 
Agents for 1959-60 by President Paul H. 
Jones, Tucson, Ariz. 
Newly appointed chairmen are Stanley 
W. Greaves, River Edge, N. J., accident 
prevention; Roy H. MacBean, Cranford, 








casualty; I. A. Rosenbaum, Jr., 

Miss. educational; S. H. 
Memphis, property, and Edwin 
Chicago, metropolitan and 


N. 33 
Meridian, 
Warner, 
P. Simon, 
large lines. 

Reappointed chairmen are Charles S. 
McNew, Jr., Pine Bluff, Ark., finance; 
Floyd L. Rice, Pittsburgh, agency man- 
agement; Donald H. Denton, Charlotte, 
N. C., fidelity and surety; Harry F. 
LeCrenier, West Palm Beach, Fla., fire 
safety and civil defense; K. H. Bair, Jr., 
Albuquerque, N. Mex., local board and 
membership, and C. D. Swett, Woodland, 
Calif., rural and small lines. 





Brokers Seek Change in 
Notice of Loss Statute 


The Greater New York Insurance 
Brokers’ Association continues to press 
its campaign to enlist the support of the 
New York State Insurance Department 
of its proposal to amend Section 167 of 
the New York State Insurance Law to 
provide that failure to give notice of loss 
in time shall not prejudice the rights of 
the insured where such failure to give 
prompt notice does not prejudice the 
rights of the insurer. 

At the recent public hearing held by 
the Insurance Department, C. Joseph 
Danahy, counsel for the Greater New 
York Insurance Brokers’ Association, 
was requested to submit a memorandum 
setting forth citations which would 
show the need of such legislation. This 
has now been done. 

In his memorandum, Mr. Danahy spot- 





Rosse Elected President 
Brooklyn Ins. Brokers 


Alfred J. Rosse has been elected pres- 
ident of the Brooklyn Insurance Brokers 
Association for 1960, succeeding Peter 


A. Locke. Mr. Rosse has been first vice 
president. Other officers elect... are 
Abraham Punia, first vice president; 


Attilio P. Gerardi, second vice president ; 
Stuart Fries, third vice president; Louis 
J. Maresca, secretary; Nicholas V. Sich- 
enze, financial secretary; David H. Kras- 
noff, treasurer, and Leo Feldman, ser- 
geant at arms. 

Mr. Locke becomes chairman of the 
board of directors. Other directors are 
Andrew Acuzzo, William J. Brickley, 
Morton Hudesman, Louis J. Isnardi, 


Frank Nicastro, Eileen Nugent, Charles 


Pecoraro, Vincent R. Ruisi, Michael T. 
Ferrara, Paul Silberman, George T. 
Tabone, Seymour Terry, William A. 


Venditelli, and Harry N. Schechter; to- 
gether with all past presidents. who are 
Frank L. Schiraldi, Jerome H. Gerst, 
Joseph A. Carbone, Ann B. Hargert, 
George J. Mutari, Max Klotz, Charles 
A. Merante, Thomas J. Clark, Victor A. 
Gauthier, Alex Goldberger, Jack E. 
Fries, Mortimer L. Nathanson. 


Leon C. Hernandez Dies; 
Veteran Agency Leader 


Leon C. Hernandez, veteran New York 
City production leader, died November 
15 at his home at Baldwin. Long Island. 
He was about 81 years of age and had 
retired from his post as vice president 
and fire underwriting manager of the 
Theurer-Hernandez Corp. agency in New 
York City about six years ago. His 
insurance career covered close to 60 
years, and he was widely popular in pro- 
duction circles in the New York metro- 
politan area. 

Born in Cuba Mr. 
with his family to the United States 
when about three years old and lived 
here since. He entered insurance in 
January, '1896, with Ackerman, Deyo and 
Hilliard, rising over the years to under- 
writer. He went with Jones & Whitlock 
and Fuller & Kern before joining John 
Beier Theurer in 1936 to form the pres- 
ent agency. 


Hawk, Warfield and Fair 


On Excelsior Committee 


Forrest H. Witmeyer, president of 
Excelsior Insurance Co. of New York, 
at Syracuse, announces appointment of 
three of its agent- -directors as members 
of the company’s planning committee for 
1960. Frank H. Hawk, Peoria, IIl., one of 
the best known insurance agents in his 
state, will serve as chairman, and the 
other two members are Guy T. Warfield, 
Baltimore, and Arthur B. Fair, Natick, 
Mass. Mr. Hawk was appointed a mem- 
ber of this committee in 1957, and Mr. 
Warfield in 1958. 

Mr. Hawk succeeds Ralph G. Hastings 
of Washington, Ind., who served as 
chairman of the committee during the 
past two years, and who continues as an 
ex officio member. Mr. Witmeyer and 
Alfred C. Sinn, president from Clifton, 
N. J., are also ex officio members. Mr. 
Warfield, president of the insurance firm 
of Warfield-Dorsey Co. of Baltimore, 





Hernandez came 








lights the fact that litigation is costly, 
and that policyholders in general are 
hardly equipped financially or by experi- 
ence to take on the burdens of litigation. 
He cited numerous cases and particularly 
those of Gluck v. London & Lancashire, 
134 N. Y. Supp. (2nd) 889 and Lauritano 
v. American Fidelity Fire et al., 147 
N: ¥S: 2d. 748. 

Declared Mr. Danahy in his memoran- 
dum to the Department, “Surely there 
is no reason in law, ethics or morals or 
good public policy which should permit 
an insurance company to disclaim liabil- 
ity on purely technical grounds. The 
history of this section, as presently writ- 
ten, shows that there has been innumer- 
able cases in recent years where this 
question had to be litigated by the in- 
sured, sometimes unsuccessfully.” 
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Attention for Your Probler 


Personal 


served as president of the National Asso- 
ciation of Insurance Agents in (194/- 

Mr. Fair, a senior member of the im 
surance agency of Fair & Yeager im 
Natick, Mass., has been an agent since 
1914. He is widely known in New Eng- 


land, having served as president of the 7 
Massachusetts Association of Insurance 7 
Agents, chairman of the legislation com 
& New Yc 


mittee of the National Association, and 
as chairman of the Eastern Agents Con- 
ference. 





GEORGE A. ENGERT DIES 
George A. Engert, 68, an 
producer in Rochester, N. Y., 
years, died November 4 after a long 
illness. His mother and a daughter sur 
vive, 
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Samuel Mehorter Dies; 
Former New York Agent 


LONG HIGHLY POPULAR FIGURE 





Was Head of McDaniel & Co.; Joined 
' Home in N. J. in 1929; Most Loyal 
" Grand Gander of Blue Goose 





Samuel A. Mehorter, 67, retired head 
of the former New York City agency of 
McDaniel & Co., and long one of the 
most popular figures in property insur- 
ance circles, died November 13 at the 
Orange Memorial Hospital in Orange, 
N. J. He is survived by his widow, Mrs. 
Elsie C. Mehorter; a daughter Elsie M. 


SAMUEL A. MEHORTER 


Roller, and two sons, Robert C. and 
James T. Mehorter. Robert was asso- 
ciated with his father in the New York 
agency. Mr. Mehorter, known affection- 
ately as “Sam” to thousands of company 
men, agents and brokers throughout the 
country, won friends through his glow- 
ing, kindly personality and his helpful- 
ness to others as well as through his 
knowledge of insurance. 

When Mr. Mehorter retired on Janu- 
ary 1, 1957, as chairman of the board of 
McDaniel & Co. there was universal re- 
gret that he was leaving the New York 
insurance scene to go to his home in 
New Jersey. He had served as a partner 
in the agency for many years and then 
became president, leaving that post in 
1955 to be chairman. 

Mr. Mehorter on October 1, 1956, 
marked his 14th anniversary with Mc- 
Daniel and Company. His insurance ca- 
reer started in 1912 following his college 
days at the Wharton School of the 
University of Pennsylvania. His first 
job was with the Philadelphia Fire 
Underwriters Association under the tute- 
lage of its secretary, Charles Hexamer, 
who died some years ago. Mr. Mehorter 
later joined the Schedule Rating Office 
of New Jersey under Atlee Brown, its 
Manager at that time. 

His next insurance post was with the 
America Fore Group in 1918 as inspector 
and engineer, subsequently becoming 
special agent for the American Eagle in 
southern New Jersey. Six years later he 
affiliated with the North America Group 
as state agent for northern New Jersey. 

Career With Home Began in 1929 

rt. Mehorter joined the Home of New 
York on November 1, 1929 as state agent 
tor New Jersey. He was promoted to 
assistant manager of its metropolitan 
New York department and in 1936 was 
named assistant secretary of the com- 
Pany in recognition of his demonstrated 
ability. In this capacity Mr. Mehorter 
. divided his time between the home 
aS © office and the Newark branch office. 














» Which later operated under the 
Mame of McDaniel & Co., Inc. The 
agency was incorporated in 1948 with 


arance An important change in his business 
for b ité came in the fall of 1942, when he 

Was made a pariner in McDaniel, Maeser 
. long 


Mr. Mehorter as president. 

In addition to being active in several 
fieldmen’s organizations and Masonic 
clubs, Mr. Mchorter held many posts 
in Blue Goose, leading fire insurance 
fraternity. Besides rising to most loyal 
gander of New York City Pond he be- 
came an officer of the Grand Nest and 
was elected most loyal grand gander over 
20 years ago. 


SCHWENK NATIONAL SPECIAL 

W. G. Schwenk has been appointed 
special agent in Cook County and sub- 
urban area for the National of Hartford 
Companies, members of the Continental- 
National Group. He is a native of Illinois. 





Hudson Excess And 


Treaty Corp. Formed 
Hudson Excess & Treaty Corp., with 
offices at 20 Vesey Street, New York 
City, has recently been organized as a 
company specializing exclusively in ex- 
cess lines and reinsurance according to 
President Anthony N. Christian. This 
firm will have the benefit of domestic 
facilities in addition to being repre- 
sented in the London Market by several 
leading brokers. 


Mr. Christian has been in insurance 


for many years serving brokers and in- 
surance companies. Prior to organizing 
Hudson Excess & Treaty Corp. he was a 
director of Stewart Smith & Co. Inc. in 
New York, supervising its excess lines 
and reinsurance. 

Associated with Mr. Christian in his 
new company is Fred J. Eder, Jr., who, 
likewise, has had many years of back- 
ground in the insurance business. He 
was formerly manager of the casualty 
department of R. C. Rathbone & Son, 
Inc., one of New York’s leading insur 
ance brokers. 
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New York State Bar Association 
Insurance Section Holds Meeting 


By Betry M. Gaucas 


The 1959 fall meeting of the New York 
State Bar Association’s insurance law 
section was conducted in Rochester on 
October 30 and 31. Harry J. McCallion, 
New York City, and section chairman, 
stressed the fact that this meeting was 
devoted largely to a consideration of 
questions which arise with respect to 


negligence, workmen’s compensation and 
other forms of legal liability to situations 
where, according to previous conceptions, 
the condition is not really due to indus- 
trial accident and occupational disease, 
or to situations where, in case of torts, 
the person charged with wrong has 
really done no wrong and is, by previous 
standards, free from fault. 


Inequitable Distribution 
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rights and duties of parties to an auto- 

mobile insurance contract. In addition to “Doing that obscures what is really 
Mr. McCallion, speakers included Wal- happening. It beclouds the computation 
lace J. Stakel of Stakel & Suttell, Ba- of the cost of social insurance and re- 
tavia; Paul C. Gouldin, of Levene, sults in an inequitable distribution of 



























































Gouldin & Thompson, Binghamton; Wil- the benefits and of the burden of meet- 
liam D. Hassett, of Vaughan, Brown, ing the cost. That goes beyond sub- 
Kelly, Turner & Symons, Buffalo, and — stituting new or better legal systems in 


place of old and unsatisfactory methods 
of determining liability. It is really the 
indirect introduction of a form of gen- 


W. Clyde O’Brien, of Nixon, Hargrave, 


Devans, & Day, Rochester. 
The luncheon speaker was Jolin Van 


Voorhis, Associate Judge of the Court eral social insurance without counting 
of Appeals. Judge Van Voorhis stated, the cost, and by apportioning the cost 
“Desirable forms of public and priv ate and benefits haphazard. 

insurance, in the words of Sir Winston “Extending negligence and compensa- 
Churchill, have brought the magic of tion liability to authorize recoveries in 
averages to the relief of millions. Mea- cases where there really is no liability 


fiction springs from 
but is not always 


except by legal 
humanitatian motives, 


sures of that kind should not be intro- 
duced indirectly, however, by extending 
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humane in result. It uses up money 
which might be appropriated by statute 
to increase compensation awards in 
meritorious cases above the present 
maximum of $45 per week, and tends to 
prevent physically and mentally handi- 
capped persons from obtaining employ- 
ment. 

“In negligence cases and other tort 
actions it encourages litigation and tends 
to cause business and professional people 
to think about protecting themselves 
against possible legal liability ahead of 
serving their customers, patients or cli- 
ents in the best way. 

“I am not speaking of cases where 
there is substantial basis for recovery 
under the principles of the traditional 
law. Absent that basis, however, liability 


in these fields descends by sheer chance 
and irrespective of the care or safety 
precautions adopted by the person being 
sued, and the extra benefits tend to be 
diverted from those who most deserve 
them.” 

Loading and Unloading 


William D. Hassett of Buffalo, spoke 
briefly on the subject of “Loading and 
Unloading.” The very subject of ‘loading 
and unloading’ in a motor vehicle policy,” 
he said, “implies the use of a commercial 
vehicle in business—either a truck, or a 
truck and trailer combination. Some 
years ago the phrase was apparently 
inserted in many policies as part of the 
insuring agreements. But in recent years 
it has been and is now found in one 
of the declarations—Use of an auto- 





Why Agents Like to Represent 
The Atlantic Companies 


Atlantic executives emphasize 
that the group’s operations are 
guided by the open minded phi- 
losophy of marine underwriters. 
Their venerable but flexible pre- 
cepts are grounded in the belief 
that insured must be served first, 
with a protection program cov- 
ering all his insurable risks; in- 
sured must be encouraged to use 
the knowledge and experience 
of the professional producer; in- 
sured’s claim must be paid 
promptly and ungrudgingly. 
This traditional, undeviating 
philosophy is an ideal one to 


bring to bear upon present mar- 
keting problems in all lines. The 
group is not pressured into make- 
shift methods to meet modern 
circumstances. Its response to 
market demands rather reflects 
the paradox of an unchanging 
operating philosophy that is not 
only up to the minute, but some- 
times considerably ahead of it. 

Atlantic’s long advocacy of 
the agent in its advertising pro- 
gram, and its early development 
of Top auto coverage are but 
two examples of the soundness 
of its marketing approach. 


Excerpt from an article on marketing which appeared in 


The National Underwriter—September, 1959. 
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| mobile includes the loading and unload- 
) ing thereof. 
' “As insurance lawyers, the phrase 
© Joading and unloading’ is perhaps one of 
' the very best examples of the currently 
© popular word semantics. 
| “What has bothered and disturbed the 
» courts in all states and in the Federal 
Districts are these questions: In legal 
| significance, when does the actual act 
> of loading really begin, and when, i.e., at 
© what point in the physical progress of 
) the operation can we say that an un- 
) loading is completed. 

“Your own imagination can easily lead 
> you to wide speculation and conjecture 
© at both ends of this field. And for many 
- years in court opinions there has been 
) a diversity in point of view, in legal 
© reasoning and in logic. 

Liberal Point of View 


“In general we may say that one 
school of thought, which includes our 
own state, has taken what has been 
| termed the liberal point of view which 
| gives widest significance to the term 
' Unloading, for instance, is not finished 
> until the entire operation is fully com- 
» completed. 

» “The contrary, or stricted point of 
© view would have the unloading finished 
' when the article lias been removed from 
- the truck and has been set down for 
| the first time, for instance, upon the 
nearby sidewalk. 

- “One other insurance policy reference 
© should perhaps be made at this point. 
© You will recall] that premises and opera- 
© tions liability insurance—whether writ- 
© ten under owners, landlords and tenants, 
' or manufacturers and contractors, or as 
"part of a comprehensive policy these 
© policies always exclude liability arising 
© out of the ownership, maintenance or 
E use, including loading or unloading of 
' automobiles if the accident occurs away 
' from the premises or the ways immedi- 
» ately adjoining.” 

' Mr. Hassett in concluding, voiced that 
“New York State, fortunately perhaps, 

' depending on the point of view has not 
' reported the volume of litigation that 
» seems to have taken place in many states 
‘in this subject. In most cases the liti- 
' gation has actually, if not even nomin- 
ally, been between insurance companies 
_ themselves. 
© “It has been difficult to be positively 
tight in deciding where one _ policy 
| leaves off and another takes over. The 
' present day trend, is towards the com- 
\ prehensive all inclusive policy where all 
 tisks of all kinds are combined and in 
‘one company. This would obviate the 
' necessity for most of this litigation.” 


i Mutual of Hartford 


Appointments Announced 


Tt ae ee 





















' Two graduates of the special agents 
» training school conducted by the Mutual 
| Insurance Co. of Hartford have been 
| promoted. Robert W. Beatty has been 
_ transferred from the home office in 


| Hartford, to take charge of the western 


New York service office at Buffalo. 
Gilbert H. Walton, Jr., has been moved 

» from the home office to the service office 

' at White Plains, N. Y., where he will 


© assist Henry C. Barr, Jr., assistant secre- 


ary of the company, in developing the 
New Jersey territory. 

' Other appointments announced are: 
| Harry Weisbrod, who thas been in 
) charge of both the western New York 
" and Rochester offices, to devote full time 
q io development of the Rochester opera- 
- tion. 

$ H. Eugene Freeman, assistant secre- 
| tary of the company, is in over-all charge 
| of New York State operations at the 
A Mutual of Hartford office at Syracuse. 





| J. EDWIN POHL PROMOTED 


| Continental-National Group has pro- 
F Noted J. Edwin Pohl in its San Fran- 
) “sco branch to assistant to R. M. Hoen- 
| sch, bond manager. In this capacity Mr. 
| Pohl will handle both underwriting and 
| Production of fidelity, surety and bur- 
) Slary lines. He was formerly with Fi- 
)delity & Deposit as special agent in 
acramento. A graduate of John Hopkins 
Alversity, he attended its law school. 


Va. Bank Holding Co. 


Acquires Two Agencies 
The First Virginia Corporation has 
received clearance from the Federal Re- 
serve Board to acquire ownership in two 
newly formed insurance firms. The board 
acted after a favorable report from the 
hearing examiner, Harry R. Hinkes, who 
found that the acquisition would not be 
a violation of the Bank Holding Com- 
pany Act of 1956. 


Originally established in 1949 as an 


insurance agency, First Virginia changed 
its concept and became a bank holding 
company as well as conducting an insur- 
ance business. However, the Congres- 
sional act of 1956 prohibits a bank hold- 
ing company from engaging directly in 
the insurance business. First Virginia’s 
problem was solved, with Federal Re- 
serve Board approval, by the formation 
of two insurance firms owned by First 
Virginia. 

The two are, First General Insurance 
Agency, Inc. and the Mt. Vernon Insur- 


ance Agency, Inc. First General will 
engage in general insurance agency busi- 
ness limited to customers of First Vir- 
ginia. Mr. Vernon’s- business will be 
limited to the sale of credit life insurance 
to borrowers of First Virginia’s subsidi- 
ary banks. 

First Virginia owns stock control of 
the Old Dominion 
and the National Bank of Manassas. It 


Bank of Annandale 


also plans purchase of a large interest 
in the Purcellville Bank. 
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2. Set 2 tab and 1 decimal position on stub—standard data position 
the same on all policies. (3 positions instead of 7 or more, no 
“weaving” back and forth—typing area designed for utmost con- 


venience and efficiency.) 





insured’s name and address, policy term, agency. (No typing 
necessary on jacket.) NOTE: text is guaranteed on “Short Write” 


policies. 


AND — SIMPLIFIED DATA PROCESSING! 


CODE BLOCK AREA-—standard on all “Short Write’ policies. 
Designed to permit straight line recording of data for translation 
to punched cards, paper and magnetic tape for electronic com- 
puter input. Simplifies procedures, increases accuracy and speed 
in producing needed records, statistics, special reports. 
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1. Insert Reddi-Snap carbon loaded declarations in machine. (No 
hand-interleaving of carbons, out of line typing, left-out pages.) 
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3. Snap the forms out, discarding carbons—clear copies for home 
office, agent, certificate of insurance, PLUS cards for any inter- 
office system (if desired) —ALL IN ONE TYPING. 
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5. Fold and insert in special window envelope showing insured's 
name and address—seal and stamp. (No duplicate typing of en- 
velopes, no chance of error.) 





Full information about printing and data processing services on request to Dept.E of any of our offices. 
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New York Underwriters, 
Hartford Consolidating 


TO AID EFFICIENCY, ECONOMY 





N. Y. Underwriters Personnel to Join 
Hartford Group Offices, But Will 


Handle Business of Own Company 





A program consolidating the New 
York Underwriters Insurance Co. with 
the departmental offices of the Hartford 
Fire Group is announced by President 
James C. Hullett. Present personnel of 
the New York Underwriters will join 
consolidated Hartford Group offices but 
will continue to handle business of their 
company. The gradual consolidation, it 
is explained, is being undertaken to pro- 
duce increased efficiency and economy 
through group operation. 

The 7,600 agents of the New York 
Underwriters will continue to be served 
by the company’s field staff which will 
be maintained as a separate entity with 
the objective of further increasing New 
York Underwriters business and services 
through Hartford Group facilities. 

Founded in 1864 by Alexander Stod- 
dart as the New York Underwriters 
Agency, the firm was purchased by Hart- 
ford Fire in 1894 and incorporated as a 
company in 1925 with net surplus and 
capital provided by the Hartford Fire. 
For 30 years previously, Hartford Fire 
issued policies through the agency. 

In 1959 the Columbian National Life 
was acquired by the Hartford Group 
and its operations are being integrated 
with those of the group departments. 

Presently the Hartford Fire Insur- 
ance Company Group, including New 
York Underwriters, has assets of $1,- 
087,140,421 and policyholder surplus of 
$383,945,041. 


N. Y. Rate Changes 


(Continued from Page 25) 

tion — National Board Code 3: private 
dwelling buildings (National Board Class 
029-3) ; household contents of apartments 
(National Board Class 033-3); class rated 
mercantile buildings without dwelling oc- 
cupancy (National Board Class 042-3); 
light mercantile contents including mixed 
stocks, retail or wholesale (National 
Board Class 056-3). 

‘Brick and Fire-Resistive Construction 
—National Board Codes 3 & 5: building 
and contents of office and bank risks 
(National Board Classes 070-3, 070-5). 

Fire Resistive Construction—National 
Board Code 5: builders’ risks (National 
3oard Class 115-5). 

All Construction-Frame, Brick and 
Fire-Resistive—National Board Codes 1, 
3 and 5: hospitals, sanitoriums, orphan- 
ages, homes for the aged and asylums, 
except where inmates are under restraint 
(National Board Classes 085-1, 085-3, 
085-5). 

Fire rates were reduced in the follow- 
ing occupancy classes in New York State 
outside of New York City: 

Household contents in mercantile 
buildings, frame protected; brick and 
frame unprotected (National Board 
classes 002-1, 002-2, 002-4). 

Household contents in brick and frame 
unprotected private dwellings (National 
Board Classes 009-2. 009-4). 

New reduced optional 80% coinsurance 
rates have been provided for all-year 
private dwelling property in Class C. 
Territory in the Buffalo, Rochester, Syra- 
cuse and Albany Districts. 

Unprotected seasonal dwellings (Na- 
tional Board Classes 011-2, 011-4). 

Private dwellings buildings, frame pro- 
tected and brick and frame unprotected 
(National Board Classes 029-1, 029-2, 
029-4). 

Buildings and contents of office and 
bank risks, all construction codes (Na- 
tional Board Class 070). 

Buildings and contents of automobile 
garages, service and filling stations, brick 
protected, brick and frame. unprotected, 
and fire-resistive (National Board Classes 
093-3, 093-2, 093-4, 093-5, 093-6). 

Buildings and contents of schools, col- 
leges, libraries and museums, all con- 
struction codes (National Board Class 


105). 
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is| What's }{ a name? 


In insurance it is largely the 
ability and integrity of the 









people who represent it, both 






the agent who makes it his 





business to know your 












particular needs and the 





company that designs its 
policies to suit those needs. 














For more than three quarters ot 
; > feelin 

of a century, experienced “tives 
insurance buyers have : ing 
looked to CHUBB & SON : —_ 
for a quality service that writin 
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meets both business and D App 
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personal requirements. 
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Weare pleased to cooperate with the National Association of Insurance Agents 
in their campaign to tell their story and our story to the American public. 


CHUBB & SON INC, 








: Insurance Department in North Caro- - : 
Webb of Great American lina, ‘Phe legistation, prepared unider ‘his America Fore Offices in Rem 2 
Retiring December 31 guidance, was subsequently enacted into Milwaukee Consolidated |i. 5 
law by the North Carolina General As- , ; 


After 60 years of fire service to the sembly. On November 9 the four Milwaukee Bone 
4 . 7 . . , D 

Great American Group Alexander Webb, In 1899 Mr. Webb was elected vice offices of the America Fore Loyalty BGroup.. 
co-manager of the Virginia-Carolinas de- president of the North Carolina Home  [nsurance Group were consolidated it : 
partment will retire from active duty on Insurance Co. and in 1912 was made 
December 31. He entered insurance as President, serving also as North Carolina 
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building at 414 West Michigan Street Bent at 










a local agent in Asheville, N. C. and in manager of other of Great American ‘5 

1898 was instrumental in formation of companies. The companies of the group present) a. ; 
the North Carolina Association of In- Charles D. Arthur, manager and Henry maintain offices in the Wells Building gpa 
surance Agents, serving as its first pres- McKimmon, assistant manager, who [East Wisconsin Avenue; in the Broad: pre 
ident. During that same year he was’ have been associated with Mr. Webb Buildi n West Michigan Street: BGroup 
chairman of a legislative committee for many years, will continue in charge ee ee et rates 2% Teffer: aan 
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N. Y. Agents Oppose Direct Billing, 
But Not Use of Continuous Policies 


Sidney Mang of Sidney, regional vice 
) president of the New York State Asso- 
> ciation of Insurance Agents, announces 
D results of a survey recently conducted 
' among the Association membership. It 
‘covered some major problems and ques- 
"tions facing the American Agency Sys- 
tem at this time. There were 2,125 sur- 
) vey questionnaires forwarded to member 
) agencies with a return of 906 or approxi- 
mately 42%. 
' This survey resulted from a talk made 
/ by one of the member agents at the 
May, 1959, annual convention of the state 
association, in which he recommended 
Ften points whereby the company and 
/agents could improve their operations 
5 as to service and economy. The conven- 
' tion passed a resolution urging comple- 
Sti of this survey and subsequently 
' President Arthur Blum appointed a five 
“man committee of association members 
to conduct the survey. 


Not Against Renewal Certificates 









' The results of the survey indicate that 
‘agents, as a substantial majority, are not 
' opposed to the use of continuous policies 
" or renewal certificates, but they are pre- 
‘dominantly opposed to direct billing, by 
'avote of 723 to 134. Likewise by a small 
‘majortiy they expressed an interest in 
"learning more concerning direct billing. 
- That special agent’s services are in de- 
mand is indicated by 77% of the agents 
feeling that these company representa- 
‘tives were of value to their agencies. 
"The status of the special agent should 
be enhanced by giving them more re- 
sponsibility and authority to perform 
'more useful functions such as_ under- 
writing, claim investigations and inspec- 
' tions, according to 86% of the agents. 

| Approximately 75% of the agents are 
using free stationery, advertising pam- 
phlets and envelope stuffers provided by 
‘the companies. A majority of the agents 
are willing to discontinue company sta- 
'tionery but they feel that company ad- 
' vertising material should be continued. 
_ The subject of flat cancellations was 
F also given consideration and as a result 
it was learned that two-thirds of the 
Sagents feel that elimination of flat can- 
‘cellations after policy effective date 
would create a problem. Of the agents 
“replying 54% feel they are not in a posi- 
‘tion to reduce the number of flat can- 
_cellations. 





i Favor Claim Drafts For Agents 


The importance of more prompt claim 
“service is emphasized by 78% of the 
agents being in favor of companies pro- 
oviding them with claim drafts for their 
use. It was also determined that 86% 
po the agents now have authority from 
"some of their companies to settle first 
party claims up to $100 per claim and 


ie 


ba 








sabout one-half of the agents are in favor 
> increasing the maximum limit in this 


On the subject of commissions, 68% 
)% the agents returning the question- 
‘aire favor basing commissions on some 








: Royal-Globe Promotions 
» Royal-Globe Insurance Group has pro- 
soted J. W. Stanton to casualty man- 
ect at _——— Tenn. oe previous 

. |Post as casualty superintendent at Louis- 

idated ille has been filled by John T. Goebel, 

iIwauket rmerly in the Albany, N. Y. office. 

Loyalty ‘on have about 10 years with the 


lated inf 
ee-story 





» Anew appointment is Charles Daven- 
Port, named regional bond superintend- 

Street Bent at Nashville. Formerly with U. S. 
resently . & G., he thas had nine years’ ex- 
lding mPa ence. He will be assisted by W. P. 











Broad: Orie recently transferred from New 
at Means as underwriting assistant. The 
_ Stret Bstoup has also added a commercial ac- 





5 Jeffer- — unit to its Nashville casualty 
writing department with C. E. 


‘vis in charge. 
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type of merit plan such as loss ratio and 
services performed by the individual 
agencies. 

The New York State Association of 
Insurance Agents is making the results 
of the survey available to all of their 
members and also to companies and 
others who may be interested. 


Best’s Recommended 


Insurance Attorneys 


The new 3lst annual (1959-1960) addi- 
tion of Best’s Recommended Insurance 
Attorneys, a standard legal reference 
work for insurance company claim and 
legal departments, has been published. 
This 1,220 page national reference work 
presents biographical data, a verified list 
of insuranc company clients and lines of 
business specialized in for each of the 
listed recommended insurance attorneys 


Underinsurance 


is sending a boy to do a man’s job 





Unless insurance protection is increased to 
keep pace with the constant upward trend 


of values, the insured loses... 


the agent /oses... 
the company loses... 


The Crum & Forster Group of 
Insurance Companies provides 
assistance to their agents in the con- 
stant battle against underinsurance 


Your inguiry as to 


the advantages 


enjoyed by 


agents is invited. 
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© WESTERN DEPT., FREEPORT, ILL. 


+ PACIFIC DEPT., SAN FRANCISCO + 





_ Organized 1824 


WESTCHESTER FIRE INSURANCE CO. 


Organized 1837 


CRUM & FORSTER GROUP 


of Insurance Companies 


SOUND, DEPENDABLE INSURANCE 


UNITED STATES FIRE INSURANCE CO. 


in every city and town of 10,000 or more 
population, besides hundreds of smaller 
towns. Both the U. S. and Canada are 
covered, 

A special subrogation section appears 
for many larger cities, presenting in- 
formation as to those attorneys who are 
experienced in and desire to handle this 
specialized practice. 

Best’s Recommended Insurance At- 
torneys is available at the home office 
of Alfred M. Best Company, Inc., 75 
Fulton Street, New York 38, N. Y., or 
through branch offices in Boston, Chat- 
tanooga, Chicago, Cincinnati, Dallas, Los 
Angeles, and Richmond. 









THE NORTH RIVER INSURANCE CO. 
Organized 1822 
THE WESTERN ASSURANCE CO. 
U.S. Branch . . . Incorporated 1851 


THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 


110 WILLIAM STREET 


NEW YORK 38, NEW YORK 


SOUTHERN DEPT., ATLANTA * ALLEGHENY-OHIO DEPT., PITTSBURGH + VIRGINIA-CAROLINAS DEPT., OURHAM, H.C. 











Page 34 







THE EASTERN 
UNDERWRITER 









‘OR 
[-4utomobile } 
“a be 








November 20, 1959 








Underwriters Are Nursing Wounds 


From St. Lawrence Seaway Losses 


credited with bringing about the first 


Marine insurance underwriters are 
“nursing many wounds” as the St. Law- 
rence Seaway ends its first season of 
operation, Miles F. York, president of 
the American Institute of Marine Un- 
derwriters, said November 17, at the an- 
nual meeting of the National Foreign 
Trade Council in the Waldorf-Astoria. 

Mr. York urged marine underwriters 
to exert their influence to “correct con- 
ditions which have so far contributed to 
a less favorable insurance experience 
than may have been anticipated.” He 
cited this example of experience in the 
Seaway: 

“A ship on a voyage from Hamilton 
to South American ports via Montreal 
struck her port side entering the Iro- 
quoise Lock doing slight damage to shell 
plating; subsequently on the same date 
her starboard side came in contact with 
Snell Lock causing slight shell damage, 
and on the same date on departure from 
Beauharnois Lower Lock her port quar- 
ter struck the lock sustaining further 
damage.” 

The AIMU president then noted that 
on that same day 10 other ships sus- 
tained casualties in the Great Lakes, the 
Seaway, and the St. Lawrence River. 


Problems of Containerization 


Mr. York, on another facet of marine 
underwriting and marine travel, said 
that containerization—a current tech- 
nological advancement which should con- 
tribute to cargo loss prevention—“cre- 
ates new problems for the underwriter.” 
The AIMU head gave this example: 

“In order to take maximum advantage 
of the cubic space in a container, a ship- 
per may rely on the pilferage-free char- 
acter of a container and relax his stand- 
ards of packaging. Such a decision may 
be justified if the goods are shipped 
warehouse-to-warehouse in one contain- 
er. But if the goods are removed from 
the container short of destination or are 
not placed in the container at the point 
of original shipment, you can see the 
additional exposures which develop.” 

He added: “Furthermore, the stresses 
and strains placed on the goods within 
the container during transit, particularly 
if not stowed solidly, may not have been 
anticipated adequately by the shipper or 
the carrier.” He pointed out that “this 
method of packaging is in its infancy 
and much will need to be learned by the 
trial and error method.” 

Special container ships have been built 
and many more are in the planning 
stage, he told the National Foreign 
Trade Council. 


Theft and Pilferage 


“The world-wide disease of theft and 
pilferage continues to plague under- 
writers,” Mr. York stated. “We do wish 
that more ports would adopt the practi- 
cal approach taken in New York. I am 
referring to the Security Bureau which 
is a cooperative undertaking initiated 
many years ago by underwriters and 
now supported by carriers, stevedores, 
and other interests in the port. When 
supportable evidence is in hand, the staff 
of the Security Bureau will assist the 
party involved to prosecute a case to a 
conclusion. The aggressive attack by the 
bureau has provided a salutary discipli- 
nary influence in the port. Its success 
demonstrates that the cooperative effort 
of most or all of the parties involved is 
a prerequisite. 





Safety-of-Life-at-Sea Conference 


“Too often in life a crisis, or a tragedy 
is required to impel Progress. The sink- 
ing of the Titanic in 1912 is generally 


international conference on safety-of- 
life-at-sea. In 1929 a second conference 
drew up a convention, but it was 1936 
before sufficient countries had ratified 
the convention to bring it into being. 
The accumulation of matters pertinent to 
achieving greater safety-at-sea brought 
about a second convention in 1948, which 
was not effective until 1952. Now, fur- 
ther developments and such disasters as 
the sinking of the Andrea Doria have 
stimulated a third convention which will 
be convened in London during May, 
1950. 

“Marine underwriters deem this to be 
a matter of utmost urgency and it is 
vital to your interests as world traders. 
The advancements in ship design and in 
navigational aids can only rebound to 
your benefit. Safety of property and life 
at sea and the safe delivery of your 
goods in sound condition are directly as- 
sociated with more adequate and intelli- 
gent use of radar and other navigational 
aids.” 





Wattles Marine Manager 


For Chubb Pacific Dept. 
Chubb & Son Inc., has named Walter 
C. Wattles as marine and inland marine 
manager of the Pacific department in 
San Francisco, succeeding C. Convers 
Goddard who was recently appointed 
manager of the firm’s Canadian depart- 
ment. 

Mr. Wattles, a graduate of Vanderbilt 
University in 1936, has been manager of 
the Southern department of Chubb & 
Son Inc. in Atlanta for the past four 
years. Prior to that Mr. Wattles had 
many years’ experience primarily in the 
marine insurance business in the south- 
ern states. During the war he served 
overseas for four and one-half years as 
an officer in the United States Naval 
Reserve, attaining the rank of lieutenant 
commander. 





Sayre & Toso Marine 


Managers for Jefferson 


Dr. Max Wollner, chairman of the Jef- 
ferson, announces appointment of Sayre 
& Toso, Inc.-W. B. Brandt & Co., Inc., 
as ocean marine managers for the com- 
pany. 

The ocean marine underwriting and 
claims department staffs of Jefferson will 
join Sayre & Toso, Inc.-W. B. Brandt 
& Co., Inc. thereby assuring a continua- 
tion of the service brokers and agents 
have come to expect from Jefferson. 
The New York office of Sayre & Toso, 
Inc.-W. B. Brandt & Co., Inc. is 162 
William Street. 





Aetna Advances Austin 


David Austin has been advanced to 
manager of the Atlanta, Ga., office of the 
Aetna Insurance Co. Mr. Austin is a 
native of Sewickley, Pa. He attended 
Woodbury Forest in Orange, Va., for 
four years, then Carnegie Tech where his 
college education was interrupted by 
World War II. After serving with the 
Army, he entered Trinity College at 
Hartford, and graduated with a Bachelor 
of Arts Degree. He was associated with 
another insurance company as special 
agent in North Carolina before joining 
the Aetna in 1954 to take charge of the 
Winston-Salem, N. C., service office. 


MICH. AUTO ADJUSTERS MEET 


New Small Cars Exhibited; Auto Theft 
Claim Session Held at Michigan 
State University 

Repair costs on the MUnitized-type 
bodies in general use in the new model 
small cars should be much less than on 
recent standard models, adjusters were 
told at a recent Michigan State Univer- 
sity seminar session. 

Seven of these small cars, including 
three foreign makes, were on exhibition 

at the session, sponsored by the recently 
organized ‘Michigan Adjusters Associa- 
tion. Some 115 members and guests, in- 
cluding over 30 companies, attended. 

J. C. Purcell, manager of service train- 
ing for G.M.’s Chevrolet division, to- 
gether with Chevrolet and Fisher Body 
engineers, demonstrated the safety fea- 
tures and repair accessibility of the new 
Corvair. A film was shown of crash 
tests on the Corvair made at General 
Motors’ Proving Grounds. 

It was emphasized that damage points 
are localized to a greater extent in the 
unitized models than in older body styles. 
Other small cars shown were the Ford 
Falcon, American Motors’ ‘Rambler, 
Studebaker’s Lark, Dodge Dart, Volks- 
wagen, Fiat and Renault. Repair equip- 
ment also was on exhibition. 

William J. Davis of the National Auto- 
mobile Theft Bureau, Chicago, also con- 
ducted a seminar session on auto theft 
claims, stressing the need for work with 
police authorities in preventing thefts. 

The next seminar to be concerned with 
workmen’s compensation claims, is sched- 
uled for Detroit in January. 





Howard J. McKinley Dies 


Howard J. McKinley, for many years 
manager of the general cover and brok- 
erage department of the Atlantic Com- 
panies (Atlantic Mutual and Centennial) 
died on November 14 after having been 
struck down by a bus. He was 48 years 
old. Mr. McKinley was on his way to 
St. Clement Pope Church in South Ozone 
Park, Y. where he was active in 
church affairs and president of St. Vin- 
cent de Paul Society. 

He had been with the Atlantic Com- 
panies since 1937 and prior to that was 
employed for nine years by the New 
York Fire Insurance Exchange. Surviv- 
ing are his wife Gertrude, a daughter 
Ann, 18, and twins Gertrude and How- 
ard age 16. 





J. Alfred LeConey Dies; 


America Fore Engineer 

J. Alfred LeConey, Plainfield, N. J., 
died suddenly November 11 at the age 
of 58. He was superintendent of the 
sprinkler risk underwriting division of 
the engineering department of the Amer- 
ica Fore fire insurance companies, Amer- 
ica Fore Loyalty Group. Mr. LeConey 
began his insurance career in 1923 with 
the Middle Department Rating Associa- 
tion in Philadelphia. From 1926 to 1938 
he was associated with Marsh & McLen- 
nan, Inc., in New York City. 

He joined America Fore in 1938 as a 
special agent for Continental’s engineer- 
ing department in New Jersey, becoming 
state agent in 1946. He was named 
superintendent at America Fore’s home 
office in New York City in 1951. Born 
in Moorestown, N. J., Mr. LeConey re- 
ceived his B.S. degree in civil engineer- 
ing from Lafayette College in 1923. As 
a member of Lafayette’s track team, Mr. 
LeConey was I.C.A.A.A.A. 100-yard and 
220-yard sprint champion in 1922; he 
held the I.C.A.A.A.A. record for the 
100-yard dash (9.7 seconds) for nine 
years. He was anchor man on the United 
States’ 400-meter relay team which was 
victorious in the 1924 Olympic Games 
at Paris in the record-breaking time of 
41 seconds. 

He was a past chairman of the Confer- 
ence of Special Risk Underwriters; past 
secretary-treasurer of the Society of Fire 
Protection Engineers; member, Ex-New 
Jersey Fieldman’s Association; member 
and past president of the Plainfield 
Recreation Commission. He is survived 
by his wife, Zelda E. LeConey. 
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Ford Moves to Organize 


Own Insurance Company 


The Ford Motor Company of etre 
announces that it is forming an_ insur. 





ance subsidiary to provide automobjk 
physical damage coverage. The new uni 
will operate in conjunction with the sale 
financing operations of the recently 
formed Ford Credit Company. 4 

T. O.Yntema, vice president of finance 
for Ford, says formation of the insur. 
ance subsidiary is in keeping with thP 
move which led to establishment of thp 
credit company, namely to “furnish what. 
ever feasible services that can be mos} 
useful to our dealers and customers’ 
Details of the new insurance unit are no 
complete as yet. 4 


bs oi nk 





AETNA MOVES RICKS TO LA. 
Transfer of Special Agent L. Wakh 
Ricks from Georgia to the Louisian) 
field is announced by President H. } 
Mountain of the Aetna. 


N. Y. Dept. Dinner = | 


(Continued from Page 1) 





The program and banquet commit'ef 
includes Jack R. Manning, managing ¢. 
rector, Life Underwriters Association of 
New York; Matthew Napear, Napear if 
Son; Arthur E. O’Leary, Health Insw-. 
ance Institute; William Pollard, exec. 
tive secretary, National Association pf 
Insurance Agents; Daniel J. Reidy, vie: 
president, Guardian Life;  Grahajp 
Watts, vice president, Royal-Globe In} 
surance Group; and Stanley Waynf 
Salinger-Wayne Agency. 

The public relations committee is mat: 
up of Holgar J. Johnson, president, Inf 
stitute of Life Insurance, chairman; Wi) 
liam H. Heineke, vice president, Lun} 
bermens Mutual Casualty; Harry Wp 
Miller, U. S. general attorney, Commer} 
cial Union, North British Group, anf 
president of the National Board of Firh 
Underwriters; H. Clay Johnson, deputy} 

S. manager, Royal-Globe Insurance} 
Group; F. W. ‘Westervelt, manager, pubf 
lic relations department, National Boar} 
of Fire Underwriters; and Burton lp 
Youngman, manager, public relations dep 


partment, Association of Casualty ai} 
Surety Companies. 
The finance committee includes | 


Dewey Dorsett, general manager, Ass 
ciation of Casualty and Surety Conf 
panies, chairman; Carl E. ‘McDowell, e 
ecutive vice president, American Inst 
tute of Marine Underwriters; John /f 
Neville, secretary, American Insuran} 
Association; Newell R. Johnson, gener} 
manager, American Mutual Insurangf 
Alliance; Michael J. Murphy, gener} 
manager, Association of New York Sta 
Mutual Casualty Companies; Robert P 
Neal, general manager, Health Insuranh 
Association; Harold L. Wayne, gener 
manager, Inland Marine Underwrite: 
Association; George H. Ort, executi 
vice president, Insurance Brokers Ass 
ciation of the State of New York. : 

Also Craig Thorn, Jr., president, lf 
surance Federation of New York; Bru 
E. Shepherd, executive vice presidet 


Life Insurance Association of Americ 
Roderick L. Geer, executive secretat 
Mutual Agents Association ; CC. 
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Harrington, executive vice president, Mj 
tional Association of Casualty & Sure 
Agents; Vestal Lemmon, general manage 
National Association of Independent | 
surers; William A. Pollard, executil 
secretary, National Association of Inst} 
ance Agents; Barclay Shaw, secretd 
and counsel, National Association of I 
surance Brokers. 

Also Howard S. Omsberg, general mij 
ager, National Automobile Underwnrite 
Association; L. A. Vincent, general ma 
ager, National Board of Fire Underw# 
ers; William Leslie, Jr., general manag 
National Bureau of Casualty Underwt' 
ers; Jack R. Manning, managing dité 
tor, New York City Association of L’ 
Underwriters ; Arthur F. Blum, pr 
dent, New York State Association 0 
surance Agents; Spencer L. MeCar 
managing director, New York State 4 
sociation of Life Underwriters; War 
N. Gaffney, general manager, Surety 4 
sociation of America. 





State 


A pr 
code dr 
views f; 
mies at | 
ance Cor 
meeting 
day sess 
sive revi 
I prepa 
It was ¢ 
an ‘hour. 

One ir 
Said the 
Other sa; 
made tc 
Studying 
tion was 
ferred t¢ 
which ha 
ary. The 
ing num 


Dany 


Detroit 





insur. 
mobile 
W unit 
© sales 
cently 


inane 
insur- 
th the 
of the 
what.) 
> mos 
mers. & 
re not 


mit‘ eee 
ing di: 
10n olf 
year UF 
Insur- 
exect: 
ion op 
y, Vice 
raham 
be Inp 
Vayne 


Fee ae 





November 20, 1959 















Burglary Rates Raised 
in 17 States Nov. 18 


RULE CHANGES IN MOST STATES 





Revision Announced by National Bureau 
And Mutual Rating Bureau; Sig- 
nificant Classification Changes 





Revised manual rate and state terri- 
torial assignments for burglary cover- 
ages in certain states were made effective 
November 18 by the National Bureau of 
Casualty Underwriters on behalf of its 
member and subscriber companies. The 








Mutual Bureau’s Changes 
The Mutual Insurance Rating Bureau, 
in announcing its revised manual rules 
and rate changes for burglary cover- 
ages, also effective November 18 with 
exception of Texas (Dec. 16), followed 
the pattern of the National Bureau’s re- 
vision. It was indicated that manual rule 
changes are not applicable in New Jersey 
and New York. The Mutual’s news re- 
lease did not indicate percentage of rate 

increases. 
Pe Ss CT 


changes are effective in Alabama, Cali- 
fornia, Colorado, Florida, Georgia, Illi- 
nois, Indiana, Kentucky, Massachusetts, 
Michigan, ‘Missouri, Ohio, Pennsylvania, 
South Carolina, Tennessee, on Decem- 
ber 16 in Texas. 

Rate changes, which reflect recent 
experiences of the carriers, vary by 
state and territory. Their average effect 
on the countrywide premium volume for 
each of the affected coverages is as fol- 
lows: 

Mercantile open stock—4% increase; 
mercantile safe burglary—3% increase; 
money and securities broad form (inside 
premises), increase of 4.7%, and store- 
keepers burglary and robbery, up 6.7%. 

Rules Changes 

Effective with the rate revisions are 
changes in most states in the rules ne- 
cessitated by a revision of the office 
burglary and robbery coverage and a 
revision of safe and vault classifications 
for mercantile safe burglary and money 
and securities broad form coverage. Ex- 
cluded are Kansas, Louisiana, New York, 
New Jersey, Virginia and West Virginia. 

Significant changes have been made 
in classifications of mercantile safes, 
chests, cabinets and vaults, reflecting re- 
cent decisions by the safe industry to 
market safes providing a higher degree 
of protection. 

The move by manufacturers to 
strengthen safes is aimed at combatting 
an increased frequency of attacks on 
safes by the use of carbide drills or abra- 
sive cutting wheels—virtually outmoding 
torch and explosive methods —to facili- 
tate the penetration of existing safes. 











State Insurance Companies 
Balk at New Georgia Code 


A proposed new Georgia insurance 
code drew virtually no expressions of 
views from domestic insurance compa- 
nies at a meeting called by State Insur- 
ance Commissioner Zack D. Cravey. The 
meeting had been scheduled as a two- 
day session to consider the comprehen- 
Sive revision of Georgia insurance laws 
M preparation for two years. However, 
it was dismissed after little more than 
an ‘hour. 

One insurance company representative 
Said the meeting was premature. An- 
other said that any objections should be 
made to a legislative committee now 
Studying the bill. The proposal in ques- 
tion was prepared in 1958 and then re- 
ferred to a joint legislative committee 
which has been studying it since Febru- 
ary. The committee has been consider- 
ing numerous suggested changes. 


Temporary Committee 
Sustains Mich. Surety 


FOR 45-DAY AUDIT PERIOD 





Blackford Names Fritz His “Direct Rep- 
resentative”; Kroll Resigns Presidency, 
Stewart Succeeds Him 





Operating conditions have been set up 
which make possible virtually normal 
continuance of business by Michigan 
Surety in the 43 states to which it is 
admitted, Michigan Insurance Commis- 
sioner Frank Blackford disclosed last 
week. 

The Commissioner, himself a member 
of the three-man operating committee 
created by stipulation to forestall an im- 
mediate receivership order on his peti- 
tion, wrote other Commissioners regard- 
ing steps taken at two meetings of the 
committee. The committee is supervising 
the company’s affairs during a 45-day 
period while a new independent exami- 
nation is being conducted by Joseph 
Froggatt & Co., New York City. 

Commissioner iBlackford said the com- 
mittee has provided for reinsurance ar- 
rangements to safeguard the interests of 
all types of insureds and will meet at 
least once weekly to “review practices 
and procedures in light of existing cir- 
cumstances.” 

Donald W. Fritz, Michigan depart- 
ment assistant chief examiner, has been 
named the Commissioner’s “direct rep- 
resentative,” to function in the operating 
group. Mr. Blackford also noted ac- 


Luecke to Chicago for America Fore 


Effective immediately, Erwin H. 
Luecke, vice president of the America 
Fore insurance companies of the Amer- 
ica Fore Loyalty Group, is establishing 
headquarters at the western department 
of the Group at 360 West Jackson Blvd., 
Chicago. Formerly located at America 
Fore’s home office in New York, Mr. 
Luecke will initially act as senior liaison 
officer at Chicago between the Fidelity 
& Casualty’s production and underwrit- 
ing departments at New York and the 
various branch offices of the company 
located at St. Louis, Kansas City, Minne- 
apolis, Milwaukee, Cleveland, Detroit, 
Denver and Des Moines. 

Effective January 1, 1960, Mr. Luecke’s 
supervision will also include the newly 
established Illinois branch office of the 
Fidelity & Casualty at 135 South La 
Salle St., Chicago. under the immediate 
management of Secretary Herbert S. 
Ogden. In due course complete casualty 
and surety underwriting, accounting and 
supervisory facilities for the F. & C. in 
the western department will be centered 





ceptance of the resignation of Mark 
Kroll, Cincinnati, from the presidency. 
James P. Stewart, Lansing, a former 
Assistant Attorney General, has been 
elected to the board to succeed him. 

Commissioner Blackford asked fellow 
commissioners of other states where 
Michigan Surety operates to advise the 
committee “On any matter pertaining to 
the company which becomes of concern 
to you.” 

Continental Casualty, it was disclosed, 
has a 90% reinsurance contract for all 
Michigan Surety transportation business. 
This contract expires January 31, 1960, 
but it was agreed that the committee will 
insist that all new transportation busi- 
ness be reinsured 100% with a carrier 
approved by the Michigan Department. 








SERVICE 
IS OUR NAME! 


Public Service has shown a very steady and 


significant growth over the years. 

This has been built in large measure on 
what our name signifies — Service. 
Shouldn’t you consider our service? 


20% DEVIATION — General Liability All Forms 
15% DEVIATION — Fire and Allied Lines 


10% DEVIATION — Auto Liability, other than 
private passenger vehicles 


DIVIDEND PAYING —Workmen’s Compensation 


® our deviation arrangement and liberal commis- e 
sion make Public Service insurance easier to sell. 





Public Sewive 


MUTUAL INSURANCE COMPANY 


HOME OFFICE 
10 COLUMBUS CIRCLE 
NEW YORK 19,N. Y. 





Deviations and Dividends shown for New York State; . 


NB 


a)? 


35 years of public service 


W. E. DANDRIDGE, Agency Supt. 


THOMAS H. RIGGINS, Manager 
1103 So. Miami Ave., Miami, Florida 


W. C. VAN VECHTEN, Manager 
10 Gibbs St., Rochester 4, N. Y. 


Special Agent, WILLIAM D. WILLIAMS 


.. for other states, write New York office. 


at America Fore Loyalty’s Chicago head- 
quarters. 
Luecke’s Background 


A 34-year veteran with America Fore, 
Mr. Luecke joined the Fidelity & Cas- 
ualty in 1925 as a special agent in his 





ERWIN H. LUECKE 


native St. Louis, Mo. In later years he 
opened district offices for the F. & C. in 
South Bend, Ind., and Sioux Falls, S. D., 
returning to the St. Louis branch office 
in 1932 for special agency work in bond- 
ing lines. He was appointed agency 
supervisor at St. Louis in 1936. 

In 1938 Mr. Luecke transferred to the 
home office agency department as super- 
intendent of the casualty production divi- 
sion, becoming superintendent of agen- 
cies in 1951. He was appointed as assist- 
ant secretary of the America Fore com- 
panies in ‘1953, secretary in 1954 and a 
vice president in 1955. 





Surety Underwriters Assn. 
Of N. Y. Elects Carmick Pres. 


Thomas T. Carmick of the Fireman’s 
Cos., was lected president of the Surety 
Underwriters Association of New York 
City at its annual meeting November 5, 
at the Railroad-Machinery Club, New 
York. Mr. Carmick succeeds Guy E. 
Conrath, American Insurance Group. 
George K. Sneden, Springfield F. & M., 
was elected vice president, and Arthur 
H. Kraus, Fund Insurance Cos., secre- 
tary-treasurer. 

Elected to the executive committee 
were A. Earl Usher, Standard Accident; 
M. A. Verdrose, Great American; Audley 
A. Davis, Maryland Casualty; Harry D. 
Schmedes, American Surety, and Messrs. 
Carmick, Sneden and Conrath. 

The meeting also featured the showing 
of “The Fabulous Decade,” a film on the 
modernization of sea and air facilities 
in the Greater New York area by the 
Port of New York Authority. 





98.125% of Maine Bonding’s 


Capital Stock Tendered 


As of November 12 a total of 98,125 
shares or 98.125% of capital stock of 
Maine Bonding & Casualty has been 
tendered. Remaining stockholders have 
until December 31 to exchange their 
stock. 

On November 2 an exchange offer, 
which Northern Insurance of New York 
made to stockholders of Maine Bonding, 
went into effect when 84.375% of Maine 
Bondings’ capital stock was tendered in 
exchange for Northern stock. Northern 
stockholders of record November 18, 
will receive the company’s next quarterly 
dividend of 37%4¢ per share payable No- 
vember 24. 
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H. J. Ginsburgh Cautions Against Panic 
In Free-for-all Rating Battle Ahead 


The complexities, perplexities and 
downright dangers in the present rating 
situation prevailing in the fire and auto- 
mobile insurance fields were discussed 
in detail by H. J. Ginsburgh, senior vice 
president, American Mutual Liability, in 
addressing the Mutual Insurance Tech- 
nical Conference November 9 at Edge- 
water Beach Hotel, Chicago. Expressing 
his grave concern over current trends, 
Mr. Ginsburgh endeavored to place them 
in some perspective. ms , : 

He sized up the underwriting situation 
in the fire and casualty business as “con- 
fused, confusing, and on the way to 
becoming more so.” The development of 
confusion, he felt, has already proceeded 
quite far in the private passenger car 
field, and he observed: “There are many 
signs that fire insurance is entering upon 
the path already traveled by the auto- 
mobile business. Landmarks erected by 
cooperative effort are falling. The very 
principles of rating bureau operation are 
changing. An investigation committee 
of the Congress is seemingly imbued 
with a doctrinaire philosophy which ad- 
mits of no difference in pricing theory 
and practice between insurance and other 
forms of economic enterprise.’ 


Competition Is The Cry 


The speaker exclaimed that “competi- 
tion is the cry—price competition un- 
trammeled by the monopolistic machina- 
tions of rating bureaus. This is a pic- 
ture filled with problems for our com- 
panies, even the problem of survival it- 
self. In the free-for-all rating battle 
that seems to impend, for the small com- 
pany the ultimate peril might press close 
indeed.” 

Under conditions such as these, which 
now exist and may well be intensified 
over the next few years, Mr. Ginsburgh 
said it would be easy to yield to panic, 
to launch forth into impulsive, hasty and 


ill-considered action. He ce autioned 
against such action, saying: “Under- 
writers must not, dare not, be over- 


borne in the turmoil. We must marshall 
our resources of knowledge and resolu- 
tion for our companies, conserving their 
strength for the growth of the future. 
We must meet our problems in a man- 
ner to retain a measure of order in the 
business which is essential to the in- 
terest of the public.” 

Present Competitive Fever Not Unique 


Mr. Ginsburgh that the 
present competitive fever, “with rating 
organizations on the defensive, with 
threatened disintegration of established 
cooperative rate-making and consequent 
dissolution of rate uniformity, is not 
in the history of the fire insur- 


maintained 


unique t € 
ance business. Periods of relative tur- 
moil have alternated with periods of 


relative stability for the past 100 years. 

. Can we not be as able and adept as 
our predecessors in meeting it? Even 
the political bias toward insurance price- 
competition-to-the-hilt apparently held 
by the present U. S. Senate investigating 
subcommittee is obviously not something 
new.” 

In this connection he traced the trend 
away from anti-compact laws, applicable 
to insurance, to insurance rate-regula- 
tory laws, and finally to Federal recog- 
nition in passage of the McCarran Act 
in 1945. 

“I can be very wrong,” the speaker 
stated, “but I doubt that anything com- 
ing out of the O’Mahoney subcommittee 
will seriously affect the understanding 
of realities expressed in that act.” He 
explained: “The surge of the competitive 
forces now so apparent in the fire in- 
surance business, and which I believe will 
rise in power and scope during the com- 
ing years, has not arisen out of the Sen- 
ate investigation. On the contrary, it 
produced the investigation. There was 
no spontaneous combustion in the gen- 


esis of the Senate subcommittee’s in- 
terest. In fact, there might be a slight 
suspicion of arson. 

He went on to say that the competi- 
tive forces were held in check by the 
exigencies of World War II. In his 
opinion, they would have emerged “just 
as surely and probably more rapidly 
after the war if there had been no SEUA 
case. I believe the passage of the Mc- 
Carran Act and subsequent state regu- 
latory legislation extended from 
rating organizations to companies acting 
individually a burden of sees full the 
latter had hitherto largely escaped. . 


Temptation Too Great 


Mr. Ginsburgh then set forth that the 
rapid post-war growth of the market 
for residence coverage, as construction 
of new homes tried to catch up with 
demand supported by easy credit, pro- 
vided a temptation too great for the 
competitive instinct to withstand. He 
pointed to the introduction of the home- 


owners policy in 1950 as “the first really 
powerfully backed move to rate com- 
petition,” and it has now moved on to 
the residence ‘fire field generally. These 
moves, he said, reflect the same factors 
as have been operating in the private 
passenger automobile market. 

He declared that the companies which 
have been most active in raising the 
pressure of automobile insurance price 
competition are now moving into the 
residence fire field on a broad front. 


Moves Made by Bureau Stock Companies 


Three years ago in addressing another 
group in Chicago Mr. Ginsburgh pointed 
out the obstacles to improvement in 
automobile underwriting results pre- 
sented by the fierce competition in the 
business. He said then that bureau com- 
panies, in the face of independent com- 
petition, would be reluctant to raise rate 
levels to the full extent required by the 
existing rate structure, and that instead, 
“it is highly likely that the time will not 
be long before the bureau stock companies 
make a substantial reduction in their 
traditional expense loading, a large por- 
tion of that reduction coming out of the 
acquisition cost allowance.” 

This has come to pass. However, the 
speaker said that the expense loading 
reduction was not enough of itself to 


hold back the pressure of independent 
merchandising and rating competition, 
He pointed to the “defection of one of 
National Bureau’s largest members early 
this year,’ ” immediate reaction to which 
was a “fundamental change in_ their 
principle of operation whereby individual 
members or subscribers to the bureau 
may have variations from the rating J 
system filed for them by the bureay | 
acting as filing agent. ; 

“Of course, such variations can make © 
for rating competition within the bureay | 
membership,” said Mr. Ginsburgh. “The | 
plan can place smaller companies among [7 
the membership at some disadvantage | 
with the larger companies, the latter | 
being more likely to have the requisite — 
staff to develop variations from the bu- | 
reau rating system and to provide sup- 
porting data. Whether a bureau operat- 
ing under this principle can hold to. 
gether remains to be seen. If application 7 
is not excessive, I believe it can.” He | 
continued: 


Steps Taken by Mutual Rating Bureau | 


“The Mutual Rating Bureau, respond- 
ing to the same stimuli in the automobile | 
field, acted in much the same way as | 
the National Bureau with respect to | 
providing for agency filings. The Mutual | 

(Continued on Page 41) 
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To the many brokers who have recently earned 


the C.P.C.U. designation, Prudential sends its 
compliments and best wishes. The high profes- 
sional standards symbolized by the Chartered 


Property and Casualty Underwriters reflect credit 
on the entire insurance industry. 


LIFE INSURANCE * ANNUITIES * SICKNESS AND ACCIDENT PROTECTION *© GROUP INSURANCE * GROUP PENSIONS 
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C. R. Hall, Jr. Vice 
Pres. of New Company 


JOINS GREAT AMERICAN F. & C. 
Former Chubb & Son Manager to 
Further New Concept of Fire and 
Casualty Marketing 





C. Robert Hall, Jr.. CPCU, has been 
named vice president of Great Amer- 
ican of Dallas Fire & Casualty, the 
newly organized affiliate of the 24-year 
old life and health company, Great 
American Reserve. Travis T. Wallace, 
president and founder of both com- 
panies, made the announcement. 

A native of Atlanta, where he was 
southern manager for Chubb & Son’s 
casualty and automobile insurance busi- 
ness, Mr. Hall had prior to that served 
as resident manager for John Ratterree 
& Co. He was also co-founder of Dixie 
Fire & Casualty of South Carolina. 

Mr. Hall who has conducted numerous 
seminars and clinics has also developed 
improved insurance sales techniques. He 
earned the CPCU designation in 1955 
and is now president of the Georgia 
chapter. 

Mr. Hall will assume a leading role 
in furthering Great American F. & C’s. 
relatively new concept of fire and cas- 
ualty insurance marketing, selling almost 
exclusively through the established ca- 
reerman field force of Great American 
Reserve and featuring company perform- 
ance of every possible function exclusive 
of sales. A plan for monthly payment 
of premiums similar to that employed 
by life and health insurance companies 
will] be introduced. 

Issuance of Policies Commenced 

November 1 


While Great American of Dallas Fire 
& Casualty is presently licensed only in 
Texas, it is anticipated that entry into 
other southwestern states in which Great 
American Reserve operates will be ac- 
complished at a later date, President 
Wallace said. 


Citizens Cas. Dividends Up 


At a special meeting of the Citizens 
Casualty board of directors, November 
12, dividends were increased by declaring 
the same amount on a quarterly instead 
of semi-annual basis. In 1958 and 1959 
the company paid semi-annual cash di- 
vidends of 10¢ a share. The first such 
quarterly dividend of 10 cents a share 
will be paid on January 15 to all stock- 
holders of Class A stock of record at the 
close of business January 5. 





American Casualty Issues 


Improved Bond Order Blank 


An improved bond order blank has 
been issued by the fidelity and surety 
department of American Casualty of 
Reading, Pa. 

The new form almost completely eli- 
minates paperwork in connection with 
a bond application and raises the limits 
of bonds in five categories which can be 
written with this short blank, Howard 
G. Riley, fidelity & surety vice pres- 
ident said. 

Instead of being used only for bonds 
of $5,000 or less, the limits have been 
raised to $25,000 for administrator and 
executor bonds, and to $10,000 for 
license, permit and public official bonds. 
One application takes care of five cate- 
gories of bonds. 

The new application form requires no 
envelope and no postage. The application 
is folded, stapled shut and dropped into 
the mailbox. The American Casualty 
branch office to which it is addressed 
pays the postage. 

Mr. Riley said roughly 95% of bonds 
in these classes can be handled with 
ACCO’s improved order form. Informa- 
tion required on the form has been kept 
to an absolute minimum, and the under- 
writing is limited to the agent’s recom- 
mendation. The applicant’s signature is 
unnecessary. 





Indemnity of North America 
Develops New Bank Alarm 


Indemnity of North America has de- 
veloped a random selection bank signal 
system to prevent early morning bank 
ambush attacks. 

Under the INA system the bank ex- 
ecutive chooses at random, through a 
mechanical device, a confidential signal 
to be used in conjunction with the morn- 
ing bank opening procedure. 

Neither the signal nor the employes 
who put it into effect are known before 
closing time the day before, and the 
combination of signals will vary from 
day to day. Potential bank robbers have 
no way of knowing what signal will be 
put into effect on any particular day. 


Williams Addresses ASIM 


Roger Williams, secretary, boiler and 
machinery department of the Commer- 
cial Union Group, addressed the New 
York chapter of the American Society 
of Insurance Management November 19, 
at the Sheraton-Atlantic Hotel, New 
York. The topic of Mr. Williams’ 
speech was “The Buyers’ Problems in 
Boiler and Machinery Coverages.” 





PRITCHARD AND BAIRD 


REINSURANCE 


Consultants 


Intermediaries 





Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 


best. 

















GEN’L AMERICA CORP. EARNINGS 


Net Profit for Nine Months on Consol- 
idated Basis Was $8,311,657 or 
$15.96 per Share 

W. L. Campbell, president of General 
America Corp. and subsidiary companies, 
reports that for the first nine months 
ending September 30 an adjusted under- 
writing profit of $10,906,086 was shown in 
the consolidated statement of earnings. 
This represents $20.93 per share, com- 





pared to $11.09 as of September 30, 
1958. : 
Net investment income of the Gen- 


eral companies for the same period was 
$4,898,524 or $9.41 per share compared 
to $8.47 for the same 1958 period. Under- 
writing profit and investment income, 
plus other operating income and profit 
on sale of securities, totaled $15,459,641 
or $29.69 per share. A year ago the 
earnings per share were $19.60. 

After provision for income tax the net 
profit as of September 30 was $8,311,657 
or $15.96 per share compared with $11.76 
for nine months of 1958. 

Total assets shown in the consolidated 
balance sheet for the nine months were 
$262,478,458. Earned surplus stood at 
$70,916,496 while capital and surplus com- 
bined totaled $78,062,900. 

A quarterly dividend of 60 cents per 
share was declared by the directors, pay- 
able December 1 to stockholders of rec- 
ord November 13. 

During the first nine months of 1959 
LIFECO, the General’s life affiliate, paid 
for $24,164,142 of business. Its total in- 
surance in force as of September 30 was 


$71,007,033. 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WoOrth 4-1981 























NATIONWIDE AUTO RATES CUT 





15% Discount on Compact Auto Liability 
in Ohio; Applications in 
Other States 

A discount of 15% on liability insur- 
ance rates for compact autos was an- 
nounced recently by Nationwide Mutual. 

Approved by the Ohio department of 
insurance, the lower rates went into ef- 
fect in this state November 16. Applica- 
tions for the lower rates have also been 
filed with the insurance departments in 
Conn., Del., Fla., Ind., Ky., Md., Mich., 
NS J We ¥. Penn KR. 1. .S. c. Tenn. 
Va., and the District of Columbia. 

Nationwide’s president, Murray D. 
Lincoln, said the new rates apply to most 
of the American made compact cars— 
including all of the Corvairs, Falcons and 
Valiants. Several models of the Lark 
and Rambler and most models of 30 dif- 
ferent foreign makes also qualify. 

Autos eligible for the discount are 1955 
and later models which do not exceed 
3,000 ‘pounds, 200 inches in length, or 125 
brake horsepower. Tihey must be priced 
at $2,300 or less f.o.b. at the factory for 
domestic cars or at the port of entry for 
foreign models. 

Mr. Lincoln said “it is expected that 
the ‘new dimension’ cars will have fewer 
and less severe accidents. Consequently, 
they are better insurance risks and en- 
titled to lower rates.” 

The new discount will not apply, he 
said, in those instances where the owner 
is already receiving a 15% discount— 
such as that given to a youthful driver 
who completes a driver training course. 





Some Personalities Attending Recent NAII Annual Meeting 


First row left to right—Spaulding Southall, NAII assistant general manager; Congressman Philip Landrum of Georgia; Vestal Lemmon, NAII general manager; Walter 


- Hays, president, American Fire & Cas 
ance 


Commissioner; Adlai Rust, beard chairman, State Farm Mutual; J. L. Campbell, V.P., Employers Reinsurance;’ 


ualty, presenting plaque to Preston Estop, Transit Casualty president, as retiring NAII president; Zack D. Cravey, Georgia Insur- 
Wm. A. Butz, Employers Re., New York; Carl 


Schenkers, United Services Automobile Assn., Texas; Virgil Dow, assistant V.P., Employers Re.; Leo Goodwin, chairman, Government Employees Insurance Co.; L. A. 
Davidson, president, and A. B. Krauss, V.P. of same company. ; 
Second row left to right—Scott Harris, executive V.P., Joseph Froggatt & Co.; H. L. Van Horn, president, Calvert Fire; Irving Maurer, president, Farmers Auto, Madi- 
son, Wis.; John H. Carton, president Wolverine of Battle Creek, Mich.; A. E. Spottke, V.P., Allstate; J..P. Gibson, president, American Mutual Reinsurance Co., Chicago; 
m. E. Biggs, executive V.P., Southwestern, Insurance Co., Oklahoma; Mrs. L. S. Kerchen, Deputy, Louisiana Insurance Dept.; Howard E. Gates, rating bureaw chief, 


Maryland Insurance Dept.; Dean Kerr, Nationwide; M 


cago. 


rs. C. W, Leftwich and Mr. Leftwich, Nationwide V.P. who is NAII’s, new president. Photos by Guy Fergason of 
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Mid-Year Meeting Of Insurance Advertising Conference 

Industry Trends Viewed : eee 
At 2-Day IAC Meeting C.F. Scheer Of Zurich Reveals Success ritie'? Se om the srowtn of or 
Modernized Company Logo 4 

- - -IT PANEL ° “py; : © be mor 

ee Story Of The Mythical “Mer. ZA” _.2is Sx gussestion was that we mod. ff emo 


Quality Program Shaped Up by Vice 
President Ramsay Taylor, U. S. F. & G.; 
Gilliam of NBCU Lead-off Speaker 





The Insurance Advertising Conference 


held its mid-year meeting November 18 
and 19 at Statler-Hilton Hotel, New 
York, in an atmosphere of serious con- 
centration on current problems of the 
fire-casualty industry. The program, 
both 'timely and informative, was shaped 
up by IAC Vice President T. Ramsay 
Taylor, who is assistant secretary of 
United States F. & G. It included a how- 
to-do-it panel discussion, led by William 
J. O’Meara, assistant advertising di- 
rector, Aetna Casualty & Surety; an ex- 
ploration of the NBCU-NAUVA special 
automobile policy program by William 
S. Gillam, research division manager of 
National Bureau of Casualty Underwrit- 
ers; a talk by C. F. Scheer, public re- 
lations director, Zurich-American Com- 
panies, on the success of the “Mr. Za” 
advertising and merchandising program, 
and another talk on the integration of 
life insurance advertising into an exist- 
ing casualty-property operation. This 
was presented by Herbert J. Kramer, 
director of public information and ad- 
vertising of The Travelers. As the final 
luncheon speaker, Williford Gragg, ex- 
ecutive vice president, U.S.F.&G.. spoke 
on the subject, “Basic to Our Industry.” 


Other Program Features 


Other features of this two-day gather- 
ing included addresses by well known 
advertising and sales executives. Among 
them Howard A. Berrian, assistant sales 
manager of C. F. Mueller Co. of Jersey 
City, in discussing “It All Depends on 
Us,” stressed the relationship between 
his company’s objective and the insur- 
ance company objective—agent support. 
He related that C. F. Mueller “agents” 
who sell the company’s products (mac- 
aroni, spaghetti, egg noodles) are chain 
stores, wholesale grocers and independ- 
ent retailers. “We need the support of 
our ‘agents’ to insure that we increase 
our share of the market.” 

He went on to say that “your agents— 
who are independent agents—sell many 
‘brands’ and types of insurance. You 
need their support to insure that you 
maintain your share of the market and 
also to increase your share.” 

The development and maintenance of 
the Mueller’s agent support, he pointed 
out, was accomplished by salesmanship, 
merchandising and servicing. 

In the speaker’s opinion the major 
qualities which an agent desires in a 
company before he pledges his loyalty 
and support to it are: Policy stability, 
up to date knowledge, communication 
know-how, progressiveness in merchan- 
dising and selling, well schooled company 
representatives and positiveness in at- 
titude. 

As to the possible courses of action 
which insurance companies may wish to 
consider in developing agent loyalty and 
support, Mr. Berrian recommended: 

(1). Evaluate the major company qual- 
ities desired by agents—then take neces- 
sary action to strengthen, adjust or even 
correct present company situation. 

(2). Provide improved services 
merchandising. 

(3). Provide improved salesmanship. 

(4). Strengthen positive and progres- 
sive attitudes. 


and 


Gillam on Features of Special Auto 
Policy Program 


In opening his talk Mr. Gillam said 
that the special automobile policy pro- 
gram was developed with aim of pro- 
viding attractive and competitive rates 
for the careful drivers and, at the same 
time, adequate rates for average and 
below average drivers, “so that the com- 
panies can afford a broad market for 
automobile insurance on private pas- 





In a speech entitled, “Mr. ZA From A to Z,’ C. F. Scheer, public relations director 
of Zurich-American, outlined in detail at the midyear meeting of the Insurance Advertis- 
ing Conference, November 18 at the Statler-Hilton, New York, the dramatic story of how 
and why Zurich revised its entire advertising and merchandising concept and chose to be 
identified by a mythical advertising figure such as “Mr. ZA.” 

Like most companies writing automobile insurance, Zurich-American found them- 
selves in a very trying situation two years ago. Turbulent conditions prevailed and in an 
economy that refused to be standardized, standard operating procedures were no longer 


adequate. 


“New concepts of marketing, processing of business, and advertising had to be for- 
mulated,” Mr. Scheer said. How Zurich accomplished these goals is revealed in the main 


text of his speech which follows: 


Long Range Marketing Program 
Necessary 

“We started with the premise that 
good business could be developed if we 
geared ourselves to attract it, if we di- 
rected our efforts to those areas where 
it was available, and if we asked for it. 
The first step was to develop a program 
—not a sales campaign nor a contest—but 
a long-range, continuing marketing pro- 
gram. 

“The traditional agency department 
was remodeled into a Sales and Market- 
ing Department, the new name plainly 
telling members of the department what 
was expected of them. Field representa- 
tives became. sales representatives. 
Their job was to sell and to help agents 
sell—nothing else. They were relieved 
of incidental chores that could be per- 
formed by other employes of the com- 
pany. And not a single one of them 
complained. 

“A sales analysis and promotion divi- 
sion was established within the depart- 
ment, with a full-time market analyst 
on its staff. Its job was to study prevail- 
ing sales practices, explore new market- 
ing methods, develop new forms and 
combinations of coverage, and set sales 
goals. One of its first duties was to come 
up with a practical turniquet to stop the 
flow of financial blood in automobile 
lines—a simplified, low-cost policy that 
would attract safe drivers and make 


money both for us and for our agents. 
Another task was to establish agency 
appointment and production goals six 
years ahead—and a timetable for reach- 
ing them. 

A Research and Development Depart- 
ment was organized to work hand in 
hand with Sales and Marketing—to pin- 
point geographical areas, fields of busi- 
ness and industry, and lines of insurance 
in which Zurich-American could reason- 
ably expect to make a profit. 

Advertising had to get into step with 
the rest of the merchandising team. 

“We looked for a new, fresh appeal— 
one which would attract the forward- 
looking agent who could help us imple- 
ment our forward-looking program. And 
this, in brief, is how Mr. Za was con- 
ceived—as one element in a correlated 
sales picture. 

“We invited a number of advertising 
agencies, including the one then servic- 
ing us, to come in for consultation. We 
didn’t ask for ‘something fresh and dis- 
tinctive. We simply explained: ‘Here 
is what we have to spend; here are our 
marketing plans; here are our sales goals. 
What can you do to help us realize 
them ?’ 

“Caught between the prodigious goals 
and the modest budget, only one brave 
account executive failed to flinch. He 
too, seemed to be looking ahead—to 
sense what we wanted, and to be con- 





senger cars on a profitable basis.” 

He pointed to the safe driver insur- 
ance plan which on May 1, 1959, was in- 
troduced on an experimental basis in 
California. The special auto policy pro- 
gram which includes the safe driver 
plan as an integral part, was introduced 
on an experimental basis in Iowa, Mis- 
souri, Nebraska and Pennsylvania on 
September 1 and in Michigan and Min- 
nesota on October 1. After outlining the 
—- of this program Mr. Gillam 
said: 

“This special program has been filed 
and approved in the six states as an 
alternative to existing methods of writ- 
ing automobile insurance. In _ other 
words, the existing family automobile 
and basic policies are still available for 
insuring those risks that may not be 
eligible for the special automobile policy 
under the eligibility rule of the special 
automobile policy manual, for insuring 
risks that do not meet underwriting 
standards that individual companies may 
set up for the special automobile policy 
and for insuring risks whose insurance 
needs, because of special requirements, 
can best be met through the greater 
flexibility of existing programs. 

“In addition, under the filings of the 
special policy each company has the 
option to elect whether it will use this 
policy in a particular state and, of 
course, the companies have the right to 
change the option that they elect at any 
time in the future. 

“In this connection, it is interesting to 
note that a large majority of the mem- 
ber and subscriber companies of the 
National Bureau have elected to use 
the special automobile policy in the 
states where it has been introduced. 

“In developing this special policy an 


effort has been made Ito provide broader 
coverage in areas where the insured 
will be the recipient of the payments 
and to restrict coverage in those areas 
where payments would be made to 
others, or on behalf of others.” 


A Product That Must Be Merchandised 


‘Mr. Gillam went into considerable de- 
tail in explaining the features of the 
special policy program. He maintained 
that “our companies have developed a 
fine product with features that will have 
much appeal 'to car owners .. . but no 
product will sell itself.” He emphasized 
that the program will be successful only 
“if the companies institute merchandis- 
ing programs to inform, educate and sell 
this product to field personnel, agents 
and car owners.” 

As an example of what can be done, 
Mr. Gillam gave tthe following experience 
of one company in one state:” In this 
state the company had insured 6,200 
non-fleet private passenger cars in 1958. 
In the first two months that the special 
automobile policy program was effective, 
September and October, the company 
wrote over 400 new risks on the special 
policy—that is completely new risks, not 
including risks previously insured by the 
company on the family automobile policy. 
If this rate is maintained, the company 
will write about 2,500 new risks in a year, 
or a 40% increase in volume. 

“Tf other companies follow this ex- 
ample, National Bureau and NAUA com- 
panies will truly be back in the auto- 
mobile insurance ‘business in 1960 in the 
sense of reversing the trend that has 
resulted in Bureau and NAUA com- 
panies writing a continuously decreasing 
share of the market,” the speaker said 
in closing. 





quicker identification, and we worked 
with him in roughing out a new design 
in which a big ZA stands out boldly. 
“We talked about developing a com- 
pany personality—someone who would 
personify our companies and their out- 
look in the new ads. And, with the new- 
born logotype before us, it seemed very 
natural and very logical to refer to this 
personage, tentatively, as ‘Mr. Za.’ 


> industr 






“What kind of person should Mr. Za 9 bilities. 
be? We agreed that he should not be | might 7 
a cartoon figure or a drawing, but rather Wh 
an actual living person. A Mr. Za, in | urich 
photograph, would be more believable, | ‘se 


more productive of empathy. Seeing a / fortuna 


photographed representation, an agent | candida 
would be more likely to associate him- | ?¢tson 
self with Mr. Za—to say to himself, — worked 


‘There, with the help of Zurich-Amer. §) the ma 

















ican, go I. ‘ase WI 
“Mr. Za should look like a successful [) tificatic 
salesman—smooth, but not slick—alert, 
eager, and hard-hitting, yet exuding a . 
quite confidence. And, if possible, he | .And 
should look ‘different’ to attract attention | of a &% 
instantly. ) with an 
“But different in what respect? Pos- | tnctive 
sibly, though thoroughly American, he |. ¥ Sell 
could have something of a continental | "conv! 
air—in keeping without company back- | Would | 
ground, This was a tough decision to | Whiteh 
make. For years our advertising had |) °Ye-Pal 
been very conventional very similar to | At t 
that of other companies. Perhaps, like | had to 
the boy born in Chicago of immigrant |) te acc 
parents, we had been trying fiercely to | Pressiv' 
(Continued on Page 39) ) and ph 
; ) make a 
= » vertisin 
Overinsurance Panel “Tver 
(Continued from Page 45) 






tional coverage. Nor will the insured [7 
feel that he needs .nor will he be ina 
position to buy additonal coverage well 
beyond need.” 


LeClair and McCarthy Comments 


Mr. LeClair said if something is not 
done about the problem of overinsurance, 
premiums will rise to the place where 
costs to the public will be out of line. 
In addition, he declared, the insurance 
business will lose the sympathy of those 
in the health care field, waste in the utili- 
zation of hospital and medical services 
will be encouraged, loss ratios will accel- 
erate to the point of becoming danger- 
ous, and the industry will hear more 
complaints about the multiplicity of 
claim forms because of several com- 
panies covering the same losses. 

‘Mr. McCarthy examined the problem 
of overinsurance on salary continuance 
and said: “It is not immediately press- 
ing because of the small amount of such 
business written, and because much of 
the business is simply placed on top of 
a broad basic program.” He warned, 
however, that in the future “salary con- 
tinuance can be a very serious problem 
because of depression, business failures, 
mergers of large firms and the possibility 
of the executive of today becoming thg 
clerk of tomorrow.” € 








































D.C. Med. Service Hikes Ratel 


The Virginia State Corporation Com- 
mission has authorized the medical serv- 
ice of the District of Columbia to i= 
crease its rates on surgical and medicale 
surgical contracts. § 

The rate increase effective December 
1, would average about 33%. Under the 
surgical coverage plan the group payment 
rate would be increased from $1 to $114 
a month for individuals and from $3.20 to 
$4.36 for a family. Under the surgical 
medical coverage, the group payment 
would be $6.46 instead of $4.95 and $2.00 
instead of $1.56 per individual. 

Rates for direct: payment would be 
slightly higher. The family rates for 
surgical would go from $3.85 to $5.24 and 
for surgical-medical from $5.90 to $840. 
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7 H be more American than anyone else. But 


© in today’s world, insurance, like other 


Scheer Tells Success of Mr. Za Promotion 


(Continued from Page 38) 


program was different. But was it a 
little too different? Too much off-beat? 
Would prospective agents shy away from 





on “Insuremanship—a Guide to More 
Sales per Call and More Dollars per 
Sale.” Reproducing some of our trade 
journal ads as a springboard, the booklet 
briefly describes what Zurich-American 
has to offer the live-wire agent who 
knows he can sell, wants to sell, and likes 





we prepared cut-out displays of Mr. Za, 
almost life-size—and blow-ups of some 
of the ads. 

“A saturation campaign was run with 
the new ZA logotype. It was rushed into 
use wherever possible—on office doors, 
agency agreements, policies, letterheads, 



















































tked dustries, had to be geared to global é to sell. It tells him enough about Insure- envelopes, address labels; on sales cir- 
sign i her than to national thinking. Per- the continental ie gr Fortunately, per- manship to make him want to know  culars, bulletin forms, IBM billing cards; 
y. i ath Mr Z Genie spunea? sree. ur top ee more. on sales representatives’ brief cases, busi- 
com- f@ haps Mr. a nde-saarket — ee prensa the od arp ih apart in “When a request for ‘Insuremanship’ ness cards, and cigarette lighters. 
ould Meee the world-wide marketing connec aa "= otner puases of our mar — came from an area in which we were “Mr. Za was in business. We had 
out- jm tions of rod ee en ee pee € program was approved for anxious to do more business, the booklet made a sharp break with the past, and 
new- ct, 2 ha “ A t “te = = : : was delivered in person by a sales repre- all we had to do was sit back and wait 
very # touch age a0 fistine ee ; b ey nt Now, in case all this sounds too sentative. It served as his letter of in- for the results to vindicate our judgment. 
this jm hat, with its dis or ant, apa a om “ Utopian, let me point out that no budget troduction for a get-acquainted call. If “After a full year of the new market- 
“ maniation, emcees oO aa ge y pi _ increase was granted. We wanted larger the request came from an area in which ing and advertising programs, is man- 
- Za & bilities ut w gear ; Neen n ‘¢ and more impressive ads; therefore we we were not yet ready for further devel- agement pleased with the results? Who 
ot be & right beth a saci or ~~ t lik would have to settle for fewer insertions opment, the booklet was mailed with a wouldn’t be! 
ther fy Whether the gies gr ~~, 1k€ and to gear these as closely as possible covering letter leaving the way open for 
a, in fe Zurich- er semny bgp Benen gre hag to oa greatest ere ig a a personal call in the future. Program a Success 
able, fe tause Pi : : wou lave to trim our list of publica- ; ‘ : ‘ , _ 
ng a | fortunate coincidence—a likely-looking tions and contract for space very selec- Home Office Joins Team } a , ae Page sg tbe aor ls 
‘candidate for Mr. Za turned up in the — jye] 1 d ld b bs anead of schecuie. ur new vusiiess 
gent , ively, so that our ads wou e concen a : seiilaagil cdl fox’ 200 wae, Gacdeded 
p F n of an art director who had ‘ : ; Meanwhile, back on the home front, Production goé as exceede 
him- — Perso trated in those areas where we were ; sang within the first 10 months. A new, lively 
self, | worked with the account executive. To most intersted in agency and business the big ZA logotype and Mr. Za himself Pa tea heer ve Nees ait Sone 
mer. | the man—and the hat—we added a brief development. Branch office addresses WETE introduced to our own employes. SPirit pervades the company ; morale has 
ner~ F case with the ZA seal for further iden- y, gy PR Articles in our internal house organ, Shot up, and there is a consciousness 
p case WV would have to be listed in state and re- ; p : that Zurich-American is going places 
© tification. inna ade ¢ | aie Re: ‘The Pulse,’ explained the new market- ‘ - : an 1s § g places. 
ssful & tlc gional ads for the greatest local impact. , : A 1 the Mr. Z d t 1 t- 
; Mr. ZA is Born yf ing approach, each employe’s part in 'the nd the Mr. 4a advertising program 1 
| — ae ll Scie inten aed SEIUnSt omy, goa and how the fll hat ule, ome most optim 
“ i , , s new ZA advertising campaign would 10pes. it has pulled more - inquiries in 
, he # And so Mr. Za was born in the lens a small amount of low-pressure copy. All mark th T Ais bse any given month than we had previously 
ition |, of a camera—6-feet plus, fortyish, and 4; d ld bleed ta, jonke 3 spark the program. In meetings of key dh cig . , 
with an omnipresent briefcase and a dis- ny _—— coe ahaa as to look larger personnel from coast to coast, Fred drawn in an entire year. In the first 
P “ tinctive hat. We hoped ihe would help am more commanding. Oliver, our assistant U. S. Manager in quarter of the campaign alone, we drew 
te > us sell Zurich-American in an informal, A whimsical, tongue-in-cheek style charge of sales and marketing, laid it on nearly 200 ‘Insuremanship’ inquiries 
. 1 ‘unconventional way. We_ hoped ae was adopted for the copy, and emphasis the line that ‘everybody i is on the selling from our trade journal advertising. — 
ena! F would become, to us, what Commander Was Placed on ‘Insuremanship,’ a tech- team,’ ‘However, we don’t believe that in- 
ack. Whitehead is to Schweppes and what the ‘ique for blending skillful, imaginative “An executive letter went out to all uiries alone are an accurate gauge of 
a ‘ eyepatch man is to Hathaway Shirts. selling with an attractive product and our agents, telling them about the new the effectiveness of an advertising pro- 
7 ' “At this point an internal selling job effective sales aids to produce greater marketing plans and objectives and stam. We know that many desirable : 
“like ) had to be done. We were ready to have Volume and more profits. Like the alerting them to watch for new develop- gents who see an ad and are impresse 
. Xe the account executive—armed with im- Golden Rule, Insuremanship is not brand ments in our advertising program. This by it will not answer it simply because 
diy | pressive-looking rough layouts, logotype, "ew; it simply looks new because it was followed by a second letter to they are too busy selling or because 
y "0 & and photos of the proposed Mr. Za— _ hasn’t been used too much. agents, explaining the revitalized adver- they feel that. they already represent 
‘make a formal presentation to our ad- “To test readership—and, of course, to ising approach and including an ad- enough companies. Actually, pipes begs 
' vertising committee. provide leads for our sales representa- vance proof of the first new ad. _ objective in the ZA campaign was to de- 
“Everyone agreed that the proposed tives—we offered in our ads a booklet “For impending agents’ conventions, (Continued on Page 43) 
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cool K. I. P. is the Kemper Insurance Plan for budgeting premiums — avail- 
ap able to both commercial risks and individuals. The plan is designed 
y of especially with the agent in mind. It is easy to understand and use. 
m- E 
be: Plans even can be set up over the phone. And almost no office detail 
blem is required! 
1ance 
ress- 
sud Here’s what K. I. P. can do for you: 
h oO 
op of 1. Help you obtain new accounts. 
rned, 
con- 2. Help you hold old business. 
blem P P 
rel 3. Make it easier to ‘‘trade-up”’ present policies. 
bility 
g the Remember, your clients are accustomed to monthly pay plans. They 
3 will appreciate the opportunity to pay premiums this way. Be sure you’re 
ates the one to offer such a plan to them. 
Com- 
a The Kemper Insurance Plan is only one of the many advantages of 
dical- representing a Kemper company. For information, write: Agency Pro- 
mber duction Department, Home Office, Chicago 40. 
r the 
a K. I. P. is not available in Ohio. 
si LUMBERMENS MUTUAL CASUALTY COMPANY 
sical AMERICAN MOTORISTS INSURANCE COMPANY 
‘ment AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
$2.0 FEDERAL MUTUAL INSURANCE COMPANY 
d be divisions of KEMPER insurance 
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Success or Failure for Agents Depends a 
Pp Established 1923 Tel.: Mitchell 2-0963.4.; 
On Adaptation to “New Era” Confer New Jersey | * 
y' 
4 
with us Risks patt 
The following —_ one Fe of the Cali- eee to planning, studying, selling om gove 
fornia Insurance Agent’s Association ad- and servicing. 
dress by Harold G. Evans, American Cas- “An agent to survive in the future ST CDALTY A. W. MARSHALL & co. : ficul 
ualty hota oes seni is te to the pe Pl preset. ae mth voor =e re oe = One of New Jersey's Leading General Agencies p the: 
survival of both agents and companies in ustrious, energetic and available, rather P or e€ 
the “new era’ of the property insurance than be bogged down with details so that a 744 BROAD STREET, NEWARK 2, N. J. It r 
business. Mr. Evans emphasized that he can’t see the forest for the trees. ) 
“those agents and companies that are able His customers will expect him to han- by t 
and willing to adapt to the new order will dle all of the personal insurance account, I ; ; ren , : Fr ft fl ' a ing | 
survive and prosper and their future will including life and his commercial ac- be of he value; a continuous pol- will be left floundering in the wake of ager 
he exceedingly bright.” counts, will expect him to be a_ cies will be generally accepted ; that progress. ¢ ch am 
wv thoroughly informed and alert counsel- somewhere in the future lies a rapproche- A very aggressive merchandising anif>) P@" 
Declaring that conformity to the new jor” : ment between the solid substance of production program must be foiloweif its u 
order is a “must,” Mr. Evans developed Mr Evans then cited’ « column which OUT. SBemcy: system and the public ap- ‘because the severe competition for the fF sible 
hie thee ae Felice : appeased in Ge Segtember 25 edition of peal of the direct-writing and other consumer dollar will be equally as im “T 
_ the “Insurance Field” by Arthur O’Con- SYstems that, have caused us sucn com-_ portant as the competition for the jp. seng 
ane is clear gee much “a aad share ‘e nell, vice president of the Thomas Wood petitive anguish. sath. pg Pee ee syste 
the premium dollar must be returned (Co. of Cincinnati. Nationally known tor : +s; 2 . Ssarlly B class 
to, or on behalf of, the policyholder in his unceasing support of ra American seal Nees Seeeneee une mean the agent will become a “door tof . tc 
the form of benefits. This means the Agency System, Mr. O’Connell pre- 2 i door peddler,” he stated. Instead, thep com] 
elimination of all duplicate operations, dicted: Mr. Evans continued by saying: independent agent will become more} for 
greater simplification and uniformity in “Ten years from now the hated prac- “Many agents are reconciled to the ‘portant in property insurance met-§ total 
forms between companies, and the elimi- tice of direct billing, in one form or necessity of adopting modern processing chandising ~“ 5 go camping on a miore® been 
nation of unnecessary and costly records another, will be quite common in the and sales techniques and are already independent eee eae wae Ac. | base: 
and procedures resulting from individual office of, progressive agents, but only quietly conforming to the new order. count selling must and will replace po! that 
and different requirements of regulatory in the mass market area where it can Those stubbornly resisting the change (Continued on Page 46) B ber « 
authorities.” > may 
Mr. Evans said in addition to the cost avail: 
burden of preparing, printing, and stock- cedu 
ing forms, there is the expense of sun- comfy 
plying agents in adjacent states. This out | 
lack of uniformity cripples clerical ef- own 
ficiency and impairs productivity. Sav- supp. 
ings in the operating expenses which bures 
would benefit policvholders, can be estab- oT 
lished through uniformity regulated by operz 
the Association of Insurance Commis- patte 
sioners, he believes. bile | 
Modern Mechanization Has Reduced ie 
Expenses ae 
conce 
“Modern mechanization and automa- auton 
tion is responsible for eliminating manv on b 
of the time honored, but mossed-backed. resid 
traditional practices and _ procedures,” 
Mr. Evans said “and has enabled com- Unde 
panies to reduce operating expenses 
about 20% in recent years. The 
“The capacity of current electronic mediz 
computers is infinitesimal in relation to impor 
those that are in the process of manu- ments 
facture and will be available early in passe: 
Our own research and program- plans, 
ming department has been busv in es- ON based 
tablishing programs and preparing pro- gence 
cedures. The new electronic equipment for p 
which is now a reality, will revolutionize = xc E& ee e, Li Ro } ¢ plied 
the processing of business and record and s 
keeping. Underwriting. eon policv , a 
reparation and renewing, billing. and urg 
seaaniaaad remittances, risk experience, OVER PR | MARY O R Ss a i N Ss U R ED R i S KS past, 1 
in addition to maintaining company sta- becau: 
tistics including a record of reserves pense 
and the preparation of statements, will almos: 
be handled electronically by these ma- averas 
chines.” time ‘ 
This new electronic equipment is about I dou 
‘as different from present mechanical that a 
computers as jet travel to the stage as an 
coach, Mr. Evans remarked. Pointing not re 
out that companies and agents not con- or yo 
forming will be “lost in the shuffle.” Spec 
he stressed complete utilization of this policy 
new equipment and rates for coverages the r 
promulgated accordingly, as future “par about 
for, the course” in the industry. = . 
Agents Freed From Time-Consuming toa of 
Mr. Evans said the dav of the “mail sometl 
opening and stamp-licking” agent is over. to-valv 
Public demand for refinements of serv- damag 
ice has forced the industry to adopt new Seems 
systems. Expanding on this resulting bined 
program, the speaker declared: plan, t 
“In effect, the trend is towards com- levels 
panies relieving the agent of laborious, sword 
time consuming and costly details which Possibi 
can be done more efficiently and eco- * 
nomically by the new integrated, elec- th In ¢ 
tronic processing equipment. The agent hates 
freed of these tasks can do a more ag- aequisi 
gressive merchandising, marketing and packag 
servicing iob. roduct 
“Even though an agent believes he can iter: - 
do the job more economically than the pen ta 
company, the new order will require nd th 
that the agent’s administrative ability sy : 
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H. J. Ginsburgh Cautions 
0963.45 (Continued from Page 36) 


Bureau, however, took a long step be- 
yond this point, by establishing a new 
' pattern for a bureau rating system. Its 
I governing committee recognized the dif- 
- ficulties and inconsistencies inherent in 
_ the agency filing plan, however desirable 
' or even necessary that plan might be. 
It recognized, too, the problems faced 
by the smaller companies in the develop- 

| ing competitive situation even under the 
vake of | agency filing plan. While adopting that 
plan, the Mutual Bureau sought to make 


ee, 








ing and > ; 

oilowei} its use necessary as infrequently as pos- 
for the sible. 

as im-— “Therefore, it adopted for private pas- 


the in. § senger automobile insurance a_ rating 


system providing optional schedules of 





essarilyf classifications and rates, all equivalent 
door te as to over-all average rate level and all 
ad, thef compatible so far as providing statistics 
> Morey for rate-making. Other aspects of the 
€ met-F total rating system of the Bureau have 
a morey heen set up on optional but equivalent 
st. “Ac [> bases. Thus a sample company—or for 
ce po: f that matter a large company—as a mem- 


ber or subscriber of the Mutual Bureau 
may choose, from among the several 
available equivalent schedules and pro- 
cedures, that system which best suits its 
competitive needs in a given state, with- 
out the necessity of undertaking on its 
own account development of and then 
support for an agency filing through the 
bureau. 

“These changes in concept of bureau 
operation will, I believe, affect the whole 
pattern of competition in the automo- 
bile line. And although patterns of bu- 
reau outlook have traditionally been 
more rigid in fire insurance, it is at least 
conceivable that what has happened in 
automobile insurance may have an effect 
on bureau companies’ approach to the 
residence fire market.” 


Underwriting Impact of Merit Rating 
Plans 


The speaker then discussed the im- 
mediate impact on underwriting of two 
important automobile rating develop- 
ments: (1) The resurrection in private 
passenger car coverage of merit rating 
plans, safe driver plans on similar plans 
based on driving record. (2) The emer- 
gence of the single limit package policy 
for private passenger cars, now pano- 
plied in the sponsorship of both mutual 
and stock rating bureaus. 

As to merit rating plans, Mr Gins- 
burgh said: “Similar experiments in the 
past, tried on any broad scale, have failed 
because of administrative difficulty, ex- 
pense and competitive abuse. The result 
almost invariably has been a substantial 
average credit from the rate level. This 
time the result may be very different. 
I doubt it. In any event, I suggest 
that any such rating plan not be viewed 
as an automatic underwriting device. Do 
not rely on it to select your business 
for you,” he cautioned. 

Speaking of the single limit package 
policy, he said: “It is estimated that 
the rate for these packages average 
about 20% less than the sum of the rates 
for the component parts taken indi- 
vidually, Actually, for the liability por- 
tion of the package the apparent reduc- 
tion may be mitigated somewhat by 
something analogous to the ‘insurance- 
to-value’ principle. For the physical 
amage portion, the cut is all that it 
seems to be. Taken as a whole and com- 
bined with the use of a merit rating 
plan, the package policy at present rate 
evels may turn out to be a competitive 
sword that cuts both victim and wielder. 


Possibility of Serious Rate Inadequacy 


“In any event, the combined effect of 
the reduction in automobile insurance 
acquisition allowance, the launching of 
Package policy programs and the rein- 
troduction of merit rating plans is such 
as to eliminate any appreciable differen- 
tial between effective bureau rate levels 
and those of independnt companies. To 
Put it another way, there appears to 
€ no margin left for downward dif- 














































ferentials from bureau rate levels or ‘for 
underwriting earnings contributing to 
participating dividends. 

“As the latter two rating developments 
spread out in their application, and they 
will during the coming year, the action 
and reaction of competitive forces will 
have brought private passenger automo- 
bile insurance rate levels to a point of 
serious inadequacy for the business as a 
whole—unless there is a reversal of loss 
trend to an extent presently incredible. 

“In such a situation, steering his ship 
of business through the gales of price 
competition, the underwriter will have 
two major questions to decide. The first 


is to determine the rating system he will 
follow. He may decide to act independ- 
ently of all others by devising and (filing 
his own rating system. In such circum- 
stances, and if the several states require 
justification and support for a filing, a 
small company might find itself lacking 
the data or man-power or both to de- 
velop a system and carry it through to 
approval by the states in which it wants 
to do business. He may decide, still out- 
side any bureau, to adopt the rating 
system already approved for amother 
company, filing ‘by reference.’ If this 
can be done, the filing process would be 
greatly simplified. However, the under- 


writer runs the danger that the system 
he picked was devised to meet the needs, 
methods and interests of one company, 
his competitor, and may be unsuited to 
the business method and the needs of 
his own company. 

“As a third alternative, he may choose 
to operate as a member or subscriber 
of a rating bureau. Here, under present 
dispensation, he still may be faced with 
a choice to make; and the system or 
systems available may none of them 
meet exactly his heart’s desire. But at 
least he can be reasonably assured that 
the bureau system does not reflect the 

(Continued on Page 44) 









































You may be miles from any seaport, but... 


OCEAN CARGO INSURANCE 


CAN HELP YOU DEVELOP 
NEW COMMERCIAL ACCOUNTS 


Your home town manufacturers and merchants can be 
an abundant source of new easy-to-write premium volume 
for you. You'd be surprised how many of these firms... 
even the smallest . . . are importing raw materials and 
finished products, and exporting everything from base- 
balls and brooms to batteries and books. 


Since ocean bills of lading exempt carriers from liability 
for many types of loss, Ocean Cargo insurance is a com- 
mercial necessity. However, by tailoring insurance to the 
prospect’s product, its packing and susceptibility to loss, 
it is often possible for you to offer broader coverage and 


lower rates than those provided by his present insuror. 


In addition, your home town exporters and importers can 


enjoy the advantages of your superior, personal, and local 


service. 


Your Aitna Casualty Marine Specialist will help you use 


Ocean Cargo business to develop your present accounts 


and gain valuable new ones. Call him today. 





AATNA CASUALTY AND SURETY COMPANY <i 
STANDARD FIRE INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 
Affiliated with Aétna Life Insurance Company 
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Continental Launches 
National 65-Plus Plan 


ENROLLMENT ENDS DECEMBER 8 


“Life”, “Look”, “Satevepost” to Carry 
Large Advertisements; Also Running 
Ads in Major Newspapers 
two-page advertise- 
23 


Starting with a 
ment in the November issue of 
“Life Magazine,” Continental Casualty 
launches a new nationwide campaign to 
promote its 65-Plus plan. Continental 
first offered this hospital-surgical insur- 
ance program for the aged on a large 
scale basis last January in eight eastern 
states. Although the first enrollment 
was limited to a two-week period, the 
encouraging response received from pol- 
icyholders, agents and brokers, prompted 
the company to extend this coverage 
throughout the country. 

Besides “Life Magazine,” the 65-Plus 
plan will be featured in the November 
28 edition of “The Saturday Evening 
Post,” the December 8 edition of “Look” 
and many major newspapers. Applica- 
tions can also be made through insurance 
brokers and Continental agents. 

Created especially for persons 65 years 
of age and over, 65-Plus fills one of the 
largest unmet ‘needs in the field of 
health insurance. The policy has been 
approved by the Insurance Department 
of each of the states in which it is being 
offered. 

Details Given 

Any person is eligible who is now 65 
years old or older provided he or she 
applies before the December 8, 1959 
deadline. The enrollment commenced 
November 10. There is no upper-age 
limit; more than 75 persons 100 years 
or over have enrolled during previous 
enrollments. The plan is not available 
to residents of Georgia and North Caro- 
lina. 

No ‘health questions are asked in the 
application and no medical examination 
is required. Once issued, this policy may 
not be cancelled or modified by the com- 
pany, except for non-payment of pre- 
mium, unless all 65-Plus policies issued 
in a state are cancelled or so modified 
Disabilities beginning six months after 
the effective date of the policy are cov- 
-ered even if the condition causing the 
disability originated prior to the effective 
date of the policy. 


McDonnell Quotes Follmann Testimony 


When asked if the 65-Plus plan has 
helped shape future trends for old-age 
ge RE plans and how, George 

McDonnell, superintendent of the in- 
riheeeties plans division for Continental 
said in the current “Continental News” 
“There’s no question about it, Joseph F. 
Follmann, director of information and 
research of the Health Insurance Asso- 
ciation of America, read a paper ee 
the McNamara Committee of the U. 
Senate, which is investigating a tlh 
of old-age. The same testimony was sub- 
stantially given before the House Ways 
and Means Committee which is consid- 
ering the Forand bill. At that time Mr. 
Follmann said the insurance industry 
was making tremendous strides with 
seven types of policies. 

“For example, he mentioned guaran- 
teed renewable policies, which at Conti- 
nental are paid up at 65. He mentioned 
the fact that group coverage contracts 
today are providing conversion privileges 
at 65. He mentioned the fact that there 
are now programs available for groups 
of people over 65. For example, the 
National Retired Teachers Association 
and the National Association of Retired 


Pa. Senate Committee to 


Probe Blue Cross Changes 


Legislative study of Blue Cross hos- 
pitalization insurance and the duration 
of coverage was voted November 12 by 
the Pennsylvania House of Representa- 
tives. 

It approved the probe by voice vote 
and sent the proposal to the Senate for 
conference. The Joint State Governmen: 
Commission is directed to make the 
study and submit its findings next year. 

The resolution said Blue Cross rates 
have risen 28% in the last eight months 
and that the number of days’ coverage 
has been reduced from 120 to 75. 

“This is a matter of grave concern to 
residents of Pennsylvania,” the resolution 
said, “since it not only raises insurance 
costs but gives less protection in the 
vitally important area of hospitalization.” 





Mutual Group Agents Assn. 
Elects Officers; Brock Pres. 


James G. Brock, Mutual of Omaha 
general agent in the Utica area for the 
past 20 years, was elected president of 
the Mutual Group General Agents’ As- 
sociation at the concluding session of the 
27th annual convention November 15 at 
the Omaha home office. 

The two-day convention was held as a 
part of company’s 50th anniversary ob- 
servance, 


Other general agents elected to office 
for the coming year include Bill O. 
Brink, Detroit, first vice president; 


Richardson, Winston- Salem, 
N. C., second vice ‘president; F. 
Briggs, Pocatello, Idaho, treasurer; 
C. C. Elson, Des Moines, secretary. 


George 


and 





Insurance Dept. Control of 
Minn. Blues Likely in *61 


Another attempt will be made at the 
1961 session of the Minnesota state legis- 


lature by Rep. Charles Halsted to put 
Blue Cross and Blue Shield under the 
supervision of the state insurance de- 


partment. 

Mr. Halsted, who is in 
business, introduced such 
1959 session but it was killed in the 
house committee on insurance. He said 
he is more hopeful of getting it through 
in 1961 because the Wisconsin legisla- 
ture has placed the Blue Cross and 
Blue Shield under state control. 


insurance 
a bill in the 


the 





STANDARD ACCIDENT DIVIDEND 

The board of directors of Standard 
Accident of Detroit, last week, declared 
Dividend #308 of 50¢ per share to be 





paid December 4 to common. stock- 
holders of record November 23. 
Civil Employes, which are written by 


our Group Divisions. And he mentioned 
of course, the 65-Plus type of program.’ 

Other feature articles in the Novem- 
ber “Continental News” which features 
“How to Promote 65 Plus,” included 
“Building Brokerage for 65 Plus” by 
Julius L. Ullman, president, W. L. Perrin 
& Son, Inc., New York; the “Medical 
Economics of 65 Plus” by Dr. Clem 
Martin, medical director, Continental 
Casualty; “65 Plus Comes of Age” by 
Walter M. Foody, Jr., vice president, 
Continental Casualty; the Berg, Ellis & 
Wolf Agency (New Haven) promotional 
program last January and February, and 
the “Morrell Letter” in which Louis 
Morrell, vice president, Continental Cas- 
ualty in charge of A. & H., says: “To 
many millions of people 65 years of age 
and over, our 65 Plus plan offers a calm 
port in an otherwise stormy world.” 


Forand Bill Given 
Indirect Endorsement 


IN JOINT ECONOMIC REPORT 


Fed’1 Council on Aging Still Favors 
Voluntary Health Plan Expansion; 
Under-50 Disability Benefits Studied 


In a report to President Eisenhower, 
The Federal Council on Aging summa- 
rizes Federal activities concerned with 
problems of the aged and emphasized 
the “growing concern” with the difficulty 
elderly people with low incomes have in 
financing rising medical care costs. 

Although it pointed out that com- 
pulsory hospitalization insurance for 
OASDI beneficiaries have been proposed, 
the report stressed that coverage of vol- 
untary plans “has been consistently in- 
creasing,” and urged “further study by 
the Social Security Administration of 
ways of encouraging” the further expan- 
sion of such voluntary programs as well 
as “such ways to supplement these plans 
as may be found practicable and desir- 
able.” 

Secretary of Health, Education and 
Welfare Arthur S. Flemming heads the 
Council, which includes the secretaries 
of the Treasury, Agriculture, Labor and 
Commerce, together with the Adminis- 
trator of Veterans Affairs and the Hous- 
ing and Home Finance Administrator. 

However, the Forand bill which would 
provide hospitalization and medical care 
benefits under the social security pro- 
gram, and which was strongly opposed 
by the administration during hearings 
last summer by the House Ways and 
Means Committee, was given an indirect 
endorsement in an analysis of “trends 
in the supply and demand of medical 
care” prepared for the Joint Economic 
Committee by Markely Roberts, who is 
doing graduate work at American Uni- 
versity, Washington, D. C 


Voluntary Health Insurance No Answer 


Although he acknowle« Iged that volun- 
tary health insurance “will become in- 
creasingly comprehensive in financing 
the nation’s private medical care needs,” 
Mr. Roberts said it will be precluded 
from solving the medical problems of 
the aged because of their lower incomes 
and greater health care needs. 


“A Federal program of social health 
insurance for elderly persons is justi- 


fied” he concluded. He added, however, 
that direct assistance or Federally aided 
private business are ‘other possibilities.’ 


Armstrong to Supervise 
No. Amer. Accident Agencies 


Paul M. Armstrong thas been. ap- 
pointed agency supervisor for the 
North American Accident of Chicago, 


President Allen V. Dowling announces, 

Prior to joining the North American, 
Mr. Armstrong was agency supervisor at 
Jacksonville, Fla., for Provident Life & 


Accident, and, a branch manager for 
Continental Casualty. 
An alumnus of University of Cali- 


fornia at Los Angeles, he is a member 
of the local Life Underwriters Associa- 
tion and an instructor of LUTC accident 
and health courses. 





Meanwhile, it was disclosed by George 
K. Wyman, Social Security deputy com- 
missioner, that the Department of 
Health, Education and Welfare is con- 
sidering legislation to eliminate the re- 
quirement that a worker must be at least 
50 years old before he or his dependents 
can receive cash benefits for permanent 
and total disability under the Social 
Security program. 

Testifying before a House Ways and 
Means subcommittee, Mr. Wyman said 
a study of the restriction included in the 
1956 amendments adding disability bene- 
fits to the old age and survivors insur- 
ance program showed the need of 
younger disabled workers to be as great 
or greater than those over 50 especially 
since they more often have dependents. 

A re-examination of the cost factor, 
based on experience of the program since 
its enactment, has shown that “the age- 
50 requirement could be eliminated with- 
out increasing the disability insurance 
contribution rates,” he pointed out. 

The subcommittee , headed by Repre- 
sentative Burr Harrison (D., Va.), ‘has 
been holding hearings on the administra- 
tion of the program, with special atten- 
tion to the standards used for determin- 
ing eligibility for benefits, to problems 
of Federal-state administration and re- 
habilitation. 

Witnesses generally agreed that the 
strict criteria hinged to the ability of an 
applicant for benefits to engage in any 
“substantial gainful act tivity” are satisfac- 
tory and should be given the opportunity 
to develop further experience before con- 
sideration is given to revisions. 

The subcommittee has no authority to 
propose legislation of a substantive 
nature, but is limited in jurisdiction to 
matters involving administration of the 
program. 





New“Success” Book to be Co-authored by 
W. Clement Stone and Dr. Napoleon 


W. Clement Stone, who is president of 
the Combined Group of four prosperous 

& H. companies, is also well known 
as a publisher and devotee of inspira- 
tional books on career-building and suc- 
cess. One of his major interests for a 
number of years past has been the 
Napoleon Hill Enterprises which pub- 
lishes “success” books, bulletins and 
magazine articles, theme of which fol- 
lows a time-tested scientific formula. 

As the publisher of a monthly maga- 
zine, “Success Unlimited,’ Mr. Stone 
decided over a year ago that he would 
join together with his associate, Dr. 
Napoleon Hill, in putting together a full- 
length book on the ideas and practices 
in business which, if followed would 
make for success in one’s chosen pro- 
fession. They are using as a pattern 
the principles that made Dr. Hill’s book 
“Think and Grow Rich” the book that 
changed the lives of many persons. It 
is in the practical application of these 
principles, Mr. Stone believes, that any 
man, woman or child with ability to read 
will be a better person for having read 
the Hill book. 

He was fortunate in getting as pub- 
lisher of the new book the well known 
publishing firm, Prentice-Hall, Inc. of 
New York. He and Dr. Hill will be its 


co-authors. With his heart set on writ- 
ing “a great book,” to use his own words, 
Mr. Stone has devoted much of his time 
in the past year and a half to its prep- 
aration. The first draft was its ae 
early last summer and the work is now 
being re-edited. The outlook is that the 
job will be completed by mid-December 
and publication is planned for early 1960. 

Inspiration, Know-how Knowledge 

In the preparation of the book the 
authors have kept uppermost in mind 
that in sales work or any other vocations 
there are three important factors—in- 
spiration: to motivation, know-how an 
knowledge of the product or service. The 
most important of these factors, “in- 
spiration to motivation” is featured in 
the forthcoming book. Also featured 
will be the many techniques that have 
made super salesman out of ordinary 
salesmen and that have motivated many 
individuals from failure to success. 

Mr. Stone said this week that the book 
will comprise about 85,000 words and wi 
represent a major contribution to the 
literature on the subject of career plan- 
ning and successin life. “I’m aiming 
high,” he told The Eastern Underwriter. 
“It’s an ambitious program but we hope 
to sell one million copies of the book the 
first year.” 







Novet 








A ray 
Band 25 
poying 
Rand h 
ssigne 
John Ké 
elected 
Priation 
B Mr. | 
Tonventi 
Mutual 














“tention 
ecw 
tudes ig 
p0- to-2, 















B uld pre 
e “Tt is < 
pense of 
people. \ 
Mifferent 
Most inst 
Hit seems | 
Special ti 


a large vc 
siness Cc 
ary mark 
eurge 4 
in us in 
e believe 
Manger to 
yproach to 


HEALT 
A 16-pag 
Guide to — 
thas been 
Aledical 
Matters as 
foverage, Cc 







Sc 
(Con 


¥elop compa 
Enthusiastic 
msentatives 
Micat e that t 
© “The succ 
sing progr 
a. importan 
le entire 1 
been recogn 
ratifying a 
ossible—wit 
Our budget 
urse, looki 
Ecognition O 
“Our ads n 
ations—6 
» state—wit] 
et the poli 
tits. We at 
Sing selectiy 
resent devel 
y Our sales ; 
arch and dey 
pe that th 
Prove in re 
pansion of 
Trying oura 
‘Do we plar 
Tunning the 
¢ Past year: 
otherwise. 
is have been 
year ahead, 
Meas and su 

















1959 November 20, 1959 









—————__—F 


THE EASTERN 
UNDERWRITER 






Page 43 














NAMIA President Offers 
| Hope for Youthful Drivers 


' A ray of hope for drivers between 16 





























4P- Band 25, who have found difficulty in 
the buying automobile, insurance voluntarily 
“480, Biand have consequently been placed in 
1C€S. Bissigned risk pools), was offered by 
ican, Piohn Keyser, of Kalamazoo, Mich., newly 
or at Pelected president of the National Asso- 
e & iation of Mutual Insurance Agents. 
lor [| Mr Keyser said before the annual 
P onvention of the Illinois Association of 
vali- {utual Agents in Peoria, IIl., November 
nber 7 that an amplified application form, 
cla- Biced on psychological techniques, plus 
dent # reappraisal of the permissible loss 
fatio for this classification, could con- 
— ffeivably make possible the voluntary 
: iting of a significant number of driv- 
TSe Bis in this category. 
OM- | “The studies which have come to our 
¢ ention indicate that there may be 
con- Fi rovable connection between the ati- 
T€- Fiudes and motivations of drivers in the 
east 6-to-25 age groups and accident-prone- 
ents Press, A proper exploration of this area 
nent Fould prove very helpful,” he said. 
ocial ‘It is also time to reappraise the ex- 
Mense of handling of policies for these 
and beople. With relatively high premiums, 
said Miferent underwriting approaches and in 
the Most instances lower acquisition costs, 
ene- Fit seems evident that this class deserves 
Be Mspecial treatment as to its permissible 
Ol iiss ratio. 
Teat FE “We believe the study recently recom- 
ially Gmended by our convention in St. Louis 
‘Mts. Fay show that significant number of 
tor, rivers in the 16-25 class may be writ- 
Ince profitably. We feel we owe it to the 
ASC ublic to make this effort and a good 
‘ith- climate for insurance compels us to try. 
mce F “On the realistic side, we believe that 
a large volume of automobile insurance 
Pre- Fhusiness can be retrieved for the volun- 
has tary market if this effort is successful. 
tra- We urge all segments of the industry to 
ten- Bin us in seeking the solution to what 
nin= Pye believe will otherwise become a major 
ems danger to the free private enterprise ap- 
Fe- Pproach to automobile insurance.” 
the 
an 
Pes HEALTH INS. BUYING GUIDE 
fac- fA 16-page booklet entitled “A Buyer’s 
nity [Guide to Voluntary Health Insurance” 
-on- phas been prepared by the American 
Medical Association. It discusses such 
y to D atters as types of expenses, extent of 
tive feoverage, contract provisions, exclusions, 
1 to PWaiting periods, etc. Copies may be 
the fobtained by writing to Council on Med- 


kal Service, American Medical Associa- 
fion, 535 N. Dearborn St., Chicago 16, 
ll 





Scheer on Mr. Za 


(Continued from Page 39) 


¥elop company recognition among agents. 
Enthusiastic reports from our sales rep- 


rds, sentatives and branch managers in- 
ime pecete that this is being accomplished. 

rep: ‘The success of the Mr. ZA_adver- 
oted PS Program has been recognized as 
now fe MPportant factor in the progress of 
the pc entire marketing program. Tt has 
iber Pe" Tecognized, in fact, in the most 


ratifying and heart-warming manner 
ssible—with a substantial increase in 
tr budget for 1959-60. We are, of 
Hurse, looking forward to still further 


ind Pcognition of the same nature. 

ions “Our ads now appear in 34 trade pub- 
-in- ications—6 national, 13 regional, and 
and 9B state—with full-page bleed ads wher- 
The Mer the policy of the publication per- 


in- Mts. We are still placing our adver- 


| in Bing selectively, tied in closelv with our 
ired Present development needs as determined 
lave BY our sales and marketing and our re- 
ary Barch and development departments. We 
any Me that the marketing climate will 
Prove in remaining areas to warrant 
ook Bpansion of the list of publications 
will Brying our ads. 
the 0 we plan to continue using Mr. Za 
lan- Bunning the same kind of ads as in 





! past year? We would be foolish to 
tet. otherwise. In fact subiects for ZA 
ope HS have been ‘booked solid’ more than 
the year ahead, and there is a waiting list 


ideas and suggestions.” 


APPOINT CLAIM SUPERVISOR 
Robert E. Hays has been appointed 


claim supervisor at Standard Accident’s 
Philadelphia branch office. Mr. Hays 
joined the company in 1939 as a claim 


representative at the Mt. Vernon, IIl. 
office and in 1955 he was placed in charge 
of claim operations at that office. 


Indianapolis A. & S. Assn. 


Announces Future Projects 
The board of directors of the Indian- 
apolis A. & S. Association has an- 
nounced consideration of three major 
projects for the association year ending 
in June: 
(1) A special committee to analyze 
Blue Cross advertising with the NAIC 
and FTC codes as yardsticks. (2) A 


“Health Insurance Week,” possibly cli- 
maxed with a statewide sales congress. 


Officers of New Orleans Assn. 

First officers of the newly organized 
New Orleans Association of Accident 
and Health Underwriters were elected at 
the recent inaugural meeting held in the 
St. Charles Hotel in that city. 

A. Don Johnson, American Casualty, 
was named president; Richard A. Mack- 
enroth, Jr., Streety-Mackenroth, Inc., 
president-elect; Thomas A. Tomeny, Oc- 
cidental Life of California vice presi- 
dent; Edward Linck, Continental Cas- 
ualty secretary, and Mattie E. Herrick, 
Mutual of Omaha, treasurer. 


EN & COLEMAN \St) 





(3) Nationwide promotion of the nomin- 
ation of R. W. Osler of Rough Notes 
Co. for the Harold R. Gordon Memorial 
Award “A..& S. Man of the Year” for 
1960. 
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Combined Insurance Co. of America, 


= eet oe Dept. 137 
5050 Broadway, Chicago 40, Illinois 










COMBINED fox 
GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of M husetts, Bost 
First National C Ity Company, Wi 





Gentlemen: We would like details about Combined’s 
Business and Professional Men’s Compensation Plan. 
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Dr. Dooley Wins Mutual of Omaha 


Criss Award in Impressive Ceremony 


Before an audience of 2,000 people Dr. 
Thomas A. Dooley, jungle doctor who has 
done an outstanding job at his hospital 
in (Muong Sing, Laos, received on No- 
vember 10 the $10,000 "Mutual of Omaha 
Criss Award at a special presentation in 
Omaha’s Civic Auditorium. Dr. Charles 
Mayo of the Mayo Clinic who is chair- 
man of the award’s board of judges, and 
V. J. Skutt, president and board chair- 
man of Mutual of Omaha, jointly pre- 
sented the coveted award to Dr. Dooley. 
Mr. Skutt established tthe award in 1950 
aS a permanent memorial to Dr. C. C. 
Criss, founder of the company. 

In his presentation Dr. Mayo said: 
“Dr. Dooley’s devotion to the cause of 


companies were also in attendance, as 
were general agents of the firm’s 110 
agencies throughout North America. 

Also among the guests attending were 
the wives of two Corpsmen who assist 
Dr. Dooley at his Laos hospital. They 
are Mrs. Dwight Davis and Mrs. Earl 
Rhine, both of whom live in Texas at 
present. Dr. Dooley emphasized that 
during his absence, Messrs. Davis and 
Rhine had done a remarkable job of 
keeping the hospital, which lies close to 
the border of Communist China, in “tip- 
top operating condition.” 

Many of the persons attending were in 





a 
~~ YS 
eng 


Dr. Thomas A. Dooley Outside 


world medicine is a truly remarkable 
manifestation of a free man helping 
other free men on a person-to-person 
basis.” Famous for his work among tthe 
medically underprivileged people of the 
tiny Kingdom of Laos in Southeast Asia 

Dr. Dooley has devoted five years of his 
life to working with the people of the 


Far East. 

So successful has been his program in 
Laos that Dr. Dooley also established, 
together with Dr. Peter Comanduras, 


the Medical International Cooperation 
Organization, MEDICO. The aim of this 
organization is to establish medical fa- 
cilities in the backward countries of the 
world. Since Dr. Dooley and Dr. Com- 
anduras began this work in 1957, nine 
such facilities have been established. Dr. 
Comanduras was one of the honored 
guests at the gathering. 

In emphasizing the international flavor 
of the work of MEDICO, Dr. Dooley an- 
nounced that he was giving the money 
which he received from the Mutual of 
Omaha to the operation of a MEDICO 
hospital which is under the direction of 
a native doctor in Kenya, Africa. 


Fred Astaire Also Honored 


Entertainer Fred Astaire was also 
honored during the evening. For his 
outstanding contributions to the field of 
wholesome entertainment, he received 
the Mutual of Omaha achievement 
award. Mr. Astaire is a native Omahan. 

Distinguished guests who watched the 
presentation ceremony included the past 
recipients of the Criss Award and the 
members of tthe board of judges. One 
of the judges, retired Air Force General 
Jimmy Doolittle, told the audience that 
he remembered “Tom” Dooley when he 


was a schoolboy in St. Louis. The 
Doolittle and Dooley families lived close 
together. 


Veteran newsman, Bob Considine, was 
master of ceremonies of the presentta- 
tion program which contained a synopsis 
of the life and work of Dr. Dooley as 


well as incidents from the background 
of past recipients of the award. 

The officers and directors of Mutual 
of Omaha and its affiliate and subsidiary 


Hospital at Muong Sing, Laos 


Omaha for a series of business meetings 
held by Mutual of Omaha and United 
of Omaha. About 300 general agents, 
their wives, and top management per- 
sonnel convened at the home office for 
annual meetings. For three days about 
600 field services personnel met to dis- 
cuss modern office procedures and equip- 
ment as well to receive technical train- 
ing on new plans of insurance being of- 
fered by the Mutual and United. 
Special Model Office Constructed 

As a part of ‘the week’s activities, a 
special model office had been constructed 
inside the Home Office building. This 
enabled visitors to study the application 
of modern office design, special new 
equipment and efficient procedures. The 
office is a six-room model agency, de- 
signed to fit the needs of a large city 
field office. Also on display were hun- 
dreds of the most modern office ma- 
chines available, supplied by 22 of the 
nation’s leading manufacturers. Mutual 
and United officials estimated that 4,000 
people saw the display and the model 
office. 

The receptionist for visitors to the 
model office was Miss Sharon Fogarty, 
Queen of AK-SAR-BEN, an employe of 
the Companies. 





Insurance Terminology 


Commission Convenes Dec. 7 


The commission on the standardization 
of insurance terminology of the Ameri- 
can Association of University Teachers 
of Insurance will meet at the New York 
offices of the Health Insurance Associa- 
tion on December 7, following a morn- 
ing meeting of the subcommittee on the 
standardization of A. & S. terminology. 
Chairman of the subcommittee is E. ] 
Faulkner, president, Woodman Accident 
& Life. 

Goal of the A. & S. committee for 
this meeting is to make some progress 
on establishment of generic names for 
the entire field and its several categories. 
To date, prevailing sentiment among 
committee members is to recommend 
“Health Insurance” as the generic name. 





All-American L. & C. 
To Build New Home Office 


All American Life & Casualty has 
purchased three and three-quarters acres 
in Executive Plaza, Park Ridge, IIl. for 
the construction of a new home office 
building which will be completed within 
the next two years. Executive Plaza, 
located in the heart of one of Chicago’s 
most beautiful suburbs, will be an attrac- 
tive addition to Park Ridge. The 16% 
acre tract will contain a medical and 
dental center and home offices for sev- 
eral national] known companies. 

All American Life & Casualty’s present 
building, which was completed in 1956 
has been sold to Seay & Thomas, Inc., 
Chicago real estate firm, but the com- 
pany will retain occupancy until the 
completion of its new building. 

“The rapid growth of the company 
during the past three years and its plans 


for future expansion make enlarged 
home office facilities necessary,” ex- 
plained E. E. Ballard, president. All 


American has $107,000,000 of Life Insur- 
ance in force and another $4,000,000 of 
A. & S. premium income. The combined 
premium for the year will exceed $6,500,- 


Mr. Ballard has appointed James H. 
Deming, vice president and general coun- 


sel, as chairman of the building com- 
mittee. Other members are James B. 
Mosher, first vice president; A. J. 


Schmidt, secretary and actuary, and Wil- 
liam R. Ballard, assistant secretary. 





IAAHU Board Eyes Forand 
And Metcalf Legislation 


The October meeting of the board of 
directors of International Association of 
A. & H. Underwriters gave close atten- 
tion to legislative matters, including the 
Forand bill, according to President Oak- 
ley Baskin, Mutual of Omaha, Buffalo, 
and Board Chairman Gail Shoup, Lin- 
coln National, Grand Rapids. 

Mr. Baskin called for a “flood of pro- 
test to legislators,” warning that other- 
wise the next session of Congress is sure 
to pass the widely opposed Forand bill. 
He urged that steps be taken at the local 
association level to organize protests to 
local legislators before Congress recon- 
venes. 

Other legislative matters discussed in- 
cluded: 

(1.) The possible spread of cash sick- 
ness laws which now pay as high as $45 
a week in New York state. 

(2.) The non-employe status of A. & 
H. agents under the social security act, 
reported by Bruce Gifford, IAAHU man- 
aging director. 

(3.) Seepage of the Canadian nation- 
alized hospitalization system into the 

. S., revealed by Richard Michaels, 
Federal Life & Casualty, Buffalo. 

(4.) The effect of the New York Met- 
calf laws, which force a 40% cost in- 
crease on private enterprise insurance 
companies leaving the Blue Cross and 
Blue Shield untouched, also reported by 
Mr. Michaels. 





Fidelity Interstate 
Enlarges Its A.&S. Line 


Fidelity Interstate of Philadelphia has 
announced broadening changes in its 
A. & S. portfolio, beginning with the 
introduction of a new premium discount 
plan that allows policyholders a choice 
of four payment periods with each pre- 
mium notice: 1, 3, 6, and 12 months. This 
new premium payment system will give 
policyholders a savings of over 16% on 
monthly payments, computed on an an- 
nual basis. 

The company thas also introduced a 
new income protection plan designed for 
monthly payments and guaranteeing pro- 
tection unless the insured enters a more 
hazardous occupation; two premium re- 
turn provisions covering accidental death 
and military service; and various exten- 
sions in coverage and benefits in its 
hospital, surgical, and medical plans, in- 
gerne the elimination of the upper age 
imit 


Conn. Names Committee 


On Compulsory Auto Ins, 


An 11-member committee to make ap. 
other study of proposals to institute com. 
pulsory automobile liability insurance jp 
Connecticut was appointed by Governo; 
Ribicoff. The Connecticut legislature 
earlier this year authorized creation of 
the committee. 





N. D. BLUE SHIELD CONTROVERSy 


North Dakota Insurance Commissioner 
A. J. Jensen threatens to stop a pro. 
posed 29% Blue Shield rate increase. He 
called the proposed increase exorbitant 
and said he would not allow the new rate 
schedule to be filed in his office. Dop 
Eagles, Blue Shield secretary in North 
Dakota, claims that Mr. Jensen does 


not have jurisdiction over Blue Shielif 


rates. Earlier this month Commissioner 
Jensen turned down a proposed 24% 
rate increase by the Blue Cross. 


H. J. Ginsburgh Cautions 


(Continued from Page 41) 





self-interest, needs and operating meth- 
ods of a single competitor. 


For Continuance of Rating Bureau 
System 


“It is still much too early to know 
whether the change in policy by the 
mutual and stock automobile rating 
bureaus, allowing flexibility in adher- 
ence, will produce so much competitive 
variation within their membership as t 
dissolve the bonds of bureau structure 
I believe it is much to the interest of 
small companies, whether non-bureau or 
bureau, and ultimately of the public, that 
this not happen. In the complexity oi 
our present economic and social struc: 
ture, it would be an unfortunate event 
if we were to lose the standard affordel 
by a bureau rating system, which reflects 
a composite opinion and not the seli- 
interest of an individual company. 

“Even now, and increasingly as Com: 
petition increases the variety of ratin 
systems in the automobile field, the u- 
derwriter will have to bring a high com 
petence to his choice of a_ system 
whether his be a bureau or a non-burea 
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company. Added to his underwriting 
knowledge and judgment at the centr 


core of his consideration, there must kf 


on the one hand an actuarial technique 
of analysis of the structure of the system 
and its probable product. On the othe: 
hand, there must be a marketing tech 
nique of appraisal of effect in the fiel 
on the business he has and the busines 
he wants to get. 

“The second major question the ur 
derwriter will have to decide, after lt 
has chosen his rating system, has to d 
with the principles and practices he wi 
follow in applying it.” Mr. 
said that “with rate levels forced dow 
to the point of inadequacy by price cot 
petition, careful selection of busines 
obviously is a vital necessity. Yet the 
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rating criteria. Competition 
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Skutt Warns Against Any Letdown In 
Satisfying Health Insurance Needs 


In spite of great progress in develop- 
ing new coverages to meet changing 
public needs “we must continue to put 
forth our best efforts to improve the 
quality and scope of our coverages,” 
y. J. Skutt, president of the Health In- 
surance Association of America, said as 
the keynoter at the opening session No- 
yember 16 of HIAA’s 1959 Individual 
Insurance Forum in New York. 

Mr. Skutt, who is also president of the 
Mutual of Omaha, told his audience of 
over 425 executives and underwriters that 


| the insurance business is now at the 


point where “the proper follow through 
of our good beginnings will assure the 
success of voluntary insurance in safe- 
guarding our American way of life.” _ 
Pointing to the growth in coverage, in 
which more than 123 million Americans 
now have some form of health insurance, 


the HIAA leader warned against any 


possible letdown. “The moment we don’t 
keep pace with the tremendous increases 
in health care costs—we shall already 
have retrogressed,” said Mr. Skutt. 
“With the agitation for Federal invasion 
of the field, there is no room for such 
a letdown.” 

He declared that the health insurance 
business must change “as our society, 
health habits and medical care change.” 
He also stressed the importance of mak- 
ing available adequate coverage “so flex- 
ible that it can satisfy every reasonable 
need of any individual in our treasured 
society.” 


Saleability, Safety, Simplicity 


Mr. Skutt said this job could be done 
by bearing in mind the objectives of 
“saleability, safety and simplicity” in 
drafting and underwriting a _ policy. 
Added to these three, he said, could be 
“an S for speedy, which should mark 
the service which you render in actually 
underwriting and issuing policies.” 

He further said it was the duty of the 
insurance business “to arrive at a family 
of policies so logically put together, so 
simply and directly worded, so clear as 
to benefits to be received and exclusions 
to be recognized, so evident as to re- 
newability—that they will encouarge the 
maximum of individual reading and 
understanding; thereby resulting in a 
gteat saving in goodwill and service 
through less chance of misunderstand- 
ing.” 


Vi Js SKUTT 


The United States is “the only nation 
of consequence which has not succumbed 
to widespread health insurance legisla- 
tion,” Mr. Skutt emphasized. 

“As a united industry we must say to 
the government with all sincerity and 
conviction; ‘Remain in your sphere, pro- 
vide us with the national stability we 
need, and let us continue through the 
proven way of private enterprise to pro- 
vide the goal for other countries to reach 
fOL. 


Mr. Skutt felt that if people under- 
stood fully the extent of government 
“they would put a stop to its expansion 
into unnecessary activities.” He said 
that last year the interest alone on the 
Federal debt, $7.6 million, exceeded total 
Federal expenditures, $6.0 million, in 1934. 

“Our overburdened national govern- 
ment—already carrying such a heavy 
debt — must be relieved of responsibility 
in the health insurance field,” declared 
Mr. Skutt. “We want to have coverages 
so broad, so adaptable and so compre- 
hensive that they will blanket our popue 
lation.” 





HIAA Panel Agrees Industry Is Not 
Doing Enough About Overinsurance 


The insurance industry is not doing 
enough about the problem of overinsur- 
ance, a group of experts agreed during 
4 panel discussion November 17 at the 
199 Individual Insurance Forum, spon- 
sored by the Health Insurance Associa- 
tion of America. 

This panel, a feature of the forum ses- 
sion at the Biltmore Hotel, New York, 
discussed “Overinsurance Dangers,” and 
Was moderated by Stanford Miller, vice 
President, Employers Reinsurance Corp., 
of Kansas City. 

anel members and their topics were 
Francis 'W. ‘Evans, director, S. A. 
underwriting, The Prudential, “Indi- 
+ onal Robert Finley, second vice pres- 

nt, 


After defining overinsurance as “the 
carrying of insurance for speculative 


purposes rather than for indemnification 
against loss,” Mr. \Miller said that in no 
other field of insurance is there as seri- 
ous and untended a problem as in the 
A. & S. business and the problems 
“promise to be come even more serious.” 
He continued: “We are not doing 
enough about overinsurance. Further- 
more, what some companies are attempt- 
ing to do is being hampered by state 
regulatory controls, especially in the indi- 
vidual field, where efforts to establish 
controls are being frustrated by out- 
moded rules and regulations.” 

Mr. Miller divided the implications of 
danger in overinsurance into three broad 
categories — uncontrollable increases in 
loss ratios, a deterioration in public good 
will, and an adverse effect: on relations 
with the medical profession and the 
hospitals. 

Evans and Finley View Sales Aspects 

Mr. Evans examined the question of 
overinsurance related to sales. He said: 
“It would appear far more general than 








Health Ins. Education 
Urged for Doctors 

MAYO PHYSICIAN CITES NEED 

Dr. Hadden M. Carryer Tells HIAA 


Forum Medical and Insurance Pro- 
fessions Must Work Together 





A Mayo Clinic physican—Dr. Haddon 
M. Carryer—urged medical schools and 
medical societies to undertake regular 
instruction of doctors and students in 
the use and principles of health insur- 
ance in addressing the annual Individual 
Insurance Forum of the Health Insur- 
ance Association at the Biltmore Hotel, 
New York, November 16. His suggestion 
was made in commenting on the “many 
problems in common” of the medical 
profession and the health insurance busi- 
ness. 

Pointing to “the current efforts on the 
part of both tlhe medical and insurance 
profession to extend the usefulness of 
health insurance,” Dr. Carryer reported 
on major common problems _ toward 
achieving this goal, and declared: 

“These problems are magnified because 
We are constantly beset by outside plan- 
ners who would discard gradual evolu- 
tionary processes and take a far more 
radical tack into plans not best for the 
people whether they be patients or 
policyholders.” 

Among problems listed by Dr. Carryer 
were the costs of processing large num- 
bers of claims, the “failure by patients 
to understand the nature of the insur- 
ance and of benefits to which they are 
entitled,” and not fully understood fea- 
tures of some of the newest types of 
policies. 

Indoctrination of Physicians a Problem 

“Another problem concerns the matter 
of indoctrination of physicians with re- 
spect to insurance matters,” he told his 
HIAA audience. 

“Instructions should be started in the 
medical schools with a series of lectures 
and should extend to the county medical 
society and state medical society levels 
so that physicians understand clearly 
the significance of such terms as insur- 
ance, comprehensive insurance, catastro- 
phic insurance, corridors, deductibles and 
coinsurance. 

“When an insurance program, es- 
pecially one involving comprehensive 
care, is introduced in the community, a 
review of the insurance principles in- 
volved should be an integral part of that 
introduction. 

“The omission of such an indoctrina- 
tion only leads to misunderstanding, 
overutilization and bad public relations— 
bad both for the company and for the 
physician who may not thoroughly 
understand insurance principles.” 

Dr. Carryer praised “the remarkable 
job that the industry is doing to extend 
coverage and to make it meaningful to 
the American people,” adding: “When 
one considers that this growth is mainly 
of only 15 years’ duration and that now 
125 million people have some type of 
sickness coverage, one can only be 
amazed at the job that has been accom- 
plished.” 





you many realize for the salesman to 
sell hospital insurance on the philosophy 
that ‘you can never have too much to- 
day.’” He did not believe “the agent is 
consciously overselling” a bad risk but 
that it was evident “this philosophy can 
begin the problem of overinsurance.” 

Mr. Findley also looked at the prob- 
lem from the viewpoint of sales. Re- 
ferring to a survey he conducted among 
nine companies, he said one reply pointed 
out “that much of the overinsurance 
problem results from the sale of inade- 
quate benefits in the first place, and that 
if an insured is properly sold in the first 
instance, having adequate benefits with 
high enough limits and broad enough 
coverage, there will not be the tempta- 
tion for some other agent to sell addi- 


(Turn back to Page 38) 


C. E. Stevens Stresses 
Personnel Education 


BEFORE HIAA FORUM IN N. Y. 
Gov't. Threat Cheon: tedeuiey Chance to 
Prove Itself, Says Indemnity 
& Life Cos. Man 





Of all the opportunties 
health insurance business, 
important from a long range stand- 
point” may be the chance “to more 
effectively educate and train our per- 
sonnel,” said Charles E. Stevens, assist- 
ant secretary, Indemnity and Life Insur- 
ance Companies of North America, this 
week in a speech entitled “Opportunities 
Unlimited.” 

Speaking at the Health Insurance As- 
sociation of America’s 1959 Individual In- 
surance Forum (November 18, at the Bilt- 
more Hotel, New York, ‘Mr. Stevens said 
the industry’s opportunities arise from 
“the great threat that political forces 
may undermine all we have accom- 
plished.” 

Because of this threat, he declared that 
the insurance business has the chance to 
prove that public needs “can best be 
met through voluntary accident and sick- 
ness insurance rather than government 
insurance.” 

Mr. Stevens said the following oppor- 
tunities faced the industry: “To improve 
our products; to realistically cope with 
the problems of our senior citizens; to 
improve our policy language and elimin- 
ate unnecessary outdated coverages; to 
improve our selling techniques; to more 
effectively advertise our products; to ex- 
tend our underwriting to sub-standard 
risks. 

“There is also the opportunity to im- 
prove our claims administration; to im- 
prove our hospital and doctor relation- 
ships; to lead the way in accident and 
sickness loss prevention; to more effec- 
tively educate and train our personnel; 
and to stand up for what we believe in 
with conviction.” 

Mr. Stevens, chairman of the HIAA 
education committee, said he had been 
requested to discuss the opportunity to 
educate and train personnel. He de- 
clared: “Perhaps I am somewhat preju- 
diced, but isn’t this perhaps our most 
important opportunity from a long range 
standpoint ?” 


facing the 
the “inmost 


Education Committee Progress 


Mr. Stevens then outlined the progress 
of the education committee which was 
formed to prepare a series of courses 
covering individual and family accident 
and sickness insurance. He reported that 
124 persons from 13 member companies 
enrolled in the intital semester of the 
HIAA’s basic course last spring and that 
enrollment for the basic course this fall 
swelled to 534 persons from 47 member 
companies. 

He said it was a mistake to think that 
the basic course would be a “waste of 
time” for experienced underwriters, de- 
claring: 

“Our experienced underwriters know 
our particular products and our under- 
writing approach but they lack the broad 
knowledge of our business and of indus- 
try activities that can be obtained from 
the basic course. Such knowledge cer- 
tainly is important.” 

He was glad to report that the indi- 
vidual subcommittee is making rapid 
progress with the development of the 
advanced courses of study for individual 
and family A. & S. and anticipates hav- 
ing the first advanced course ready in 
September, 1960. He said it was a pre- 
requisite that persons successfully com- 
plete the basic course in order to take 
the advanced courses. A basic course in 
Group ‘A. & S. also is being prepared, 
he said, and there are “high hopes” that 
it also will be available next September. 

Mr. Stevens, concluded his remarks by 
saying: “If we arise to our opportunities 
with foresight and integrity our business 
will continue to prosper in the years 


(Continued on Page 46) 
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HIAA Panel Discusses 
Health Ins. Trends 


PETER BURNS S IS MODERATOR 





New York Life Official Conducts Panel 
Including Messrs. Cox, Hansen, 


McBride and Monks 





The latest developments in four areas 
of health insurance were discussed by a 
panel of experts at the Health Insurance 
Association of America’s 1959 Individual 
Insurance Forum at the Biltmore Hotel, 


New York City, November 16. 
The discussion, entitled “Have You 
Heard?,” was moderated by Peter J. 


PETER J. BURNS 


Burns, assistant vice president, New 
York Life. Panel members and _ their 
topics were: Christopher J. Cox, direc- 
tor of A. & S. North American Reassur- 
ance, New York, “Substandard”; A. M. 
Hansen, second vice president, Mutual of 
Omaha, “Senior Citizen”; Carroll J. 


Mc Bride, secretary, accident department, 


The Travelers, “Major Medical,’ and 
George F. Monks, Manager A. & S. 
Claims, New York Life, “Claims.” 

In his talk, Mr. Hansen pointed out 
that over 3,000 persons are celebrating 
their 65th birthday every day, and that 


the number of persons in the senior 
citizen age group 1S expected to grow 
from 15 million to 20 million by 1975. 


Several Companies Covering Over 65 
Group 

He said several companies had entered 
the field of providing coverage to those 
over age 65 from the mass market stand- 
point and urged that everyone “share 
in this market on the most practical 
basis that can be devised by his com- 
pany.’ 

Mr. McBride emphasized the im- 
portance to family and individual major 
medical of medical care costs, which he 
said have increased “about 5% a vear 
over the past 10 years and there have 
been no indication that these costs are 
leveling off.” 

Therefore, he said, in establishing 
premiums for this type of insurance, 
“prudence would require a look at pres- 
ent day medical costs and the anticipat- 
ing of increase in these costs for a few 
years in the future.” 

Mr. Cox said there are many reasons 
why a company submits risks to its 
reinsure for approval. “A large percent- 
age of the cases submitted to us is for an 
underwriting opinion,” he said. “This 
means that a wide cross-section of un- 
usual risks is encountered; risks which 
very frequently do not lend themselves 
to the use of impairment waivers. 

“We have found from a practical 








Ins. Presents Anemic 
Image to Young Men 


FRANK O. WILLIAMS TELLS HIAA 





Connecticut General V.P. in Luncheon 
Address Suggests 4-Point Program to 
Correct Public Misconceptions 





Young People see an “anemic” image 
when they consider the insurance indus- 
try as a business way of life, Frank O. 
H. Williams, vice president and director 
of Connecticut General Life, told the 
Health Insurance Association’s 1959 In- 
dividual Insurance Forum in New York. 
As the luncheon speaker November 17 
he said: 

“The saddest part of this image is that 
it in no way conveys a true impression of 
the many challenges and the wide variety 
of opportunities that our business offers 
them.” 

He predicted that the competition by 
industry for the services of talented, 
ambitious young people would become 
even more intensified in the future. In 
urging that the insurance business better 
prepare itself for this competition, Mr. 
Williams regretfully said: 

“To date, little or nothing has been 
accomplished on a wide scale to point 
out to the young people we must attract 


that they can find opportunities in our 
business for a great variety of careers 
and interests.” 


In opening his speech, entitled “Speak- 
ing Of Images,” the speaker said he had 
asked himself how “we stack up as career 
choices in the minds of the people whom 
we seek.” 

Insurance Industry Not Attractive 

“We are not on the top of their list,” 
he declared. “We are not even in the 
middle. The image that these young 
people see when they think of the insur- 
ance industry as a business way of life 
is one of anemic security. 

Although the image is not accurate, he 
said, it almost certainly turns away young 
people because it “seems to lack the 
vitality, the drama, the excitement and 
the business romance young men seek in 
a career.” 

Mr. Williams cited a survey in the cur- 


rent issue of “Fortune” magazine which 
analyzed 1,700 top executives. Back- 
ground, education and compensation 


level, were some of the factors involved. 
Information on top insurance men was 
illuminating. Said Mr. Williams: 

“They are the lowest paid and the 
brightest. They work fewer hours. More 
of them go to college than in any other 
industry. Of those who do go to college 
we have the highest percentage (22%) 
of Phi Beta Kappas of any industry. 
We have the highest percentage of those 
who are appointed to public office. 

“Maybe we, as well as our bosses, 
should put more time and attention on 
the job itself so that our compensations 
will compare more favorably with those 
of other industries. Or perhaps the an- 
swer lies in a clearer demonstration that 
our performance creates greater profits 
to our firms than those for which we 
have received credit. In any event, the 
‘Fortune’ story cannot be looked upon 
as a ‘pitch’ for our industry.” 

Still Believe Old Wive’s Tale 

Unfortunately, the speaker continued, 
the average person still believes the old 
wive’s tale that there are only two avail- 
able roads to follow in insurance: knock- 
ing on doors and making a pest of your- 
self or donning a green eye shade and 
spending “the next 30 or 40 years in a 
challenge-less super clerk’s job knowing 
you will never be fired and will eventually 
have a seemingly nice retirement pro- 
gram in return for the years of polite 
servitude.” 

Although the salesman of today does 
not in any way follow that type, Mr. 





Williams emphatically stated, and the 
standpoint, that an_ extra premium 
charge is often the best method for 


handling many of these difficult cases.” 


super clerk has rapidly disappeared from 
the scene, the unenlightened public still 
believes this caricature. Commenting 
further, he said 

“This is a sorry state of affairs when 
an industry which has so much to offer 
must have a public concept which is 
working against it. Just as surely as we 
must do everything humanly possible to 
prevent the passage of the Forand bill 
and any other legislation which contains 
such damaging implications to our busi- 
ness, we must strike out en masse at 
this stigma on our public face.” 

Four-Point Program Suggested 

Mr. Williams then suggested a four- 
point program “to which we can give 
immediate attention” and said the first 
point was to “emphasize at every oppor- 
tunity the important social purpose our 
industry fulfills.” 

Secondly, the business must use “great- 
er imagination” in establishing activities 
or projects that will show young people 
the wide variety of opportunites and 
challenges which can be found in the 
insurance field. 

He said the third point was to devote 
more time in an effort to “improve the 
caliber of the men whom we select to 
join our organizations” and then to pay 


greater attention to helping with the sel. 
development of these men and to givin 
them opportunities * ‘that offer early, ade. 
quate, exciting and consistent challenge’ z 

The fourth step was listed by Mr. Wj.) 
liams as the encouragement of “wide but 
balanced participation in community fs 
civic and political activities.” He saje 
this would give the public better oppor. ‘ 
tunity to “recognize the highly comp. : 
tent and attractive people to be found i) 
our industry.” A 

The first point of the program is ql. | 
ready under way and “is making signif J 
ficant progress” through the help of thee 
Health Insurance Institute and the Ins 
tute of Life Insurance, while “the mo) 
work needs to be done” on the secon 
point, said Mr. Williams. 


In his concluding remarks, Mr. Wj 
liams stated: “The job that lies aheail 
of us—of correcting and reshaping af 
image which is as obsolete and unreq. 
istic as ours—is by no means a mine 
or unimportant task. Through the cre. 
tion of a positive image we will be help. 
ing to build a strong foundation for the 
challenging future which lies ahead 9 
our business. We will be contributin!) 
much to our own satisfaction and oy)” 
own self-respect.” 
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Oakley Baskin, President; Bruce Gifford, 
Managing Director, Greeted at HIAA 
Conference; Also at N. Y. Dinner 


Oakley Baskin of Buffalo, president 
of International Association of Accident 
& Health Underwriters, and Bruce Gif- 
ford, its managing director, were in New 
York this week for the annual HIAA 
Individual Insurance Forum. They were 
warmly welcomed at the opening session. 
Tuesday evening they attended along 
with TAAHU Vice President James Hur- 
ley, Bankers Life & Casualty on Long 
Island, the dinner of the New York As- 
sociation of A. & H. Underwriters at 
Willy’s restaurant on William St., N. Y. 

This was President Baskin’s first at- 
tendance at a New York City gathering 
this year and he expressed his pride over 
the reactivation of the local unit whose 
membership, now over 100, is being stim- 
ulated by a new drive. Welcomed by 
Howard Rosan, Continental Assurance, 
and Julius L. Ullman, president, W. L. 
Perrin & Son, Inc., respectively presi- 
dent and board chairman of the N. Y. 
association, Mr. Baskin urged vigilance 
in the months ahead on legislative trends. 
He reported that Senator Metcalf is not 
yet satisfied with his New York legisla- 
tion and evidently plans new bills in 





Nationwide Sponsors Show 


A new CBS radio series “The Hidden 
Revolution,” narrated by Edward R. 
Murrow and sponsored by Nationwide 
Insurance, opened its 1959-1960 season 
last week with the Peabody award-win- 
ning program “To See Ourselves.” The 
show examined the American image at 
home and abroad with emphasis on the 
changing impressions of America. 

Other programs (December 15, Janu- 
ary 5, February 2, March 8 and April 
5) will deal with other history-making 
changes taking place almost unnoticed in 
the world. 


(. £. Stevens’ Talk 


(Continued from Page 45) 





ahead far beyond any present expecta- 
tions. Let us make certain that we are 
developing and training men who will 
be capable of taking advantage of— 
Opportunities Unlimited.” 






1960. Biggest threat, he said, is th) 
Forand bill which “must be combatte iS 
at the grass roots level.” Mr. Baskij> 
quoted NALU’s Lester Schriver as say 
ing recently that this bill “will pass mh) 
less there is a flood of protests sent tip 
your representatives in Washington .. 
Mr. Baskin was proud to presen 
Leading Producers Round Table awarl 
to New Yorkers Louis Medill and Wi 
liam J. Hill. The address of the evenin 
by Francis Welch, U.S. Life vice pres: 
dent, will be reviewed in our next issu 


Agents’ Role in New Era 


(Continued from Page 40) 











icy selling.” Furthermore, new pacha 
policies will enable the enterpris 
agent “to tap the heretofore relative) 4 
uninsured market.” 

Mr. Evans emphasized the importanf 
of the community’s image of the ager} 
the concentration of business in | 
limited number of companies who wi 
provide him with the proper servic 
and closer relationship between the com) 
pany and agent: E 

“Equally as important as’ personal s 
licitation is the image that you hat 
been able to create of yourself and you} 
agency in the eyes of the communi 
that you serve. This is the most potetf 
and effective type of selling. It dp 
velops aceess to the better risks at 
provides the type of accounts that a 
not primarily price conscious, and wi 
continue so long as their interests af 
properly served. 

“To attain the high efficiency that # 
be required for successful operationg 
will mean concentrating business i § 
limited number of companies that # 
required to provide the necessary 
cilities and proper service. Agents show! 
represent only such companies whose i 
cilities are needed aud which can § 
properly used and not abused. 

“There is no substitute for the int 
pendent relationship between compa! 
and agents, and there is no reason! 
believe that it will not continue to pry ) 
per as it has in the past. A more 
operative understanding of each othe! 
problems will be essential, and a clo 
relationship will result. A true partne 
ship is a must. 

“This, then is the challenge of chat 
facing the independent agent today. 
is not business as usual, but those ¥! 
are capable and willing to conform W 
prosper. Those who resist and are." 
wale, will sist aaa fall by the Ww 
side 
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65-Plus State Agents 





Alabama—John E. Meloy 
506 Bell Bldg., Birmingham 3 


® Alaska—Townsend Alaska Agency 
308 East Street, Anchorage 
Arizona—B. L. Udell General Agency 
31 Luhrs Arcade, Phoenix 
Arkansas—Rector-Means & Rowland 





312 W. Capital, Little Rock 
California—National Agencies, Inc. 

3663 West 6th Street, Los Angeles 5 
Colorado—Gates-Stone & Co. 

1660 Stout St., Denver 2 
Connecticut—Berg, Ellis & Wolf Agency 

153 Court St., New Haven 10 





District of Columbia—Johnson & Adams, Inc. 
Edmonds Bidg., 917-15th St. N.W., Washington 5 
Florida—Builders Mortgage Insurance Agency, Inc. 
6160 Central Ave., St. Petersburg 7 
ss Florida—Davis-Gillingham Associates, Inc. 
etween now and Vecember 6 you will De supported Dy a POWEF= | warn "essetercisasootcales 9 
Hawaii—Continental Ins. Agency of Hawaii, Ltd. 
1521 S. King at Kalakaua, Honolulu 14 
Idaho—James W. Perry 
1111 Main St., Owyhee Hotel Bidg., Boise 
Sideuee Re bg = = Ilinois—Youngberg-Carlson Co. 
ul advertising and publicity campaign which will be seen ao 
Indiana—The Longden Agency, Inc. 
1715 East 52nd St., Indianapolis 5 
lowa—Steadman & Blackburn 
804 Register & Tribune Bidg., Des Moines 9 
Kansas—Pierce B. Adams, Jr. Agency 
208 Riss Building, Kansas City Mo. 
Kentucky—Allen M. Reager Company 
310 W. Liberty St., Louisville 2 
Louisiana—Emery & Kaufman Limited 
314 Camp Street, New Orleans 12 
Maine—J. Harold McQuade 
134 Congress Street, Rumford 
Maryland—Hack Insurance Agency 
18 E. Lexington St., Baltimore 2 
Massachusetts—Gilmour-Rothery & Co. 
40 Broad Street, Boston 2 
Michigan—C. M. Verbiest & Associates, Inc. 
8th Floor Fyfe Bldg., Woodward Ave. and 
Grand Circus Park, Detroit 26 
Minnesota—Edward J. LeClair Agency, Inc. 
315 Northwestern Bank Bidg., St. Paul 1 


Mississippi—Thomas Yates & Co. 
P. 0. Box 1054, 1020 Plaza Bidg., Jackson 
= Missouri—R. B. Jones & Son 
301 West 11th St., Kansas City 6 
Missouri—Sidney Salomon Jr., & Associates, Inc. 
1006 Ambassador Bidg., St. Louis 1 
Montana—W. S. Toohey 


The Saturday Evening 618 Metals Bank Bidg., Butte 


Nebraska—Foster-Barker Company 














Foster-Barker Bidg., 209 S. 19th St., Omaha 2 
Nebraska—The Harry A. Koch Co., Inc 

502 South 18th Street, Omaha 2 
Nevada—Nevada-Pacific Company, Inc. 

2032 E. Charleston, Las Vegas 
New Jersey—C. J. Simons & Co. 

563 Broad Street, Newark 3 
New Hampshire—Romeo Danais 

1662 Elm Street, Manchester 
New Mexico—Fidel Romero 

Suite 707, Simms Bidg., Albuquerque 
New York—Leonard Davis & Co., Inc. 

76 William Street, New York 5 
New York—W. L. Perrin & Son, Inc. 

75 Maiden Lane, New York 38 
North Dakota—Lahr & Lahr, 207 Fifth St., Bismarck 
Ohio—Henderson Insurance Agency 

2526 N. High Street, Columbus 2 
Oklahoma—C. L. Frates & Co. 

720 N. W. 50th St., Oklahoma City 18 
Oregon—Harold F. Leonard Co. 

1217 S. W. 19th Ave., Portland 5 
Pennsylvania—Parker & Co. 

1616 Walnut Street, Philadelphia 3 
Rhode Island—Starkweather & Shepley, Inc. 

17 Custom House St., Providence 2 
South Carolina—Otto Harvell 

P. O. Box 262, Greenville 
South Dakota—Homer E. Grinde 

1504 E. 33rd Street, Sioux Falls 
Tennessee—Joe Cambron Insurance Agency 

728 Third National Bank Bidg., Nashville 3 

















° ° ° ° T —D -Al 
For further information and promotion material contact the 65 Plus state agent 7/50 Mercantile Dallas Buliding, Dallas 1 
e Utah—Continental Agency Co. _ 
at right or your nearest Branch Office 320 East ath St., Salt Lake City 


Vermont—McAllister & Kent, 131 N. Main St., Barre 
Virginia—James W. Tinsley, Jr. 

310 Mutual Bidg., Richmond 19 
Washington—Michael Moskowitz & Co., Inc 


1401 Kanawah Vailey on Bidg., Charleston 26 


310 SOUTH MICHIGAN AVENUE - CHICAGO 4, ILLINOIS wigan ea A.A 
A member of the Continental-National Group wath 2 C zs Streets, Cheyenne 


65 Plus is not available in 





























A composite picture of success 


This combination of photographs symbolizes the more 
than 450 qualifying members of the Leaders Association, 
New England Life’s organization of top salesmen. They 
have diverse appearances and personalities, come from 
different backgrounds, employ a variety of selling methods. 
Yet all of these men have a common base on which their 
success has been founded: belief in their product. 


Our Average Leader* believes so strongly in what he sells 
that his own life is insured for $96,950! And his enthusi- 
asm and ability led to a personal income of over $20,000 
average ($15,000 median!) last year, through sales of 
more than a million dollars of life insurance. The average 
size of the 51 policies he sold was $22,523 — four times 
the national average of the industry. 


*Based on the 275 returns received from a survey of the entire qualifying membership. 


Forty years old, a college graduate, a family man with a 
wife and three children — Mr. Average Leader is an 
unusually hard-working and independent businessman. 
And he firmly believes that his sales and income will be 
even better this year. They undoubtedly will; the Leaders 
of New England Life have a habit of getting what they 
go after. 


NEW ENGLAND 
Mbiul LF Efe ee 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1835 
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